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In this issue 


Special Features on 
Promoting Garden 
Supplies and Equipment 





\CCO’s Chain Sales-Maker 


=NEWLY IMPROVED 
TO MAKE YOUR SELLING JOB 
EASIER THAN EVER! 


The popular ACCO CHAIN SALES-MAKER—the convenient display stand 
hat has given a big boost to chain sales in hardware stores everywhere— 
has now been improved by the addition of a handy, quick-action Chain 

utter. This makes it easy to snip off just the amount of chain your 

stomer wants. It saves time and steps on every sale. 
This sturdy, attractive ACCO CHAIN SALES-MAKER permits you to 
Hisplay a wide assortment of chains in very little floor space. It puts your 
hain stock out where your customers can see it—feel it—buy it! Get your 
sales-Maker and watch your chain sales rise. Shipped complete with your 
hoice of chain assortments; chain comes on reels, as shown at right. 


. 2/0 Tenso Chain, Bright Zinc Plated 100 Ft. 35 Sash Chain, Bright Zinc Plated 

. 3/0 Lock Link Chain, Bright Zinc Plated 200 Ft. 1/0 Brass Safety Chain, Bright Finish 
. 3 Tenso Chain, Bright Zinc Plated 200 Ft. 16 Double Steel Jack Chain, 

. 2/0 Twist Machine Chain, Bright Zinc Plated Bright Zinc Plated 


. 2/0 Tenso Chain, Bright Zinc Plated 100 Ft. 35 Sash Chain, Bright Zinc Plated 
. 3 Tenso Chain, Bright Zinc Plated 200 Ft. 1/0 Brass Safety Chain, Bright Finish 
. 2/0 Twist Machine Chain, 220 Ft. 16 Single Steel Jack Chain, 
Bright Zinc Plated Bright Zinc Plated 
. 2/0 Straight Link Elwel Coil Chain, 
Bright Zinc Plated 


175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 200 Ft. 1/0 Brass Safety Chain, Bright Finish 
75 Ft. 2/0 Twist Machine Chain, 220 Ft. 16 Single Steel Jack Chain, 
Bright Zinc Plated Bright Zinc Plated 
150 Ft. 2/0 Passing Link Chain, Bright Zinc Plated 


Order from Your Distributor 


DEALERS: ASCO = American Chain Division 


a Sabenalersteyme “AMERICAN CHAIN & CABLE 


Lo rota son tYork, Pa., *Atlanta, Boston, *Chicago, *Denver, Detroit, 


—no holes to drill. ane Ge) "Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
(NOTE: Do not use Chain Cutter “™ “F- *Portland, Ore., *San Francisco, Bridgeport, Conn. 
to cut case-hardened chain) *WAREHOUSE STOCKS fFACTORY 
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FOR REAL GARDEN SUPPLY VOLUME =, 


This is the line that'll add real PUSH to your Garden Supply Busi- 
ness! Better design, better made, better prices .. . it all adds up to 
more sales and more profits for you. For more information and 
prices ask your jobber. 





























LAWN SWEEPERS & DUNHAM’ LAWN ROLLERS 


/ TWO MODELS 
d 20” Sweeping Width A variety of models to meet 
24” Sweeping Width the needs of Horne Owner, 
Golf Courses, Large 


BIG BASKET CAPACITY Estotes, etc 
20” Model 51/, Bushels 
24° Model 7'/, Bushels 
RUGGED all steel ‘ 
frame : 
Heavy duty brush Drum edges are rounded 
Ball bearing brush reel 
y Rubber tires 





Fill with water or sand 


Self cleaning adjustable 
scraper 


This is the finest lawn sweeper you 
con sell. It’s built for easy 
handling and long service life. 
Everything about it is rugged, 
everything about it is modern. 


Oilite bearings 











BSPKe osc LAWN AND HOME AND GARDEN 


*k GREEN AERATORS WHEELBARROW 


9 
- - = 
( ~ ~~ * BUILT RIGHT 
‘ 
\ . * The Best Aerator * PRICED RIGHT 








\ 


\ + 
\ . \ Big Deep Drawn 
* E-Z does it push pull . 3 cubic foot 
action capacity, heavy 
. 18 gauge tray, 
tubular steel 
* Big seller to handles, puncture 
homeowners proof rubber tire, 
ball bearin 
wheel... all BIG 
sales features 
Available with 
Red Painted or 
Armco Zinc Grip 
Non Rust Trays 


. Zz Manufactured by 
LAWN SPREADER OHIO MACHINE PRODUCTS, Inc. 


COLUMBUS, OHIO 


This is it for seeding and Manufacturers of the Dunham Hand 
feeding. and Fairway Water-Weight Rollers 
* Rugged, heavy duty ' : 

osneeaitendes Exclusive Sales Agent 


+ 3 sizes, there's one JOHN H. GRAHAM & CO., INC. 


for every lawn. 
105 Duane Street, New York 8, N. Y. 
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ATLANTA, GA. 


1530 Ellsworth 
Drive, N. W. 


Phone: SYcamore 4-9511 


BIRMINGHAM, ALA. 


2830 Fifth Ave., North 
Phone: 4-5461 


LOUISVILLE, KY. 
1239 South Tenth St. 
Phone: MElrose 4-944] 


MEMPHIS, TENN. 
703 North Royal Ave. 
Phone: JAckson 5-4717 


MIAMI, FLA. 
3640 WN. W. 52nd St. 
Phone: NE 5-2595 


NASHVILLE, TENN. 


Harrison Street 
at Seventh Avenue 
Phone: ALpine 5-1152 


RALEIGH, W. C. 
1431 Courtland Drive 
Phone: 2-3501 


RICHMOND, VA. 
1910 Petersburg Pike 
Phone: 82-6748 


SAVANNAH, GA. 
311 Stiles Avenue 
Phone: 6-2461 


STATE 
BUILDING 
sUPPLY 


complete stocks of quality building materials are 
right next door—at SSirco 


When it’s time to get down to business, 
time is valuable . . . to both you and the 
builder. That’s when SSirco’s “right- 
next-door” service is important. 
Wherever you are located in the 
Southeast, Southern States Iron Roof- 
ing Company is your sure, immediate 


= \ 


answer to supply-service problems. 
Fresh and complete stocks of a variety 
of building materials, industrial metals, 
and aluminum products are available 
in SSirco’s one-source supply houses. 
Warehouses are as close as your tele- 
phone—service is prompt andcourteous. 


Call the nearest SSirco branch, listed in the 


adjoining column, for assistance with your 
building material requirements. 


SOUTHERN STATES IRON dele] ii, [cai a ok 


ng the Building Trade Continuoy 


General Offices, P.O. Box 1159, Savannah 
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HAYES SPRAY GUNS 




















. 
CHEMICAL 


The above cross section shows the 
internal design standard on all Hayes 
sprayers. 

In the Hayes principle, water pass- 
ing through the first jet increases its 
speed to create a positive vacuum in 
the second jet, producing sufficient 
power to lift any spray material re- 
gardless of viscosity or varying water 
pressure. 

Being a truly balanced jet design, 
water and spray material are fed into 
the mixing chamber in fixed ratios for 
accurate proportioning and thorough 
mixing at all water pressures from 20 
to 175 pounds. 

The adjustable deflector shown 
spreads the mixed stream into a fine, 
fan-shaped spray that can be directed 
up, down or sideways to insure com- 
plete plant coverage; when removed, a 
high velocity stream reaching 30 or 
more feet for tall foliage. 

Yes—the Hayes incorporates every 
design element needed for PROPER 
APPLICATION ... accurate propor- 
tioning, thorough mixing, efficiency in 
delivery of spray materials. 


Order from your nearest jobber. 











©) 
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leading manufacturers 
Sor use with their chemicals 


Acme Quality Paints, inc. 
American Chemical Paint Ce. 
Bonide Chemical Co. 
Boyle-Midway, inc. 

California Spray Chemical Cerp. 
The Carac Corp. 

Carbide and Carbon Chemicals Ce. 
W. A. Cleary Corp. 

Cooke Laboratory Products 
Diamond Black Leaf Co. 

Ourham Chemical Co. 
McLaughlin Germiey King Co. 
Miller Products Co. 

Monsanto Chemical Co. 
Northrup, King & Co. 

8. G. Pratt Co. 

Swift & Ce., Plant Food Division 
Thompson Chemicals Corp. 
Velsicol Chemical Corp. 

World Spray Ce., inc. 


MODELS FOR EVERY SPRAYING NEED 


The HAYES-ETTE. New le ga 
lon sprayer. Thumb-touch contro 
rifice $2.95 


re 


" 


HAYES 1%. New 1% gallon 
sprayer with wide mouth jar for 
ease in filling. Thumb-touch con 
trol orifice $3.25 


HAYES 3. Makes twae gals. of 
spray solution with ue loading 
Thumb-touch control uw ifice. ideal 
for small gardens $4.45 





HAYES 4. Makes four gals. of 
spray. Positive on-and-off control 
valve $6.45 


HAYES 6. Makes six gals. of spray 
Longer nozzle reaches to inside of 
plants and low-lying leaves. $9.95 


— 


HAYES 10. A heavy duty 10 gation 

sprayer. For estates, parks, indus 

trial use, dairies, poultry and 
> 


livestock $12.95 








FERTL-RAIN. For mass spraying of 
lawns, shrubs, hedges and trees 
Handles all types of spray mate 
rials. Waters and sprays in one 
operation. 1 to 120 ratio. Stand 
ard pint sprays 15 gals... .$3.65 





HAYES LAWN SPRAYER. For quick 
accurate application. Same uses 
as Ferti-Rain. Applies material in 
half the time due to the | to 60 
ratio. Quart size jar. Sprays 15 

$3.95 


FERTLFEED. Specifically designed 
for application of heavy, viscous 
materials. Powerful suction and 
1 to 20 ratio speeds discharge 
Comes with 30” tube for use with 
one gallon jug or larger contamer 

$3.4 





HAVES SPRAY GUN CONMPANY 


Pasadena 8, Califor 
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"EAS/ER 70 LOAD- 
EAS/ER 70 ROLL- 
AND J/UST AS 
STRONG AS 
MY HUSBAND'S 
WHEELBARROW’, 








(“YES AT LAST 


THEY'VE MADE A 
CART THATS 








Love It! 


The : 
DO-CART ~ 


with seamless tray ™ 


Built with 1%" channel stee! axle support, '/2" high carbon 
cold rolled axle, I'/4"' steel legs and '/2" welded tubing 
handle, all joined together to form a supporting cradle for 
the heavy steel tray. The DO-CART is B/G and BUILT TO LAST 
Write for particulars on this sure-fire sales getter! 


Also FERTILIZER and CONCRETE CARTS 


a CHATTANOOGA 
QUALITY! WHEELBARROW CO. 


ENDURANCE! CHATTANOOGA, TENN. 
STRENGTH! 





GOLD STRAND 
INSECT WIRE SCREENING 


America's largest selling 
screening will help you 
sell your customers. 
Selvages are reinforced 
and have a good body 
for tacking. The smooth, 
uniform mesh is carefully 
lacquered for corrosion 
resistance and attractive 
appearance. Gold 
Strand Screening is 
available in low-cost 
Galvanoid, in Aluminum 
and Bronze. 


QUICK 
HITCH 
GATE 
SPRINGS 


Ideal for heavy doors and 
gates, these rugged springs 
are made of fine quality 
oil-tempered wire. Supplied 
with either black-japanned 
or electro-galvanized finish. 


LOK-TWIST 


PERFECTION DOOR SPRING 


Outstanding for toughness, 
durability and resistance to rust. 
Available in black-japanned or 
electro-galvanized finish. Choice 
of looped or cone-hooked ends 
(complete with hooks or eyes). 


CF&Il HARDWARE CLOTH 


WISSCO FLEXIBLE WIRE 
CLOTHES LINES 


Lightweight and easy to handle, 
Wissco Clothes Line is heavily 
galvanized to give years of 
trouble-free service. 


MERCHANT OR STONE 


Two general-purpose wires. 
Both are available in either 
galvanized (for prolonged 


outdoor use) or annealed (for 


easy bending and tying). 


Merchant Wire comes in 100-Ib. 


bundles (gauges 6 through 1 
Stone Wire is sold in 12-ib. 


coils (gauges 16 through 24). 


POULTRY NETTING 


Woven by the reverse-twist 
method, Lok-Twist rolls flat, 
hangs well, stays taut and is 
easy to handle. Heavily gal- 
vanized to protect it against 
the corrosive acids often 
encountered in poultry raising. 


Called the product with a 
thousand-and-one uses, CF&l 
Hardware Cloth can be 
severely formed, bent or 
twisted without breaking. 
Sold under the brand name 
of “Clinton” in the East; 
“Calwico” in the West. 


INCREASE YOUR SALES WITH THESE FREE SELLING AIDS 


WIRE 





8). 


Handy Hints 
On Screens 


Surface Tables and 
Retail Sales Prices 


Roll Clips 


Hardware Products 


Gold Strand Screening Folders 


Sample Folder 





CF&I-CLINTON 
GENERAL PURPOSE 
WELDED WIRE FABRIC 


This versatile product has many uses 
around farms and homes. Ideal for 
bins of all sorts and poultry house 
floors. Every joint is carefully welded 
for long, trouble-free life. 


CF&I HEX MESH NETTING 


There's a Hex Mesh Netting to fill just 

about every customer need. It is available 

in all standard meshes and wire sizes. 

Widths range from 12” through 72”, . 








WISSCO TV GUY WIRE 


An excellent general purpose 
strand that is ideal for 
guying poles, antennas, 
smokestacks, signs and 
similar items. 









THE COLORADO FUEL AND IRON CORPORATION— Albuquerque - Amarillo - Billings C F & i = W : Cc 4 W i 4 E 


Boise + Butte - Casper + Denver + El Paso ~ Ft. Worth + Houston - Lincoln (Neb.) HARDWARE PRODUCTS 
Los Angeles + Ockiond + Okishome City + Phoenix - Portland + Pueblo , 
, Salt Lake City + Son Francisco + Seattle + Spokane + Wichita [ EF 
WICKWIRE SPENCER STEEL DIVISION—Atlanta - Boston - Buffale - Chicago - Detroit E 
New Orleans - New York + Philadelphia ‘ 














Make your profits. . 
bloom in the spring! 


Feature these fast-turnover NESCO products! 
NESCO COLORBRYTE STEP-ON CANS 


Spring cleaning-minded shoppers will snap up 
these like crazy! A No. 1 need for home neatness, 
these new Colorbryte Step-on Cans attract women 
with their smart color and styling—sell fast be- 
cause of real selling features! Hidden cover mech- 
anism, smooth-working pedal. Rust-resistant 
inset pail, molded rubber collar. Three popular 
sizes: 20-qts., 16-qts., 12-qts. Colors: White, 
Yellow or Red, plus Pink and Charcoal combination. 


NESCO PLANT FRESH'’NER 


“Successor to the sprinkling can!” , 
Get set to capitalize on the tremendous ; — 
interest in gardening —it will be bigger : nl’ “ron 


than ever this spring! Stock and sell 
the Gardener Approved Nesco Plant 
Fresh’ner. Multicolored sprinkler heads .N € >SCO 
catch the eye—make ’em buy! Pistol- q S 
grip handle with solid brass 4-way Stubs Cawet 
sprinkler heads for CONTROLLED . PLANT 
spraying —narrow, wide, heavy or light. FRESHER 
Rugged, rust-resistant, hot dipped in ‘ 

oaiien | zinc for longer life. Available in === 
thee handy sizes: 6-qts., 9-qts., 12-qts. _ 


FIRE CHIEF APPROVED WNESCO STREAK-O-STRENGTH 

NESCO INCINERATOR Galvanized Refuse Cans NESCO UNDERGROUND REFUSE CAN—SANITATION-APPROVED! 
Scientifically designed for Replace winter-worn refuse Made of heavy-gauge steel. Snug-fitting cover. Tip-Toe opening and 
safer, cleaner trash burning. cans with the most rugged, closing. Super housing strength. 15 gal. capacity. 
Convenient oversize handles. sell-packed refuse cans on 


T : 2 and 4 bushel = th ket! 3 styles, 4 
sean an s! oi models co Se See Nesco at the NATIONAL HOUSEWARES SHOW 
BOOTHS 673 and 679 © Navy Pier, Chicago. Jan. 19 through Jan. 26 


saateasee 


wor? 


THE GREATEST NAME IN HOUSEWARES! Executive Offices: Granite City, Illinois 
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You'll Make More Money 


\ with the 


Why take LESS...when you can get ALL THIS? 


* Longest year ‘round discount margin in the industry 
* Easiest selling features on the market 
® 50-50 co-op advertising plan at local level 

Pre-sold leads from national ads 


© Free promotional and display material 


12 Ultra-Modern Reel and Rotary 
Models—One for Every Need 

and Budget! 
Priced to Sell as Low as $6925 


The SEND COUPON NOW for this 
“RIVIERA” Money-Making Preferred Dealer Plan 


eee GN 18” SELF-PROPELLED Moto-Mower Division, Detroit Harvester Co. om 


625 “G”" Street, Richmond, Indiana 
ROTARY...that has EVERYTHING! |... 
lease send me complete Preferred Dealer Plan and full- 
color descriptive literature on the 1956 Moto-Mower line. 
The Riviera is just one of 6 brilliantly styled, feature- 
loaded rotaries—at prices to sell every prospect. eal 


2-Way AUTOMOTIVE-TYPE synchromesh transmission Vea ed 
® Dial-a-Matic cutting-height adjustors * Non-scalping 
staggered-wheel design * Anti-bending crankshaft con- aioe. 
struction ® Finger-tip aircraft-type controls * 2 h.p. 4-cycle 

Briggs & Stratton engine ® Recoil starter and silent muffler. City 
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Nation's Business Activity May Set 
New High Record During 1956 


AS MANY economists see it, 1956 
will shape up as the best business 
year in the nation’s history. The 
year is starting out big—the na- 
tional gross product is hovering 
right at the $400 billion mark, 
though this is expected to level out 
during the course of the year to an 
average of about $392 billion, a 
better year, still, on the whole, 
than 1955's $388 billion. 

It is probable that the peak of 
the boom will be reached in the 
new year’s first half. Already, the 
Federal Reserve Board has acted 
to bring present credit inflation 
under control, Money is going to be 
tougher to borrow, and this will 
have some effect on sales. 


Check on Credit 


Sales of automobiles, for ex- 
ample, will more likely be nearer 
7 million than higher sales figures 
talked about in some circles. With 
credit being held in check demand 
may slacken somewhat. This will 
hold true also for many household 
appliances which during 1955 were 
sold on overly-generous credit 
terms. 

Price trends will be gradually 
upward along with wage rates, but 
there probably will be little infla- 
tion in this sector of the nation’s 
economy. 

As the year closed factory pro- 
duction of durables was at a peace- 
time high, a natural result of 
record employment and incomes 
Personal income after taxes was at 
an annual rate of nearly 272 billion 
dollars in 1955’s last quarter, while 
consumer spending in this same 
period was at the annual rate of 
about 256 billion dollars, nearly 8 
percent above mid-year levels. 

However, the farmer’s situation 
continues to be somewhat less than 
bright. Farm income slid a bit 
further in 1955 and the prospect is 
for a somewhat further decline in 
prices in 1956. Farm costs are ex- 
pected to stay at least as high as at 


present, with the result that there 
will be no improvement in farm 
net income. 


+ 


Increase in Level 
of Retail Sales 


THROUGH THE first three quarters 
of 1955 sales by the nation’s inde- 
pendent retailers were a solid 9 
percent ahead of the corresponding 
period of 1954. Virtually all lines 
of retail trade showed an increase. 

In the lumber, building and 
hardware group, sales for the 
year’s first three quarters averaged 
7 percent ahead of the same period 
last year. 


o 


Consumer Buying 
at Record Level 


REFLECTING record incomes, ex- 
panded use of credit and reduced 
savings, consumers were buying in 
the third quarter at a record an- 
nual rate of 256 billion dollars, 
more than 742 percent above July- 
September 1954. The rise in spend- 


AND PRICE CHANGES 


ing reflected increases for all 
major groups of consumer goods, 
according to the Department of 
Commerce. 

Outlays for durable goods rose 
about 8 billion dollars to a record 
rate of 37 billion in the third 
quarter, more than a fourth above 
a year earlier. Saies of automo- 
biles for the year will be at the 
record rate of about 8 miilion units. 
And outlays for appliances and 
building materials showed sizable 
gains for the year with sales of 
these products likely to be main- 
tained in 1956. 


e 


Construction to Hit 
$44 Billion in 1956 


NEW CONSTRUCTION expenditures 
may reach a record-breaking total 
of $44 billion in 1956, 5 percent 
ebove the $42 billion peak indi- 
cated for 1955, according to esti- 
mates prepared jointly by the 
Commerce and Labor Depart- 
ments. Substantial gains are an- 
ticipated in private nonresidential 
and public construction. New 
housing, although slightly below 
this year’s volume is expected to 
continue at a high level. 

The i956 estimates are based on 
the assumption of a moderate in- 

(Continued on page 62) 


CPP PB PPP PPP PP PP PPP PPP BD ABA ALA ALL AL AL ALLL ALL AL AL AL tl 


Personal Incomes at Record Rate 


HIGHER employment, a longer 
work week and rising wage rates 
have contributed to the record flow 
of income to consumers and to a 
strong consumer market for goods 
and services. Consumer income 
after taxes was at a record rate of 
nearly 272 billion dollars in the 
third quarter and per capita in- 
comes were 5 percent above a year 
earlier. 

Employment rose to more than 
65 million in the third quarter of 
the year, nearly 5 percent above a 
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year earlier. The length of the 
work week also increased and 
wage rates reached new highs, 
about 4% percent above a year 
earlier. 

Consumer buying has been 
characterized by a sizable increase 
in the use of credit. There also has 
been a reduction in personal sav- 
ings. In the third quarter of 1955 
savings totaled less than a year 
ago and the rate of savings out of 
disposable income was the lowest 
in recent years. 
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CONFIDENCE IN THE 


SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


START THE NEW YEAR RIGHT... 
packaged clothes line 





on ei na 


Y boxed—2 connected 


individual! pi 





ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.0.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, or Dallas, Texas. Orders of $20.00 to 
$50.00, freight allowed to $1.00 per cwt. Freight 
prepaid does not include extra charges incurred 
outside carrier's regular zone of delivery. 











ESTABLISHED IN 1673 
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CLOTHES LINE 


art. 57 5 


ked 12, 50-ft. white hanks 
e 


Pac 
art. 575 
Color Assortment 


hanks 
4 12, 50-ft- 
ee —2 yellow— 6 white 
pin 


SOLID BRAIDED ay 
CLOTHES LINE (No- 


ART. 556 
Packed 12, 50-ft. 


2 


anks 


These attractive red, white and blue cello- 
phane window cartons sellMIKE clothes line 
wherever displayed —keep the product 
clean and reduce stock losses. MIKE Plastic 
Clothes Line, Art. 575, wipes clean easily 
and won't stretch—lasts indefinitely. MIKE 
Solid Braided Clothes Line, Art. 556, is a 
longer wearing, high quality Cotton line— 
easy to tie. 


LAWNDALE, NORTH CAROLINA 


7861 Sepulveda Blvd. Marietta 3104 Goston Ave 
Van Nuys, California Minnesota Dallas 26, Texos 


9 








Wholesalers and Manufacturers to 
Meet in New Orleans, April 15-19 


NEW ORLEANS in 1956 will again 
be the scene of the annual joint 
convention of the Southern Whole- 
sale Hardware Association and the 
American Hardware Manufactur- 
ers Association. The two associa- 
tions will meet there during the 
period of April 15 to 19, inclusive. 
Convention headquarters will be 
at the Roosevelt Hotel; but four 
other leading New Orleans hotels 
—the Jung, St. Charles, New 
Orleans and Monteleone—will help 
take care of the convention crowd 
with combined guarantee of more 
than 1200 hotel rooms. 

Convention announcements were 
mailed by the two associations to 
their respective members on De- 
cember 10 and the New Orleans 
hotels started entering reserva- 
tions for the convention on De- 
cember 12. All requests for reser- 
vations should be sent direct to 
the hotels. The associations will 
exercise no control over room 
allocations, and will not handle in- 
dividual requests for hotel rooms. 

The Roosevelt, as convention 
headquarters, has been requested 
not to assign more than two bed- 
rooms (plus parlor if requested and 
if available) to any one company. 
Purpose of this restriction is to en- 
able as many companies as possible 
to have some accommodations in 
the headquarters hotel. However 
no such restriction is in effect at 
any of the other hotels 

The general convention schedule 
will follow much the same pattern 
as set at the last two or three con- 
ventions. The advance registration 
plan will again be used. On-the- 
spot registrations will start Sunday 
morning, April 15, at which time 
the copies of the advance registra- 
tion directories will be available. 
There will be a reception for the 
entire convention crowd on Sun- 
day evening and an informal “con- 
tact session” for all wholesalers 
and manufacturers in the spacious 
new Internation Room of the 
Roosevelt on Monday morning. The 
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joint opening convention session 
will be scheduled for Monday 
night, with business meetings on 
Tuesday and Wednesday mornings 
and concluding session of the 
Southern Association Thursday 
morning. 

Plans are now under way to in- 
corporate many new features in 
the business and entertainment 
programs. Among other things, it 
is expected that one entire session 
of the Southern Association, the 
Thursday morning session, will be 
devoted to discussion of the recent 
comprehensive report by a firm of 
business management consultants 
covering surveys of the operations 
of 10 member companies, and to 
studies of various operating prob- 
lems analyzed in that report. 

The 1954 joint convention, held 
in New Orleans, brought the all- 
time-hizgh attendance record, for 
New Orleans is a very popular 
meeting place. It is expected that 
attendance at the 1956 convention 
will be equally large. 


Parker Sales Reps 


MANUFACTURERS - WHOLESALERS 


Estwing Appoints 
Sales Manager 


THE ESTWING Manufacturing Co., 
Rockford, Ill., manufacturer of 
hammers and hatchets, has an- 
nounced the appointment of David 
A. Taylor as sales manager. 


David A. Taylor 


Until recently Taylor was mer- 
chandising director for a Chicago 
advertising firm, and previous to 
that hardware promotion 
manager for the Gates Rubber Co 


sales 


View New Sweeper 


L. M. Gardner, Fort Worth, Texas, and J. B. Oliver, center, Jacksonville, 

Fla., were among sales representatives from throughout the country who 

attended the recent annual sales meeting of the Parker Sweeper Co. in 

Springfield, Ohio. R. W. Parker, company general manager, kneeling, dis- 
cusses the 1956 gasoline-powered Homemaster 
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How to PROF'IT with Brongon 


iz 9 


“J 


nd Spinning Bait Casting Fly Fishing Salt Water 
$4.95 to $0.60 to $1.35 to $11.95 to 
resent a $19.95 $33.00 $12.95 $14.95 
Bronson offers you a complete range 
of reels, popularly priced for every type fishing. 


Fisherman, 
BEDOUSOM 1: soverses wn... om, 
POPULAR 


MEX ~. , ‘I 

eliable Field & Stream ARGOSY {ECHANICS POR’ 
adv ertised eels | Ovte TRUE SPORTS 
’ e a) “idoo, Life FIELD 


Known for quolity reels a quarter-century, 
Bronson is recognized and advertised nation-wide. 


Ota to demonstrate Bronson 


Use your Bronson reel display demonstrator 
and other Bronson promotion materials to help you sell! 


® Bronson Duo-Paw!l ® Coxe Star Drag 


® Push-Button Spinning ® Fast, Tool-less 
with Star Drag Take-down 


® Bronson Duo-Line Spool ® Snap-on Plastic Arbor 
eatures to make Thy | ® Coxe Auto-Mesh ® Automatic Free Spool 
2 
Bronson Reels incorporate many practical 
and exclusive features customers readily appreciate. 


| aan 4 Sgt 


it takes as much sales effort, time and 
stocking space for a low profit reel os a high profit one. 


’ 


a $160,000,000 
SPENT ON FISHING TACKLE LAST YEA 


“a rv 


i at every opportunity! “aes 


People have more time and more money for recreation 
than ever before. They like the best, they buy the best. 


PROFIT WITH... 


} 
IrOnS OM 
ae BRONSON REEL COMPANY - BRONSON, MICHIGAN 
; Division of Higbie Mfg. Company 





We help you sell 


SUNSET helps you 
sell with | 
national life 


advertising 
that PULLS! 


Two totally unbiased reader- 
ship surveys recently showed 
Sunset ads were read by over 
twice as many persons as read 
competing line ads. Sunset is 
carrying more ads in more pub- 
lications this coming year—all 
designed -specifically to get 
fishermen into YOUR store. 


SUNSET provides 


plenty of point of sale materials to tie 
in with Sunset advertising . . . merchan- 
dising aids to make selling Sunset lines 
even easier. (Like this small-counter- 
space display unit, and the Sunset bulk 
line measuring machine, which you'll 
find pays plenty of dividends) . 


IT PAYS TO DEAL WITH SUNSET— 
RIGHT DOWN THE LINE! 
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more fishing lines 


Check the SUNSET deal— 
you can’t beat it! 


SUNSET makes 


o specialized lines... 
*o/ better lines 


Every Sunset line has been developed for a 
definite fishing purpose. Every line is tops in its 
class . . . guaranteed full label strength and 

in perfect fishing condition. 





SUNSET gives 
o/ better packaging 
than other lines 


Spools are packed in eye catching plastic 
miniature tackle boxes; also each open end spool 
can be used to hold small gear like swivels, 
snaps, hooks, etc. Some lines packaged in 
dispenser type reusable plastic bobbins. 





SUNSET 


prices lines 
¢ to sell 


With two completely equipped factories 
and new production technics, Sunset is able 
to set fishing line prices at the lowest 
possible level consistent with highest 
quality. There's a Sunset line 


to fit every pocketbook. Sunset's two factories get your orders to you in 


a hurry—wherever you are. The only line com- 


SEND FOR NEW 1956 CATALOG pany with two-factory service. 


PETALUMA, CALIFORNIA r¢ 3 FLORENCE, ALABAMA 
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New York Wire Cloth 
Elects Jones 


STUART M. Jores, formerly vice- 
president in charge of sales, has 
been elected vice-president of the 
New York Wire Cloth Co., York, 
Pa., and will assume full respon- 
sibility for all operations of the 
company’s wire products business. 
Jones has been with New York 
Wire Cloth since 1940, starting as 
assistant to the vice-president of 
sales. 


Stuart M. Jones 


Nationally recognized as an au- 
thority in the screen cloth indus- 
try, Jones served as a consultant 
for the War Production Board 
during World War II and as an 
advisor to the National Produc- 
tion Authority during the Korean 
conflict. Today he is chairman of 
the Committee on Commercial 
Standards for Insect Screening, U. 
S. Department of Commerce. He 
is also an active member of the 
Insect Wire Screening Bureau, 
which he headed in 1947 as presi- 
dent. 


* 


Stratton & Terstegge Co. 
Announces Staff Changes 


W. H. TERSTEGGE, president of 
Stratton & Terstegge Co., whole- 
salers in Louisville, Ky., announces 
a number of changes in the firm’s 
staff. 

George W. Jones, who has been 
city sales manager for the past 
year, becomes general manager of 
the warehousing operation. Jones 


14 


(Continued from page 10) 


Jones Oates 


joined the company about 10 years 
ago as a city salesman. 

J. L. Oates relieves Jones as 
city sales manager. Oates has been 
with the company for 14 years and 
most of that time as assistant Ken- 
tucky sales manager. 

H. E. Robbins, former Stratton 
& Terstegge salesman who left 
the company for a short time, now 
returns as electrical buyer. He was 
a former sales manager of the 
Louisville Lamp Co. and is a prac- 
tical electrician. At one time he 
worked as an electrician and in- 
staller. 

R. G. Rook, a Kentucky sales- 
man traveling out of Bowling 
Green, has joined the staff of buy- 
ers. He will purchase all of the 
builders hardware, paint, window 
screens, and screen doors. Presi- 
dent Terstegge states that this will 
make a complete builders hard- 
ware and supply department 
which the company has not had 
before, as it was split between 
several of the buyers. 

Rook’s replacement in the Bowl- 
ing Green territory is William 
Holland. He has been with the 
company approximately _ eight 
years working in the sales depart- 
ment and substituting for sales- 
men on vacation. 


+ 


Clemson Names Thompson 
to Southern Sales Post 


JACK THOMPSON has been ap- 
pointed sales representative of 
Clemson Bros., Inc., according to 
an announcement made here by the 
company today. His territory cov- 
ers Arkansas, Mississippi, Texas 
and Louisiana. 

Mr. Thompson has worked, prior 


Robbins 


to his appointment, in the South- 
vest in the metalworking field. His 
headquarters will be located at 
3040 Charter Oaks, Houston 16, 
Texas. 

Clemson Bros. manufactures 
Star hack saw blades and frames, 
and Clemson hand and power lawn 
mowers. 


4 


Schoellkopf Names Medley 
Housewares Buyer 


CHARLES MEDLEY has been named 
buyer for the housewares division 
of The Schoellkopf Co., hardware 
wholesalers in Dallas, Texas. The 
eppointment is part of a program 


Charles Medley 


designed to expand the company’s 
housewares operations, according 
to C. T. Ellis, vice-president and 
general sales manager. 

Prior to his present assignment 
Medley served as a company sales 
representative for nine years. 
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42 Is TURNOVER 


ag 


LDS SALES 


One of the 10 displays available to hang 
on merchandiser. These are designed 
to hang also on perforated wallboard. 





Holds 8 displays—delights 
customers—promotes sales. 


I a : ss 
ee » i diustable for floor or 
Actually a hand tool department tor the aap oxy 
progressive hardware daaler—the only revolving 


display featuring popul@r priced tools, exclusively. 


In keeping with the mo} @ern trend of self-service—invites 
the customer to pick an pay. 


Shows 167 fast moving. } mechanical service tools for shop and home. 


Gives recommended s@fing prices for tools with number and full 
description of each too 





Colorful, compelling—f etallic blue, perforated board background and 
aluminum finished, welg@ed wire framework, with blue and yellow 
identification & — 


— 





Compact, ry ally low price. Write today for 
sil@m,super salesman to selling. 


full eg: Gnd set this St 
~ 


G ’ 


* 
3001 East 87 


“TURTON 


Over60 years’ experience in manufacturing guaranteed quality tools 


"pee eee 





Here's how to 


BREA 


ALUMINUM Scrvening 
opportunity like this! 


5 50-ft. Rolls of OPAL Aluminum 
Screening PLUS specially-designed 


Dispensing Rack only 


|" 


: Rock width—24 Rack depth (overoll)—32 
OPAL does it again! First came OPAL’S complete, high-quality Swear” ST" Certee 


wire screening line. Now it's OPAL'S outstanding al 
ing di offer. 
—— aptey , Remember, this is a limited, introductory offer. All 


HERE’S WHAT YOU GET! orders must be in by Feb. 15th, 1956. The price $79.75 
is F.O.B. York, Pa., east of the Rockies. West of the 


You receive one 50-ft. roll each of 26”, 28’’, 30”, 32” and 36” Rockies add 5%. Freighi Prepaid and Allowed. 

widths OPAL Aluminum Screening. That figures a total of 633 Rack alone only $24.50, F.0.8. Memphis, Tenn. This offer 
sq. ft. for just $79.75. In addition you get this distinctive tubu- is good only in the continental United States of America. 
ler aluminum display and dispensing rack Replacement rolls available in 100-ft. lengths only from 


especially designed for metal screening. your Geteibuter. 
Note, this specially designed rack has been store tested 


and has won highest dealer approval wherever shown. 
Better tell your distributor to count you in on this impor- 


Le 
Opal ALUMINUM \ coe a tant offer NOW! 
Product of the ' 
NEW YORK WIRE CLOTH COMPANY @ YORK, PENNSYLVANIA 
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New York Coliseum Will House 
11th Annual National Hardware Show 


THE NEw YorkK Coliseum, newest 
and largest exhibition building of 
its kind in the world, will house 
the ilth Annual National Hard- 
ware Show, to be held October 1-5, 
1956. 

The Coliseum, located on Co- 
lumbus Circle in the heart of the 
city, has 300,000 square feet net 
of exhibition space and is the 
world’s most modern show build- 
ing. Passenger transportation with- 
in the building is provided by nine- 
self-leveling maximum size ele- 
vators and seven reversible esca- 
lators. Under-floor mechanical 
services make it possible for ex- 
hibitors at the National Hardware 
Show to have whatever facilities 
they need right at hand. Water, 
gas, steam, electricity, telephone, 
air or vacuum and facilities for 
TV or radio broadcasts are all 
within a few feet of the exhibitor 
throughout the building. Outlets 
are arranged in under-floor ducts 
and in panel boards on columns. 

The lighting in the Coliseum is 
modern indirect fluorescent light- 
ing with variable intensity and 
special fixtures in the ceiling for 
spot-lighting effects. 

The 1955 National Hardware 
Show, which was held at Navy 
Pier, Chicago, this past October, 


was one of the most successful 
buying shows with an attendance 
of 38,014 buyers from every state 
in the Union. Requests for space in 
the New York show has exceeded 
that of any previous show. The 
first two floors of the Coliseum 
have been assigned to hardware 
and allied products, while the third 
and fourth floors will be devoted 
to lawn and garden equipment 


Harry P. West Forms 
New Sales Organization 


Harry P. West, widely-known 
throughout the hardware and 
housewares industries, has an- 
nounced the establishment of his 
own business as a manufacturers’ 
representative. He will make his 
headquarters at 3565 Stratford 
Road, N.E., Atlanta, Georgia. 


Harry P. West 


Mr. West has called on hard- 
ware and housewares wholesalers 
for many years and his new or- 
ganization will cover North Caro- 
lina, South Carolina, Georgia, 
Florida, Alabama and Tennessee, 
it was announced 


Reo Holds Service Training School 


Lawrence E. Du Cap, service sales promotion manager for the Reo Power 

Lawn Mower Division of Motor Wheel Corp., Lansing, Mich., conducted a 

recent service training meeting in Dallas, Texas. Central service represento- 
tives from Texas, Okiachoma and Louisiana attended 
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AGAIN, THIS YEAR 


the promotion that 
sold thousands 


of Koleyg in '55 
FREE 14-DAY 


Ope MIO) 


HOME TRIAL Xoleg POWER MOWERS 


Last year’s 14-day free trial offer was 
a hit, a real hit! Thousands of home- 
owners tried out Foleys on their own 
lawn, and bought them! 

This year’s home trial offer will be 
bigger and better than ever. With 
more ads. With even more promotion 
aids to help you sell. Right in your 
neighborhood, homeowners will prove 
to themselves how close a Foley trims 
to trees, shrubs and fences. How easily 
it mows even through tallest grass. 
How safe the blade is and easy to 
sharpen. 


s fos + ee "y 


eee teeeeee 


If you tied-in with Foley’s big pro- 
motion last year, you already know 
how a two-week’s free trial turns 
shoppers into buyers. If 1956 is your 
first year, take the word of last year’s 
sellers: With a Foley in a customer’s 
yard, you’re well on your way to a 
closed sale! This offer pertains to 18” 
and 20” deluxe. 


_Ist TIME ON THE MARKET. . yo€eg 


Easy to install, low in cost. 
Another Foley first to help 
you clinch more sales. 


- OTE 
oo yw ™ 
a = 


PROPELLED MODELS 


SOUTHERN HARDWARE for JANUARY, 1956 





the TA PAECO story 
of qo YEARS Symbol of Quality 


It with an idea, a pair of scissors and a corner- = 
It has jor 


Ge Oh eae obs an Connde eraploying 1.800 people - . 
one in employing 1, people a! . 
and manufacturing over 200 different products. Through de b| kK A R s 
prosperity, depression, world wars and back to pros- 

ity, cornerstone remains firm. We have never 

viated from the one standard of Top Quality which 
our customers everywhere have come to expect. That's 
the Tapatco Story in a nutshell. 

To the jobbers and dealers who have been and are 
now handling Tapatco, we say “Thank you”. To those 
who we know will be joining us soon, we say ‘““Welcome 
Aboard—the best years are ahead”’ 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio * Fairfield, Calif. * New Orleans, Le. * Trenton, N. J. 
in Canada: Tapatco, Lid., Magog, Quebec 




















SOUTHERN HARDWARE for JANUARY, 1/956 








Earl Chadwick to Head 
Roto-Edger Division 


EARL L, CHADWICK, long identi- 
fied with the hardware and garden 
tool trade, has announced the pur- 
chase of his Roto-Edger rotary 
‘awn shears business by Oregon 
Saw Chain Corp., Portland, 
Oregon, whose newly established 
Roto-Edger division will manu- 
facture and sell the tool. 


> 


Earl Chadwick 


“Acquisition of Roto-Edger Ro- 
tary Lawn Shears by Oregon Saw 
Chain Corp., offers numerous ad- 
vantages to everyone concerned,” 
said Chadwick, who has been 
named sales manager for the divi- 
sion. 

“As the world’s largest manu- 
facturer of power saw chain and 
chain saw accessories, Oregon is 
diversifying its activities in the 
cutting tool field. 

“For Roto-Edger, the production 
facilities of Oregon Saw Chain 
Corp.’s large new Portland plant 
assure tools of the finest possible 
uniform quality. Also, Oregon’s 
nationwide marketing facilities 
will provide new high standards 
of service and sales assistance to 
our distributors and dealers. 

“On the basis of these advan- 
tages, and the. acceptance of Roto- 
Edger in the garden tool market, 
we foresee a considerable expan- 
sion of our activity in the coming 
year.” 

Chadwick further commented 
that there would be no change in 
the basic design or pricing struc- 
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ture for the three Roto-Edger ro- 
tary lawn shears models currently 
being manufactured, 

Mailing address for Oregon Saw 
Chain Corp., Roto-Edger Division, 
is 9701 S.E. Mci.oughlin Blvd., 
Portland 22, Oregon. 


* 


Carter Hough, Jr. Firm 
Named Chain Sales Reps 


THE JOHN M. Russell Division of 
The Risdon Manufacturing Co., 
Naugatuck, Conn., announces the 
appointment of Carter Hough, Jr. 
& Associates of Jacksonviile, Fla., 
as sales representatives for Rus- 
sellline weldless chain products in 
the states of Florida, Alabama, 
Georgia and Tennessee. 


* 


Autoyre Appoints Berman 
Sales Representative 


MILFORD BERMAN recently was 
appointed to the South Atlantic 
States sales force of The Autoyre 
Co., Oakville, Conn. He will rep- 
resent the company in Maryland 


and parts of Delaware, Virginia, 
West Virginia and North Carolina, 
M. J. Ragir, vice-president, sales, 
has announced. 

Berman, a veteran of World War 
II, was associated formerly with 


Milford Berman 


Malco Wholesalers of Washington, 
D. C. and has had considerable 
experience in this field. He attend- 
ed Louisiana State University and 
lives in Takoma Park, Md. 


Havana Bound! 


Stopping ever in Atianta on the first leg 


of their trip to the tropics, 


Mr. and Mrs. Wilson Mullins, left, look over air line tickets to Cuba held 


by Earle R. Holland, southeastern sales 


representative for Fieming & 


Sons, Inc., Dallas, Texas. Mr. Mullins, a salesman for The Louisville Tin 

and Stove Works, won the all-expense-paid trip by selling more Wall- 

rite wallpaper than any other wholesaler salesman during a summer sales 
contest sponsored by the Fleming company 
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INTERESTED IN IMPROVING YOUR TURNOVER AND PROFIT ON LAWN AND GARDEN TOOLS? 
Order Green Thumb tools from your Union jobber and mass-display them on your wal! as one com- 
plete matched line — clear, natural finished ash handles, garden-green trim and the exclusive Green 
Thumb guarantee on every tool. You'll sell more tools. You'll make more repeat sales of matching 


tools. You'll make more profit. Try it. The Union Fork & Hoe Co., Columbus 15, Ohio. ———94 


= ? 


—T |). ae 
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Crroen Thumb, Ym 


lawn and garden tools 


NATIONALLY ADVERTISED IN COLOR IN: American Home © House Beautiful © Living for Young Homemakers © Sunset Flower Grower 





FAST SELLING LAWN 





Dio kip 
MODEL DK-303 
LONG HANDLE GRASS SHEAR 


Leader in the Long Handle field for 
over 25 years. A sturdy, efficient 
shear with induction hardened, ser- 
rated blades, which has the easy 
Up and Down action. 


Packaged four to a 
shipping carton. 
Length 37” 


Dookip 
MODEL DK-202 
SUPER GRASS SHEAR 


Quick, easy action. Hollow 

ground blades are hardened all 

the way through with polished finish. 

Restyled handle with patented thumb lock. 

11%” long with 4%” cutting stroke. Attractively 
packaged for display. Packed 6 to a shipping carton. 


TOOL FAVORITES 


Length 21” with 8%” 
cutting stroke. Pack- 
aged three to a carton. 


MODEL DK-505 
HEDGE SHEAR 


Newest, best hedge shear on the market! Progressive engage- 
ment feeds hedge into shear, makes cutting easy. Hollow 
ground, thru-hardened blades; hi-carbon steel; sturdy con- 
struction. Light-weight wooden handles fit the hand. 





MODEL DK-207 
GRASS SHEAR 


New favorite in the Doo-Klip line. Restyled hand grip makes 
DK-207 easy to use. Blades are serrated, thru-hardened, hi- 
carbon, tempered steel. Thumb lock. Neat carton shows shears 
and helps sell it. Length 11%”, cutting stroke 4%”. Individu- 
ally packaged. Six to a shipping carton. 








Doo-kip 
MODEL DK-1111 
DISPLAY 





Here’s a natural sales 
builder —the DOO-KLIP 
Lawn Tool Display FREE 
with unit purchase of 
3 DK-101 Grass Shears; 3 
DK-202 Grass Shears; 3 
DK-207 Grass Shears; 3 
DK-303 Long Handle Grass 
Shears; 3 DK-404 Pruners; 
2 DK-50S Hedge Shears; 
1 DK-606 Weeder; and 3 
DK-$909 Grass Shears 
Dealer cost is $39.80, 
PROFIT IS $22.14! 











“For price lists and descriptive literature write:” 


THE CEME wwoweenine & MANUFACTURING CO. 


Visit our booth (Number 334) at the National Garden Supply Sh 


ALLIANCE, OHIO 


-s ; 


. Nev York City eb. 7, &, 9. 
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Skil Corp. Appoints 
Sales Vice-President 


THE APPOINTMENT of William K. 
Downey, 31, as vice-president in 
charge of sales for Skil Corp., Chi- 
cago, Ill., manufacturer of port- 
able electric and pneumatic pow- 


William K. Downey 


er tools, has been announced by 
Bolton Sullivan, company presi- 
dent. 

In his new post Downey replaces 
Paul Watts, who was transferred 
to the Skil branch office in San 
Francisco as branch manager. 

Downey, following his appoint- 
ment, announced that the Skil 
sales division will be divided into 
five departments, the heads of 
which will report to him. William 
H. Ferry remains as sales man- 
ager of the company’s industrial 
tools, and Carl D. McWade carries 
on as Skil’s director of advertising. 

New appointments are Robert P. 
Melius, who becomes sales man- 
ager of the wholesale tool line; 
John C. Fenner is named order 
operating manager, and Edward 
J. Normandt is branch operations 
manager. John T. Carlsen, former- 
ly director of the Skil sales train- 
ing program, is sales manager for 
Skil’s automotive line tools, re- 
porting to Ferry. 

Downey, a native of Milwaukee 
and a former Navy ensign, joined 
Skil in 1948, following his gradua- 
tion from the Harvard School of 
Business. He also has a degree in 
mechanical engineering from Mar- 
quette University. In 1950 he was 





(Continued from page 20) 


named assistant to Sullivan, Skil 
president. He will headquarter in 
the Skil main office in Chicago. 

Melius, formerly field sales man- 
ager for Skil, replaces Joseph J. 
Sweeney, resigned, as sales man- 
ager of the wholesale tool line. 
He joined Skil in 1953, bringing 
with him more than 20 years’ ex- 
perience in the power tool sales 
field. Normandt, a veteran of 15 
years with Skil, was in an assistant 
sales manager capacity prior to 
his appointment as branch oper- 
ations manager. Fenner, the new 
order operations manager, was 
administrative assistant to Down- 
ey. He joined Skil in 1954. 
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Moto-Mower Names Clark 
Advertising Manager 


APPOINTMENT of R. L. Clark as 
advertising promotion manager of 
the Moto-Mower Division of De- 
troit Harvester Co., Richmond, 
Ind., is announced by Ray Hohman, 
division general manager. 

Clark, who comes to Mo- 
to-Mower after 14 years with 
the Richmond Palladium-Item, 
the last three as_ assistant 
retail advertising manager, will 
work with Allan W. Greene, 
Moto - Mower sales manager, 
in developing Moto - Mower’s 
stepped-up advertising and sales 
promotional programs, Hohman 
said. 

A native of Richmond, Clark at- 
tended the Richmond public 
schools and Indiana-Earlham Col- 


R. L. Clark 


SOUTHERN HARDWARE for JANUARY, 1956 


lege prior to joining The Palladi- 
um-Item, in 1941. He served in 
the U. S. Army in World War II. 


o 


Buxton Elected 
NAMIC President 


JoHN A. BUXTON, board chair- 
man of the Federated Mutual, 
Owatonna, Minn., was elected pres- 
ident of the National Association 
of Mutual Insurance Companies at 
the close of their 59th annual con- 
vention held in St. Louis. 


John A. Buxton 


Buxton formerly served two 
terms as president of the Federa- 
tion of Mutual Fire Insurance 
Companies. He is presently a di- 
rector and vice-president of the 
American Mutual Alliance. 

More than 1200 representatives 
of the Mutual Insurance Industry 
attended the three-day convention 
in St. Louis 


o 


South Bend Tackle Co. 
Announces Expansion 


WILLIAM H. Martindill, presi- 


dent of the South Bend Tackle 
Co., South Bend, Ind., has an- 
nounced the appointment of the 
Campbell Manufacturing Co. of 
Canada as a licensee to manufac- 
ture and distribute the tackle 
firm’s products throughout Cana- 
da. This is one of the first major 
moves in the company’s plans for 
world-wide sale of South Bend 
tackle. 
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Here’s the Big-Selling line that'll boost your sales of Watering Equipment. . . 
Look it over carefully now . . . then put your order in the “want-book”, today. 
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SPRINKLES BETTER * 5 more coverage than any other flexible 
sprinkler. Even distribution, no puddles, no dry spots. 


MADE BETTER ° All virgin vinyl for longer life and better wear. 
Scientifically designed spray openings guide water to perfect 
pattern. Superior Couplings assure maximum water flow 
without leaking. Flush-out coupling for easy cleaning and 
connection of extra lengths. 


PACKED ON REEL * Convenient — rolls up and rolls out the 
sprinkler with the greatest of ease. Stores sprinkler properly, 
for extra years of use. 


No. 1000 — 50 ft. covers 1000 sq. ft. $5.98 With Reel 


(20 ft. x 50 ft. rectangle) 


No. 600 — 25 ft. covers 625 sq. ft. $3.98 With Reel 


(25 ft. x 25 ft. rectangle) 
Above prices Fair Traded at retail? 


*The Triple Tube Sprinkler is patented under U. S. Patent #2,621,075 
and other patents covering multiple tube flexible sprinklers. 





Your Supplex cartons in 1956 will contain Advertising-Dol 
full information on...Free Ad Mats, Free Envelope Stuffers. 


You can't miss. Get inte this exciting promotion on this fast- 
selling line. Advertise Supplex. Stack Supplex “up front’’. 


SUPPLEX CORPORATION 


Division of American Hard Rubber Company 
GARWOOD, NEW JERSEY 


PERI T me me 


Pmt ils ~ 





Not a sprinkler. Not a seeper. Does things neither 
of these can do. 

Hundreds of fine sprays, from scientifically designed open- 
ings, spray upward only, from end to end in narrow pattern. 
Nothing equals it for effective watering of Trees, Shrubs, 
Narrow Strips of Lawn, Foundation Plantings, Garden Rows. 
Sprays aerated water for best soaking results without 
wasting water 


CAN BE LEFT IN PLACE ALL YEAR ROUND. Will not rot, 
rust or mildew. Made of tough virgin vinyl plastic with solid 
brass, nickel-plated, reattachable couplings with flush-out cap. 


RECOMMEND THIS NEW SPRAY-SOAKER. It’s vastly su- 
perior to the old fashioned seeper 


No. 500-50 ft. $3.29 
No. 800—100 ft. $5.98 


Above prices Fair Traded at retail? 


lars-to-make-Profits 


Tin states where legal 





fry 


AD DOLLARS, IN EVERY CARTON 





Now SUPPLEX Pays YOU to Advertise. Every carton of the five Supplex products illus- 








trated on these pages will contain this Advertising Dollar... worth $1.00 in payment of 
your newspaper advertising of Supplex products. It's the hottest promotion of the year— 
your chance to tell your neighbors—at Supplex’ expense—about Supplex watering equipment. 








REINFORCED 


Timt-core 





50 ft. $6.49 
25 ft. $3.95 75 ft. $9.50 


Above prices Fair Traded at retailf 


3-PLY WITH VISIBLE TIRE CORD REINFORCE- 
MENT. Sells itself because your customers can 
see the reinforcement through heavy trans- 
parent virgin vinyl outer protective jacket. 
It sparkles . .. it’s got sales-appeal. Five year 
guarantee. 





SENSATIONAL 230°/, SALES INCREASE IN SUPPLEX GARDEN HOSE 
IN ONE YEAR...BECAUSE IT'S THE BEST ON THE MARKET. 


TIRE CORD REINFORCED—Will not split, burst or break even if left in hot sun for days 
under full water pressure ... REATTACHABLE COUPLINGS—Eliminate “leaky coupling” 








returns—can be tightened or removed and replaced at home. Solid brass, nickel-plated 
. . . FULL GUARANTEE—Details on every colorful hose disc . . . ALL VINYL PLASTIC—So light, 
so flexible, it’s a pleasure to use . . . so smooth inside it delivers 50% more water than 
rubber hose of same bore . . . COMPLETE LINE OF OUTSTANDING VALUES — 











sTamoate 


HOSE / 


te Koews 


af 





50 ft. $8.95 


WITH REEL 
25 ft. $5.15 75 ft. $13.25 with Reet 


Above prices Fair Traded at retail? 
4-PLY—TIRE CORD REINFORCED. Double outer 
jacket. Brilliant green, opaque, virgin viny! 
outer sheath provides extra protection 
against sun, oxidation and abrasion 
STORAGE REEL—FREE OF EXTRA COST—a real 
help to easier handling — longer wear. Ten 
year guarantee. 





Supplex 


“ECONOMY” ( Reattachable couplings. 


Garden Hose Five year guarantee. 
Sorry, Ad-Doliers do not apply on this hose. 


Virgin, transparent vinyl. 


50 ft. $3.98 





50 ft. $12.98 25%.$7.50 


50 ft. $15.98 25 #. $9.30 


Above prices Fair Troded at retail? 


TIRE CORD REINFORCED. Big volume water 
delivery—for homes or professional needs. 
5/,"’ delivers 60% more water than 42" plastic 
hose. 3," delivers 120% more water than 42" 
plastic hose. Extra rugged construction with 
tough virgin vinyl outer protective jacket. 
Weighs 3% less than rubber hose delivering 
same volume of water. Ten year guarantee. 

















BIG NATIONAL ADVERTISING, TOO 





POrtLAR 


Better Homes | GARDENING 





and Gardens 





The Saturday Evening 








Big space ads in leading publications keep up the fast pace set by Supplex . . . the 
biggest advertiser in watering equipment. Over 35,000,000 ad impressions will 
set up the sales for you. Use Supplex “Advertising Dollars” to tie in with the big 
Supplex national ad campaign. Build store traffic, make more garden supply 
sales — at Supplex’ expense. It will pay you to feature Supplex in 1956. 








Flower Grower 
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Make more profit selling the Myers line because... 


MYERS fi 


AS THE EXTRAS THAT MAKE 


ce , 


oe: 
ates 
é 

















PROFITABLE SALES 


FULL LINE—You never miss a sale! Jet, plung- 
ers, submersibles . . . deep well or shallow 
well... centrifugals ...a full range of sizes 
and capacities. 


NATIONAL ADVERTISING—Pre-sells your pros- 


pects! Consistent, large-space advertising in 
America’s leading home, farm and family mag- 
azines helps keep prospects in your own sell- 
ing territory sold on Myers. 


SALES PROMOTION—Sharpens your selling 
tools! Coordinated selling activities and sales 
aids help you tie down the power of Myers’ 
national advertising to your own selling 


FIELD SERVICE—Helps you sell more Myers! 
Factory-trained representatives call regularly 
to help you keep inventories at peak working 
efficiency, acquaint you with new sales plans, 
merchandising programs and new product 
developments. 


SALES AND SERVICE TRAINING — You and your 
men become qualified water service experts! 
Myers provides free, comprehensive training 
at the factory or in the field. When at the fac- 
tory, Myers pays all expenses except trans- 
portation. 


TOP QUALITY AND GUARANTEE—Less service 
time leaves more sales time! Design, engineer- 
ing and workmanship of all Myers products 
are backed by a warranty unsurpassed in the 
industry. 


SEE YOUR NEARBY MYERS DISTRIBUTOR SOON! 
DOING BUSINESS WITH HIM IS GOOD BUSINESS. 


WATER S' 





GIVE YOUR CUSTOMERS 

WHAT THEY ASK FOR— | 

IT'S BAD BUSINESS 
TO. SUBSTITUTE 


Name brands mean satisfac- 
tion to your customers, and 
money to you. Let your cus- 
tomers know they can get 
from you the brands they 
know and want. Why be con- 
tent — or expect them to 
be content — with anything 


less? 


The prestige and reputation of 
brands 
high standards of quality. 


these makers’ guarantee 


pS ae | Plies 
clit 


INCORPORATED 


A non-profit educational 


foundation 


37 WEST 57 STREET 
NEW YORK 19, N. Y. 


Myers | 


THE F. E. MYERS & BRO. CO. ASHLAND, OHIO 
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Here’s a big new file market—a “natural” for | Cash in on this promotion — keep a 
stock of Black Diamond and Nicholson 


tie-in sales with the hot Reynolds line! Your files near your Reynolds display rack. 


customers need files to smooth the rough edges —_—_Your best “do-it-yourself” customers will 
soon read ads, reminding them to buy 
Black Diamond and Nicholson files when 
metal, is cut or sawed, and to notch this easy- they buy Reynolds Aluminum, in The 


to-handle metal. Some files do the job better  S*urdey Evening Post, Popular Me- 
chanics, Popular Science, and leading 


that are formed whenever aluminum, like any 


than others, Reynolds Metals Company has farm publications. So cash in by keeping 
Black Diamond files near your Reynolds | 


found. And the best files for the job are Black : : 
display rack, and pushing these files | 
Diamond and Nicholson. when you sell aluminum. | | 


) =D 


Reynolds endorses BLACK DIAMOND and NICHOLSON HANDY FILES: 
ideal for aluminum, and for a thousand other home uses. One side double cut for fast 
metal removal. Other side single cut for satin-smooth finishing. Comfortable forged handle. 


Reynolds endorses BLACK DIAMOND and NICHOLSON 6” HALF ROUND BASTARD FILES: 
for removing burs and rough spots inside aluminum tubing after it is cut. Also an all-around 
home file for flat or concave surfaces of almost any material. 


CHECK YOUR STOCK OF BLACK DIAMOND FILES TODAY 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND —_ 
STM. Reynolds Metats Co. 


(in Canada: Nicholson File Company of Canada Ltd. Port Hope, Ontario 
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Allen Now Sales Manager 
of Colt's Arms Division 


THE APPOINTMENT of J. E. Allen 
as sales manager was announced 
recently by J. M. McNally, vice- 
president of Colt’s Patent Fire 
Arms Manufacturing Co., Hartford 
15, Conn. 


J. E. Allen 


As sales manager of the Arms 
Division, Allen will be in complete 
charge of all domestic sales and 
related activities. Allen is well 
known in national marketing cir- 
cles, having been for seven years 
director of advertising for the 
Fuller Brush Co. 


. 


Spicola Hardware Co. 
Adds New Sales Reps 


JosePH A. Bua, general sales 
manager, Spicola Hardware Co., 
Inc., hardware wholesalers in 
Tampa, Fla., announces the ap- 
pointment of additional sales rep- 
resentatives for the company. 

Lee H. Nash has been appointed 
sales representative in the terri- 
tory north of Orlando to Ocala. 
Nash is a former representative of 
the Shapleigh Hardware Co. in the 
central Florida area. He will make 
his home in Orlando. 

Robert O. Wheeler is the com- 
pany’s new representative in the 
Sarasota-Bradenton area. He lives 
in Sarasota. 

Wheeler was preceded in the 
Sarasota area by S. A. Proctor, 
who has been transferred to the 
Tampa territory. 
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(Continued from page 23) 


W. Joseph Blackston, formerly 
of the company’s catalog depart- 
ment, has been appointed sales 
representative in the Lakeland, 
Bartow, Winter Haven territory. 
Blackston has been with Spicola 
Hardware for over 10 years and 
makes his home in Tampa, Fla. 

This brings the total number of 
the sales staff to 12 salesmen, Bua 
stated, and this is expected to be 
increased to 15 with the opening 
of the territory from Daytona 
Beach to Ft. Lauderdale on the 
Florida East Coast. 


+ 


Change in Ownership 
for Sabine Supply Co. 


CONTROLLING stock in The Sa- 
bine Supply Co., hardware whole- 
salers in Orange, Texas, has been 
purchased by Colonel D. H. Byrd 
and associates of Dallas from E. R. 
Odom, vice-president and general 
manager of the company. 

The transaction was completed 
on November 10, 1955, according to 
the announcement by B. F. Brown, 
chairman of the board. 

Other officers of the company 
will be: D. H. Byrd, president; C. J. 
Osborn, executive vice-president; 


J. W. Anger, vice-president and 
general manager; Bess Bond, sec- 
retary-treasurer; and R. Bateman 
assistant secretary-treasurer. 

The announcement stated that 
there has been no change in buyers 
or department heads. 

According to plans the company 
will discontinue its retail store and 
will operate strictly as a whole- 
sale house. 


+ 


Montgomery & Crawford 
Elects Sales Manager 


W. M. WALKER has been elected 
vice-president and general sales 
manager of Montgomery & Craw- 
ford Co., Inc., Spartanburg, S. C. 
The announcement was made by 
Ola E. Fee, company president, fol- 
lowing a recent meeting of the 
board of directors. 

Walker joined the Montgomery 
& Crawford organization in 1947 
as a warehouseman. He was elected 
a vice-president of the company in 
1951, in charge of industrial sales. 

In his newly elected position, 
Walker will be in charge of all 
sales in the mill supply, wholesale 
hardware, plumbing and Aiken 
divisions of the company. 


H. K. Porter Co., Inc. Acquires Disston Co. 


THE BUSINESS of Henry Disston 
& Sons, Inc., has been acquired by 
H. K. Porter Co., Inc., Pittsburgh, 
in exchange for $6,000,000 of its 
new 4% percent preferred stock, 
Porter’s president, T. M. Evans, 
has announced. At the same time 
he disclosed that Porter had ac- 
quired the Monrovia (California) 
concern, Carlson & Sullivan, Inc., 
manufacturers of steel rules and 
measures. The latter will operate 
as a part of the new Henry Diss- 
ton Division, H. K. Porter Co., Inc. 

Lawrence L. Garber, a_ vice- 
president of Porter, has been 
named general manager of the new 
Porter division. He recently has 
been general manager at Porter’s 
Alloy Metal Wire Division, Pros- 
pect Park, Pa. Succeeding him as 
general manager at Alloy will be 
Emmett Mann, at present their 
sales manager. Mann has been e- 


lected a vice-president of the com- 
pany. 

Garber came with Porter in 
1950, became general manager at 
Alloy in 1953. Previously he had 
been vice-president-manufactur- 
ing with Tracy Manufacturing Co., 
Pittsburgh. He is a resident of 
Drexel, Pa. 

Mann has been with Alloy Metal 
Wire for six years, starting as a 
sales engineer. Before joining Al- 
loy he was with General Electric 
as a metallurgical engineer. He is 
a graduate of Renssalaer Polytech- 
nic Institute. 

Carlson & Sullivan, Inc. will be 
known henceforth as Carlson Rules 
and Measures, Henry Disston Di- 
vision, H. K. Porter Co., Inc. 

C. Vernon Newton has been ap- 
pointed Carlson’s plant manager 
and George F. Beebe has been 
named Carlson’s controller. 
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“‘No sales laggards in the '56 line 


of Fairbanks-Morse power mowers’’... says Faith More 


Get your power mower sales and profits for ’56 off to a 
fast start with this great Fairbanks-Morse line. Every 
mower, from riding models to the quiet electric, has what 
it takes to turn prospects into buyers—eye appeal .. . 
competitive price . . . demonstration appeal . . . and 
Fairbanks-Morse guaranteed quality and construction. 


You start with satisfied customers 


The ’56 F-M line enables you to sell your prospect the 
kind of mower he wants—reel or rotary, manual, self- 
propelled or riding types, in cutting widths from 18” to 
24". As a result, every sale starts with the customer 
satisfied with his purchase. 


a name worth remembering when you want the best 


@ FarRBanxs-Monse 





WATER SYSTEMS © GENERATING SETS * MAGNETOS 


SCALES @ 


MOWERS *¢ 
PUMPS @ MOTORS ¢ 
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DIESEL LOCOMOTIVES AND ENGINES | 


Fairbanks-Morse dealers have many advantages 


Liberal discounts 
Co-operative advertising pro- 
gram 

NEW point-of-purchase helps 
Spring dating payment priv- 
ileges 

Fast service from nearby 
branches 


Quality—best in all price 
ranges—associated with the 
name of Fairbanks-Morse for 
more than 125 years 


PLUS national advertising in 
The Saturday Evening Post 
and Progressive Farmer 


Get Facts About Fairbanks-Morse Dealerships Now! 


If you plan to sell power mowers for the first time . . . or 


want to add a quality line... 


salesman will call promptly. 


Fairbanks, Morse & Co., Dept. SH-1 


600 S. Michigan Ave., Chicago 5, Il! 


mail the coupon. An F-M 


Gentlemen: We are interested in your Power Mower Line and the Spring 
Dating Program. Ask your salesman to call soon 


Your name 
Firm name 
Address 


City 
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= ATLANTIC STEEL (OMPANY - ATLanta qr 


TO WORK FOR YOU 


Every roll of well-known, well-made, well-liked Drxisreer 
Fence carries this colorful metal sign—-a double-duty sales- 
man for you. 

At your store it tells your customers you are headquarters 
for DixtsteeL Fence—a name they know they can trust. 

On the farm, or other installations, the DirxisTEe signs keep 
on selling, for they are attached to go up with the fence. The 
fact that users leave the signs on is evidence that they are 
proud of the fence you sell—Drxisteet. 

These double-duty signs are now double-faced, so no matter 
which way users put up their fence, the DrxisTEee sign always 
faces outward—to tell everyone that here is another DrxtsTEeL 
Fence installation. 

Sell the fence that sells for you—Drxisteer! 


TWO HANDY COMPANIONS TO INCREASE YOUR SALES 





Every time you sell fence, suggest that it 
be stapled with DrxisTeet Staples, and 
that strands of DixisteeL Barbed Wire 
be used at the top and bottom for extra 
fence protectiox.. 


Atlantic Stee! Company 


mem :ic) RPA Me til Vhs We mci ie) cil 
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Southern 


HARDWARE 


JANUARY 
1956 


By Hal M. Newsome 


Sporting Goods-- 


a major line for this dealer 


Wm SALES doubling in volume 
each year for the past three 
years, sporting goods has become 
a sales leader at Brady Mercantile 
Co., Miami, Florida. This line was 
added to supplement the broad 
lines of hard goods and house- 
wares, but the successful gain in 
sales led to stocking and display- 
ing basic items for all sports flour- 
ishing in the Miami area. 

“It called for courageous pio- 
neering to install several broad 
lines of so-called side-line sport- 
ing goods in a neighborhood gen- 
eral hardware store,” Owner Ot- 


Customer selects fishing rod 
from open display rack located 
just inside the front entrance 


Otte Brady demonst-ates rifle. 
glass cabinet, cleaning materials 


to W. Brady confided. “It also in- 
volved a period of education both 
for the public and for the sales 
staff. However, the effort has paid 
off, and sports items now make uf 
about 15 percent of annual gross 
volume. The annual gross profit on 
this item is around $15,000.” 

To promote sporting goods suc- 
cessfully, Brady finds that it is 
absolutely essential to carry an 
ample inventory — varied in both 
style and price range in each field 
of sports — and to have a 
well trained sales staff, able to 
demonstrate with expert technique 
and to discuss sports intelligently 

Brady believes that a retaile: 
can start with a small to moderates 
stock and work up to the maxi- 
mum potentiality of his area. He 
thinks that it is highly impor. nt 
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Most guns cre kept 


in the elevated 


and accessories on shelves below 


that the retailer be “ahead” of the 
customer in interest and knowl- 
edge, that he plan for con- 
tinuous stock expansion and prop- 


and 


er service 


Brady's carries not only hunt- 





ing and fishing supplies — rela- 
tively standard stock in most Flor- 
ida hardware stores — but also all 
sorts of ball equipment, camping, 
and swimming gear, which alto- 
gether account for about as much 
volume as the two traditional lines. 

One of the store’s best promo- 
tions is the sale of both hunting 
and fishing licenses. A large out- 
side sign advertises this service. 
In this way, and through sales rec- 


Young baseball enthusiast tries 
out a fielder's mitt. Salesman 
will remind him that store is 
headquarters for ball equipment 


tos ee 
i 
fe % 


ords, the management has com- 
piled a list of 4,000 sports custom- 
ers to receive direct mail pieces 
on new merchandise. 

The firm also offers a $120 rifle 
or shotgun as an annual “lucky 
number” prize with only purchas- 
ers being eligible for the draw- 
ing. Purchasers fill out numbered 
forms and drop them into a box, 
and then one is drawn just before 
Christmas. Several consolation 
prizes are offered, such as a snake- 
bite kit, a sleeping bag, a hunt- 
ing jacket and an ice chest. Man- 
ufacturers literature promoting the 
latest gun models is mailed out, 
while other sports booklets are 
passed out over the counter to 
suitable prospects. Personal con- 
tacts with local hunting, fishing 
and ball groups and clubs also 
stimulate business. 

These promotions, backed up by 
a broad inventory and expert serv- 
ice, serve to build interest through- 
out the year, with the awarding of 


Fishing reels are 
attractively dis- 
played in closed 
display case. Lines 
and accessories are 
shown in case too 


Fishing caps and 
landing nets are 
displayed on a line 
above the section 
containing lures 


the “lucky number” prize contrib- 
uting much to the annual Christ- 
mas business in all lines. 

Brady’s feels that all sporting 
goods are good traffic builders in 
all general lines. Dispiays of ball 
equipment is thought to be par- 
ticularly effective in bringing par- 
ents, many of them new custom- 
ers, into the store. 

In Florida — and much of the 
South — fishing is a year-’round 
sport and accounts for about 30 
percent of Brady’s sports sales 
Hunting equipment contributes a- 
bout 25 percent, with equipment 
for the various ball games and 
subordinate lines making up the 
balance. 

Guns and fishing tackle are dis- 
played in prominent locations 
throughout the year. Equipment is 
displayed also for whatever type 
of ball is in season. These and 
other sports displays are lined up 
on both sides of an aisle on the 
“men’s” or hard goods side of the 
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store. General hardware displays 
separate the different groups of 
sports items. Each line thus is more 
departmentized. Individual items 
such as an outstanding new gun 
or rod is emphasized by an ele- 
vated, spot display. 

Other subordinate sports lines 
are brought into prominence when 
in season and shifted to less val- 
uable space at other times. 
Streamers and signs are used in 
the windows to promote each 
sport seasonally. 

The elevated glass gun case, 
which holds about 30 rifles and 
shotguns and a dozen pistols, is 
kept locked. A salesman then can 
be around to wipe off and oil the 
guns after they are handled. 
Brady’s encourages customers to 
handle the guns. Customers are 
shown how to take the weapons 
apart and how to operate and care 
for them. Gun prices run from $15 
to $125 to cover the beginner 
through the experienced hunter. 

Brady beiieves that the store 
owner himself has to lead the way 
in learning the various sports 
lines. He, in turn, can encourage 
the sales staff to become thorough- 
ly familiar with them. He believes 
in showing new items to the staff 
and in discussing each model’s good 
points. He wants the staff ready 
with any information the custom- 
ers will want to know. An over- 
all bonus on all store sales is a 
constant incentive for the sales- 
men to want to learn how to sell 
more effectively. 

At Brady’s there are three com- 
plete basic displays of fishing 
tackle located just inside the front 
door — an open, uprigh* stand dis- 
playing rods fully assembled; a 
rack complete with lures and ac- 
cessories; and a closed glass case 
of lines and reels. Some rods and 
reels are in the higher price brack- 
et, but numerous small items ac- 
count for steady tie-in sales and 
draw traffic for both other sports 
and general hardware lines. 

Baseball or football equipment 
is on display seasonally in a closed 
display case and on a shelf above 
it on the main sports aisle. Worked 
into the displays at various points 
are softballs, basketballs, volley 
balls, badminton and table tennis 
sets, roller skates, skin-diving 
masks, snorkel breathing tubes, 
swimming fins, spear guns and 
other comprehensive items. Dis- 
plays, except hunting and fishing 
equipment, are periodically ro- 
tated and relocated for added 
prominence according to the sea- 
son — but some items of every 


Teenager examines skin-diving mask — a best seller. Other items for 
swimming plus outdoor grills and tackle boxes are displayed nearby 


Exterior view of Brady Mercantile 
announces that hunting and fishing 


oy A Ly sv, 


salieri A 


Z 


\ 


. 


Co. shows the large sign which 
licenses ore sold at the store. 


In this way, a mailing list of 4,000 customers has been compiled 


line are always in view “seeded” 
into the stock. Thus basketballs 
are sold in midsummer and base- 
balls in midwinter to keep the pro- 
motions alive. 

To illustrate the potential of ball 
equipment in what he calls a 
medium-sized store operation, 
Brady lists the following 
which covered several of the 
warmer weather months: 60 base- 
ball gloves, two gross of baseballs, 
five dozen bats, a couple of dozen 
catcher’s masks, several badmin- 
ton sets, and a gross of table ten- 
nis balls. 

When one boy goes out with a 
slick new glove, a score or more 


sales 
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of others see it and several sales 
follow. Thus, the mere display of 
new lines leads to chain sales, The 
year-round display of all lines al- 
so creates many impulse pul chases. 
Whenever children or young peo- 
ple are brought into the store they 
see something they want and like- 
ly will get then or in the future 
For example, 50 skin-diving masks 
were sold the past summer in this 
way 

Sports groups are clannish, and 
once any of their members find 
a desirable shopping center, the 
news soon gets around. The main 
point, Brady states, is to let them 

(Continued on page 54) 
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By Wendell Givens 


Credit Selling-- 


ARDWARE retailers who are accounts for 60% of their vol- 


dubious about initiating or 
continuing credit business might « . 
well consider the credit record of ume with virtually no losses 
Daly Hardware Store, Irondale, 
Alabama. 

In 11 years of operation, with 
annual volume up to $70,000 and 
60 percent of that on credit, Daly 
Hardware has lost less than $300 
from bad accounts. 

Robert W. Daly, a partner in the 
business with his brother George 
M. Daly, attributes this enviable 
record largely to two factors—a 
thorough credit rating check on 
charge account applicants and 
good will maintained in the Iron- 
dale community (not a single ac- 
count has ever been turned over 
to a collector). 

“We believe any hardware store 
can benefit from a properly-run 
credit business,” said Daly. “It will 
win many new customers and will 
help to hold the regulars. It is our 
opinion a retailer without credit 
can increase his volume of business 
as much as 50 percent by insti- 
tuting credit.” 

Before granting a customer cred- 


Prior to buying a lawn mower on 
the company's budget plan, the 
customer above seeks information 
on operation from the salesiady. 
Accurate credit records are kept, 
left, to eliminate complaints 


it, Daly Hardware thoroughly 
checks on such matters as his em- 
ployment and his credit record 
elsewhere. There is no hesitancy 
in turning down doubtful cases, al- 
though this is done in a diplomatic 
manner. 

Daly offers both the 30-day 
charge accounts and the budget 
plan. The latter arrangement calls 
for 10 percent down and the bal- 
ance in six months. 

Once a month, all accounts 90 
days or more past due are divided 
equally between the two partners. 
Each is responsible for the ac- 
counts allotted him 

‘eal (Continued on page 50) 
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For the typical southern hard- 
were retailer annual sales of 
lawn and garden tools, equip- 
ment and supplies amount to 
more than $7,000. The typical 
dealer carries a wide variety 
of this merchandise and has a 
sales season for the line extend- 
ing from six months to an en- 
tire year 


Dealers report long 


sales season for 


Lawn and 


Ll pag THE seasonal nature of 
the line, lawn and garden 
tools, equipment and supplies are 
a major source of profit through- 
out much ef the year for many 
hardware retailers down South. 
Because cf the mild climate which 
prevails for extended periods in 
most of the region, the growing 
season is a long one. And — as a 
direct result — so is the sales sea- 
son a long one for these products. 

As evidenced by their sales re- 


| 


100 % 
Shovels 99.5 
Rakes 99.5 
Plastic garden hose 99 
Spades 98 
98 
98 
97 
Lawn sprinklers 94 
Pruning shears 94 
Trowels 91 
Wheelbocrrows 
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Garden 


Southern Hardware 


TRADE SURVEY 


sults, southern hardware retailers 
have capitalized on this near- 
ly year-round opportunity for 
sales, and the inventory of 
the typical dealer in the South 
includes a varied selection of 


Hand lawn mowers 
Rotary power mowers 
Rubber garden hose 
Insecticides 

Hand sprayers 
Hand sickles 

Soil soakers 
Garden gloves 
Garden carts 

Lawn trimmers 
Fertilizer 

Hand cultivators 


Supplies 


tvols, equipment and sup- 
plies, usually displayed in a 
distinct department or section. 

This was emphasized in the re- 
sults of a survey conducted re- 
cently by SOUTHERN HARDWARE a- 
mong a large number of dealers 
scattered throughout the 16 south- 
ern and southwestern states. 

The nature of the long sales sea- 
son for these products was clearly 
revealed in the answers of dealers 
(Continued on page 38) 


these 


Lines and Products Covered in Survey 
(including percentage of reporting dealers handling each line) 


Barbecue grills 
Fertilizer spreaders 


Reel type power mowers .. 
Seed spreaders 

Garden cultivators 
Garden tractors 

Lown sweepers 

Lawn rollers 

Garden tillers 

Power sprayers 

Other garden tools 
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OUTHERN hardware wholesalers 

— like their retail customers — 
obtain an important share of an- 
nual volume from sales of lawn 
and garden tools, equipment and 
supplies. In brief, the variety of 
merchandise in this category com- 
prises a major line for the whole- 
sale trade, a normal expectation 
in view of the fact that such a 
large majority of retailers report 
volume sales of these products. 

The importance of the line in 
the operations of the typical whole- 
saler was emphasized in the re- 
sults of a survey conducted recent- 
ly by SOUTHERN HARDWARE among 
a large number of wholesalers in 
the southern and southwestern 
states. 

Replies from this representative 
cross section of the industry dis- 
closed that total annual sales of 
lawn and garden supplies range 
from as low as one percent to as 
high as 30 percent. For the typical 
southern wholesaler, however, 
sales of merchandise comprising 
this line account for about 8% 
percent of total annual sales vol- 
ume. 

Results of the survey show that 
many of the 35 lines covered are 
handled by all participating whole- 
salers, such items as lawn mowers, 
garden hose, garden tools and ac- 
cessory products being staple mer- 
chandise. The box accompanying 
this article lists the major items 
in the line and the percentage of 
wholesalers handling each. 

Generally, there is a close cor- 
relation between retailers and 
wholesalers in the lines handled. 
The only exception of any conse- 
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TRADE SURVEY 


quence is in the case of seed — 
which is handled by no more than 
one percent of the wholesalers, but 
is stocked by 49 percent of south- 
ern hardware retailers. The per- 
centage of wholesalers handling 
certain products will be higher 
than hardware retailers, in many 
instances. However, this is to be 
expected since wholesalers num- 
ber a wide variety of retailers a- 
mong their customers, including 
general stores, farm equipment 


Lawn and garden tools, equip- 
ment and supplies comprise a 
major line for the typical south- 
ern hardware wholesaler. Sales 
of these account for an average 
842% of annual volume 


stores, department stores and 
others. 

Of the products making up this 
line, lawn mowers account for the 
heaviest volume of sales among 
southern wholesalers. Asked to list 
the several products on which their 
sales volume is greatest, 73 per- 
cent indicated power mowers, 10 
percent listed hand lawn mowers, 
while 17 percent merely referred 
to “lawn mowers.” Garden hose 
was listed as a sales leader by 22 
percent of the participating whole- 
salers, with the same percentage 
also placing steel goods and tools 
among those products on which 
sales are heaviest. 

Sprinklers and barbecue grills 
were mentioned by five percent, 
respectively, of the wholesalers 
answering this question, while two 
percent included garden tractors 
among those products on which 
sales volume is greatest. 

Of the remaining products in the 
accompanying box none was listed 
as a sales leader in any instance 
by more than one percent of the 
reporting wholesalers. 

For the most part, southern 
wholesalers, as well as their re- 
tail customers, have a long sales 
season on this merchandise. How- 
ever, 51 percent reported that the 

(Continued on page 44) 





Rotary power mowers 
Plastic garden hose 
Lown sprinklers 

Rakes 
Hoes 
Shovels 
Spades 
Forks 
Trowels 




















Pruning shears 

Wheelbarrows 

Hand lawn mowers 

Rubber garden hose . a 
Hand sprayers ...................-.. 98 
Reel type power mowers .... 96 





Classifications Covered by Survey 


(including percentage of wholesalers handling each product) 


Soil soakers 

Garden carts ... 

Hand sickles 

Hand cultivators 
Barbecue grills 

Fertilizer spreaders 
Garden gloves 

Garden cultivators .......... 
Power sprayers ................ 
Lawn sweepers 


Garden tractors 
Fertilizer 
Garden tillers 
Lawn rollers 

Seed 
Other garden supplies ...... - 
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They Tripled Volume 


Advance planning and pro- 


motion draw customers to 
this “garden headquarters” 


BUILD volume sales of gar- 
den supplies and equipment, 
anticipate the gardeners’ needs 
That’s the advice of C. Allen Par- 
ezo, owner of Allen Hardware in 
Washington, D. C., where sales of 
this merchandise in 1955 were 
nearly triple those of the previous 
year. 

“When people around here are 
ready to garden,” Allen stated, “I 
have been ready to supply thei! 
needs.” 

Parezo does this by carrying a 
very wide stock of two lines of 
packaged and bulk seeds, bulbs, 
indoor plants, fertilizers, peat moss, 
soil chemicals, insecticides and 
sprays, and garden tools. He puts 
these items out on display in late 
February or early March. Window 
display, direct mail and newspaper 
promotion is used. And he pre- 
pares himself by reading factory 


garden literature and 
bulletins. 

Allen Hardware turns 
about 540 square feet of 
store space Over to gar- 
den supplies, and has an 


island table of these 


items just inside the en- 
trance. A one-car ga- 


rage behind the store 


houses the fertilizer, 
peat moss and soil 
chemicals. On a broad 
shelf around the store 


bulky garden tools like 


spreaders, rollers, and 
aerators are placed 
“We are located in an 
area where home-own- 
ers take special pride in 
their yards. They begin 
work in them early in 
the season. We have a 
diversified stock ready 


on garden supplies 


By Beatrice Miller 


Parezo keeps abreast of garden- 
ing news and stands ready to 
assist his customers. Above, he 
shows customer a rake suitable 
to his needs; at left, he dis- 
cusses an appropriate fertilizer 


to fill their needs immediately 
This has an important effect on 
customers. They will remember it 
throughout the season,” explained 
Parezo pointing to the varieties of 
bulk and packaged grass seed 
which he carries to meet any cus- 
tomer preference. Ten different 
types of loose grass seed are dis- 
played in open buckets. They are 
sold in any combination or assort- 
ment the customer wishes to make 








Scott's & Bolgionc’s Scott's & Bolgiono’s 


uy 


Complete line 
Gerden TOOLS 





Gorden HOSE Gorden CART 


25 * $3.95 


LAWN Wee torow 


SPRINKLERS $13.95 


ALLEN 
HARDWARE 


5023 CONNECTICUT AVE. EM. 2-3838 


OREN NI 


Allen Hardware makes full use of 
manufacturers’ literature in 
promoting its garden supplies 




















Since many in the neighborhood 
are free to do their gardening 
mostly in the evenings and on the 
weekends, Allen Hardware re- 
mains open Friday and Saturday 
evenings, and on Sundays between 
10 a.m. and 2 p.m. 

A rental service on spreaders, 
rollers, aerators and power lawn 
mowers is available at 75 cents a 
day. Activity is especially lively 
on the weekends. Free delivery 
and pickup are offered on these 
heavy items. 


Open Displays 


“It is also particularly import- 
ant to put everything out on open 
display so that a customer may 
read and examine labels on any 
item. As he reads, he gets ideas, 
then makes more purchases. Open 
displays inspire him to try out new 
items,” explained Parezo. “How- 
ever, it is just as important for a 
dealer to read all manufacturers’ 
literature himself so that he will 
be familiar with new developments 
and have new items in stock. He 
must know how to apply these 
new items as well as the old.” 

Though Parezo gets first-hand 
experience tending his own yard, 
he does not think this is essential 
for a dealer handling garden sup- 
plies. 

“Read the labels on items. Know 


38 


what needs to be done seasonally 
in a garden through a garden man- 
ual or that supplied by the fac- 
tory. Keep up with gardening bul- 
letins,” he suggests. 


Mails Cards 


Around the end of February, 
Allen Hardware mailed out 20,000 
cards to home-owners in the 
neighborhood to promote its gar- 
den supplies department. To re- 
mind home-owners of items they 
may need through the season, Al- 
len Hardware sends out mimeo- 
graphed post cards. 


e 


Long Sales Season for 
Lawn and Garden Supplies 
(Continued from page 35) 


participating in the survey, 63 per- 
cent reporting sales seasons rang- 
ing from six months to a full year. 

In conducting the trade survey 
every effort was made to obtain 
a representative cross section of 
the retail hardware industry down 
South. Questionnaires were sent to 
dealers in each state without re- 
gard to the size of city or town. 
Dealers in the larger towns and 
cities received questionnaires a- 
long with those in the smaller com- 
munities — communities ranging 
from several thousand on down 
to towns numbering no more than 
a few hundred persons. 

As a result, average dealer sales 
of this merchandise are particular- 
ly significant. Annual sales report- 
ed for the line range from $250 
to $27,500. For the typical south- 
ern hardware retailer annual sales 
of lawn and garden tools, equip- 
ment and supplies amount to 
slightly more than $7,000. This av- 
erage might have been still high- 
er, but for the fact that several 
replies to this question seemed to 
indicate something more than a 
retail operation and were not used 
in the final tabulation. 

In the survey’s second question 
dealers were asked to indicate the 
individual products currently be- 
ing handled. The replies disclosed 
that almost all dealers handle such 
basic tools as hoes, shovels, rakes, 
spades, and forks, and a large ma- 
jority also include in their inven- 
tories: garden hose, mowers, 
shears, wheelbarrows, insecticides, 
sprayers and a number of other 
products. The box accompanying 
this article shows the major items 
being handled and the percentage 
of dealers stocking each product. 


Dealers were asked in the sur- 
vey’s next question to list the item 
or items on which their sales are 
heaviest. Lawn mowers (all types) 
were listed by 56 percent of the 
dealers answering this question, 
while 31 percent mentioned gar- 
den hose, 22 percent indicated gar- 
den tools, 12 percent listed seed, 8 
percent mentioned fertilizer and 2 
percent, in each instance, listed 
wheelbarrows, lawn sprinklers and 
garden tractors. 

Of those dealers who listed lawn 
mowers in answer to this question, 
73 percent specifically indicated 
“power mowers.” Among dealers 
who mentioned garden hose as a 
sales leader, 33 percent referred to 
the plastic variety while seven per- 
cent indicated rubber hose. 

High-level sales of garden tools 
and supplies by the typical south- 
ern dealer can be _ credited, 
in large measure, to the u- 
nique nature of the southern 
market. Warm climate — semi- 
tropical in areas of numerous 
southern states — extends the gar- 
dening season through much of 
the year, and in many sections 
lawn mowing, for example, is vir- 
tually a year-’round necessity. For 
63 percent of the dealers 
participating in the survey the 
sales season ranges from six 
months to c year. For an 
additional 27 percent this mer- 
chandise is sold in a four to five 
month period. In all, only 16 per- 
cent of the reporting dealers in- 
dicated a sales season of less than 
three months. 





Scola SPREADERS 


First step in lawn economy 


makes possible 


Sea, Lown Seed 


The 3é-yeor leader 

mokes the deluxe lawn 

sun of shade. Cheaper by 
yord becouse « 


rammed 


'* 500 sq - $1.85 
5 ies, 2500 sq - 0.85 


Seal, Special” Seed Best way te — 
mates the oily lowe Sow Clover | 
1i®- $1.35 5 ibs - $6.6 Seed 
CLOVER is love 

Hoven Grass Seed s 
1i-$ 85 S ibs $3.95 
Sealy Bluegrass Blend 
2 ibs - $3.95 5 ibs . $9.75 

Phone — Step by today fer your tom Lawn Meods 


ALLEN HARDWARE CO 
5023 Connecticut Ave NW 
WASHINGTON 8, DC 
EMerson 2-3838 


ood 


Timely ads placed in the neigh- 
borhood shopper's newspaper re- 
mind home-owners of their needs 











SOUTHERN HARDWARE for JANUARY, 1956 





Women visit the garden 
supplies department fre- 
quently during both winter 
and summer. Lady above 
makes a small purchase but 
finds the store's layaway 
plan convenient for the 
larger items which she will 
need during the coming 
gardening season 


Off-season promotion doubles 


Garden Supplies Sales 


URING THE cold fall and winter 

months customers of the Jas- 
per Hardware store in Jasper, Tex- 
as, are particularly attracted to 
a sign in the garden supplies de- 
partment which advises them that 
now is the time to plan that gar- 
den and buy those garden sup- 
plies. 

“We are in direct competition 
with some 30 super markets, auto 
stores, general stores, service sta- 
tions, and even drug stores, who 
handle a small or large line of gar- 
den supplies,” explained M. M. Du- 
Rard, owner. “To get the jump on 
our competition, we started selling 
our garden supplies early during 
the ’54-’55 winter season and more 
than doubled our sales over the 
previous season. In fact, we sold 
more garden supplies during the 
six winter months than we had 
sold during the entire previous 
year, both winter and summer.” 

The Jasper store found that the 
most important part of its fall and 
winter promotion was its layaway 
plan for garden tools. The store 
encourages customers to select the 
tools they will need for their spring 
garden and put them in layaway. 
They pay a small amount each 
week until the tools are ready to 
be used. 


By Theron Garvin 


“We often make a list of tools 
that the average gardener needs 
during the gardening season and 
get customers to check it against 
the tools they have on hand,” said 
DuRard. “‘The main purpose of this 
is to get customers to check their 
tools during the fall for any that 
need replacing so they can put 
them on the layaway plan. 

“The layaway plan has really 
helped us sell those customers who 
often remark they would like to 
buy certain items but they just 
don’t have the money to spare now 
With our layaway plan, there is 
little or no sales resistance of- 
fered. This spring we had more 
than a hundred items on layaway 
and we fully believe that we would 
have missed out on more than 
half of these if we had tried to sell 
them during the gardening season.” 


Special Promotions 


Another good promotion used by 
the store is its selection of the best 
books on gardening. Customers 
borrow these to read during the 
winter months. Often, the store se- 
lects several magazines during the 
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summer on gardening and keeps 
them in its gardening department 
for customers. 

“It’s amazing the amount of in- 
terest these books and magazines 
can stimulate when given to a cus- 
tomer,” said DuRard. “We make 
it a point to offer them to every 
customer especially during Oc- 
tober, November, and December 
When these books are returned, 
there is usually one or more pur- 
chases made by these customers 
in the depart- 
ment.” 

Anothe! effective promotion 
used by the Jasper store to stim- 
ulate interest in the garden sup- 
plies department is the offer to 
buy any large item raised in a 
garden. These usually include 
turnips, pumpkins, ears of corn and 
carrots. The pumpkins and corn 
can be kept on display all win- 
ter and they attract many custom- 
ers to the department 

“When we buy one of the large 
items we try to obtain as much 
information from the grower as 
possible on his gardening meth- 
ods. We are better prepared to 
answer all questions asked by our 
customers,” explained DuRard. 
“We also pick up a lot of informa- 

(Continued on page 58) 


garden supplies 
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Their Early Planning Assures 


Me FOLKS make hay with 
mowers while the sun shines, 
but a highly successful Memphis, 
Tennessee, hardware dealer makes 
hay while the moon shines. 

That’s right. Best Hardware & 
Appliance Co. sold several hun- 
dred power mowers last season 

-and 70 percent of the sales were 
at night! 

The store nearly tripled its sales 
last season and is looking forward 
to another big year. Night store 
hours can’t be given all the cred- 
it for the increase, although they 
were a big factor. The store stays 
open nightly until 9 o'clock. 

Thorough planning, followed by 
intensive promotion, mass displays, 
tie-in sales and a credit system 
made the successful merchandis- 
ing program. 

What Best Hardware & Appli- 
ance Co. did should interest many 
other hardware stcres hoping to 
step up power mower sales this 
coming season. It isn’t too early to 
start planning right now! 

Best Hardware & Appliance Co., 
anticipating another large volume, 
is already making plans for the 
coming spring. 

“It’s important to know what 
you are going to do before the sea- 
son starts,”’ Warner E. Waiae, gen- 
eral manager and vice-president 
of the store at 3455 Summer Ave., 


The aggressive merchandising program carried 
on by this hardware store last year resulted in 
sales of several hundred power lawn mowers 


By Richard Lane 


declares. “Wait too late to plan cent years. Some stores have hes- 
your promotions and your compet- itated to get into the field because 
itors will be well out in front of this. However, we are con- 

“The sale of power mowers has vinced the power mower business 
become highly competitive in re- is a good business for any store 








James R. Foppiano demonstrates 
features of a fast-selling model 
that appeals to women as well as 
men. At left, a salesman demon- 
strates edger at a display in 
the front of the showroom 


willing to take on and promote 
quality lines. Our increased sales 
last year proved this to our com- 
plete satisfaction. Despite the many 
mowers sold in the last three or 
four years, the consumer market 
hardly has been scratched. We are 
expecting the coming season to be 
another big one.” 

Let Waide tell how Best Hard- 
ware & Appliance Co. prepared for 
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Big Sales of Power Mowers 





last season and how these plans 
paid off. 

“Early last year we invited a 
factory man and a representative 
from our wholesaler to visit us one 
night after store hours for a sales 
meeting. The:’ answered questions 
on the two well-known lines of 
power mowers we sell, and they 
also helped us to plan our pro- 
motional program. Our store per- 
sonnel was thoroughly trained on 
the mowers, so all could tel] the 
same story and explain the same 
mower features to customers. We 


found this training very important. 


“We bought with optimism 
and we sold with optimism. We 
found sales didn’t start in quan- 
tity until mid-May, but when they 
did start they continued on through 
the summer. We had an unusually 
rainy spring and grass grew rap- 
idly. This undoubtedly was a big 
factor in getting our sales off to 
a fast start. We soon had to re- 
place our stock 

“We launched an early season 
advertising campaign and kept 
it up. In our regular invoice mail- 
ing, we sent out from 5,000 to 
8,000 pieces of literature on mow- 






































Best stays open until 9 nightly and the modernistic front makes an in- 
viting appearance. Recently parking facilities were made available at 


the rear entrance and are expected to increase business even further 
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The store makes it easy for cus- 
tomers to finance their mowers 
on term poyments. Here a cus- 
tomer prepares to sign contract 











rs several times during the sea- 
son. Cooperating with the distrib- 
utor and manufacturer, we also 
ised newspaper advertising 

Mass displays were particular- 

effective, especially early in the 
eason. We kept a minimum of 
20 mowers on the sidewalk in front 


f the store to catch the eyes ol 


heavy street traffic. A window dis- 
lav included lawn edgers, hand 
mowers, more powel mowers, £ar- 


den hose and related items, sucl 


hears, hedge trimme! 
garden seeds and tool 

We tarted oul 
March before the grass actually 
tarted. We kept it well to the 
nt of the store for the next 


Ral den 


as 


display in 


ir or five month 

We noticed that when our /iis- 
play went down, our sales went 
down. So we kept our display up 
right on through August and into 
Waide explains 


> 


early September 

What about demonstrations’ 

“We place emphasis on personal 
lemonstrations at home,” Waide 
declares. “We have enough sales- 
men on the floor at all times for 
one to load a mower on a delivery 
truck and hurry out to a pros 
pect home for a demonstration 

“When the salesman gets thers 
he cuts grass for 10 or 15 minute 
then invite the prospect to try 


(Continued on page 55) 
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McLaughlin prepares an attractive window display which prominently features portable barbecues 


Barbecue Grills-- 


O LONGER is the outdoor bar- 

becue grill merely the play- 
thing of the rich nor does it be- 
long only to those who can con- 
struct a chimney that will not 
smoke. 

Today, thanks to mechanical 
ingenuity, the outdoor barbecue 
grill is within the financial reach 
of anyone and so constructed that 
it can be operated successfully by 
anyone who has six square feet 
of backyard. 

Where, on the one hand, this has 
increased competition, on the other 
it has broadened the field for sell- 
ing with every home-owner a 
prospect for such equipment. 

At least, that is the opinion of 
K. F. McLaughlin, who is manager 
of the McLaughlin Hardware Co. 
located in the Sunset Ridge shop- 
ping center of San Antonio, Texas, 
and for whom barbecues are a 
profitable item despite growing 
competition. 

“Portable metal barbecue grills,” 
says McLaughlin, “represent a big 
improvement over home - con- 
structed stands in the backyard, 
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their leading specialty 


Every home-owner is a prospect for an out- 
door barbecue grill and this dealer's sales pro- 
motion is designed to cash in on the potential 


By J. H. Reed 


which were expensive to build, 
often did not draw properly when 
built by amateurs, and in any e- 
vent frequently degenerated into 
garbage-burners. 

“The portable stand can be 
stored out of the weather when 
not in use, in the garage or on the 
back porch, and wheeled out only 
when needed. It can be operated 
anywhere on the lawn and does not 
require an expensive patio in 
which to operate. It can be se- 


cured in a size to fit any family. 
And it can be purchased for from 
$3.75 on up depending upon the 
number of mechanical gadgets the 
host wants. 
“We recommend, however, that 
a portable barbecue stand be high 
enough to work on conveniently, 
have outside handles so that it can 
be moved while still hot, and op- 
erate on wheels for greater con- 
venienre in moving around.” 
(Continued on page 58) 
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Service Sparks Sales 
...0f power mowers 








By Wendell Givens 





Mo THAN 50 percent of sales 
of new power mowers at the 
Bama Hardware stores may be 
traced directly to power mower 
service, according to Manager Ir- 
vin Kinney, Jr. 

Bama’s two stores — in Moun- 
tain Brook and Crestline, two 
well-known Birmingham, Ala- 
bama, suburbs — service approxi- 
mately 500 power mowers annual- 
ly and almost that many hand 
mowers. 

A majority of the power mower 
jobs are tune-up and sharpening 
jobs, but as many as 100 call for 
extensive repairs. 

“Power mower service,” com- 
ments Kinney, “is ouite an under- 
taking for a hardware store, but 
it pays off for us in new mower 
sales. Well over half of our sales 
— about 75 a year — are direct 
results of our service setup. 

“The service angle pays off 






























One mechanic services the major- 
ity of Bama's power mower jobs. 
Above, he checks a mower to see 
what adjustments are necessary. 
At left, Manager Irvin Kinney Jr. 
points out the features of a new 
cause the man who mower to prospective customer 
comes to us with a 
mower for service 
is a ready-made 
prospect for a new 








double first, be- 


























power mower: sec- spring of this year we plan to re- 
ond, because we strict our power mower service to 
will give him 90 only those machines purchased 
days free service if from us. 
he buys the new ‘Our volume already is tre- 
machine mendous and we simply can’t af- 
“And that is an ford to service machines bought at 
angle worth em- department stores and other such 
phasizing the establishments where no service is 
fact that he can available. There is not sufficient 
get his mower profit in the servicing end of the 
serviced at the business alone; you must have that 
place he bought it direct tie-up with sales.” 
It's a mighty Bama’s repair shop is in the reat 
strong selling of the store, approximately 800 
point; in fact, be- square feet of space, including a 
ginning in the small tool and parts room, with 
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Mechanic finds the part he needs in stock. Only a small inventory is 
kept on hand as same-day service is available from nearby distributor 


sharpening machine. 

One man, who has had training 
at distributor schools, handles a 
majority of the mower servicing 
jobs at Bama. The Mountain Brook 
store does all servicing for both 
stores, except for minor adjust- 
ments taken care of by the as- 
sistant manager at the Crestline 
establishment. In an emergency 
the latter also lends a hand with 
repairs at the main shop. 

Bama is equipped to service all 
hand mowers and any power mow- 
er through the 21 inch. Larger 
ones are sent to the state distrib- 
utor in nearby Birmingham. Ma- 
jor motor overhaul jobs are dis- 
patched to one of two large motor 
shops in Birmingham, within 10 
minutes driving time of the Bama 
stores. 

Bama lists standard charges for 
most power mower services such 
as sharpening and motor tune-ups, 
which run $6 with an extra charge 
for parts. The average service bill 
is about $7.50. 

Bama keeps only about $500 in 
parts in stock because of the near- 
ness of the state distributor. An 
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early morning order to the distrib- 
utor is delivered the same day. 

Power mower business is vir- 
tually year-’round at Bama. The 
stores send out cards in January, 
urging owners to bring in their 
machines for early servicing and 
have them ready for the first 
spring cutting. “Frankly, though,” 
said Kinney, “we usually get little 
response from that effort. People 
just won’t get lawn mower con- 
scious until the grass starts grow- 
ing. 

“Thirty percent of our mower 
business comes in April and May 
when people realize their old 
mowers aren’t in shape for an- 
other season’s use. 

“When they bring them in — 
or when we pick them up — that’s 
our opportunity to sell them 
a new power mower. 


Arrange Demonstration 


“The whole secret is to arrange 
a demonstration. Nine times out 
of 10, when we demonstrate, we 
sell.” 

A Bama salesman takes a new 


machine to the prospect’s home, 
gives it a couple of spins, instructs 
the prospect fully on its use, then 
turns it over to him, usually over- 
night. Like a new automobile, the 
new mower is hard to resist once 
the customer is. behind the 
“wheel.” 

“The 90-day free service, plus 
the convenience of future servic- 
ing at our store, usually clinches 
the sale,” Kinney said. 

Once during the 90-day period, 
the Bama service man goes by the 
customer’s home and checks the 
mower. 


Credit Sales 


Ninety percent of new power 
mowers sold at Bama are pur- 
chased by regular customers. Ap- 
proximately 25 percent buy on the 
installment plan, with a bank a- 
cross the street from the store han- 
dling the financing 

The Bama maintain a 
season-long display of power mow- 
ers at the front entrances, with 
periodic window displays. 

Kinney’s over-all view of pow- 
er mower servicing: “Wonderful 
as a starting point for power mow- 
er sales and it builds good will for 
the store. Parts and service, as 
such, are not very profitable. For 
a hardware store seeking to build 
power mower sales volume, we 
heartily recommend repair serv- 
ice 


stores 


>» 


Volume Sales 
by Wholesalers 


(Continued from page 36) 


bulk of dealer orders are placed 
in the months of January, Febru- 
ary and March. Twenty percent 
replied that most dealer orders 
are placed in the April to June 
period, while 17 percent stated 
that most of their dealer orders for 
lawn and garden supplies are re- 
ceived in the September to De- 
cember period. 

While the major portion of deal- 
er orders are received by whole- 
salers in the period listed above, 
the actual sales season for this 
line, in a majority of cases, extends 
over a period of several months. 

Approximately 58 percent of the 
participating wholesalers reported 
that their sales season on lawn and 
garden supplies exténds from Jan- 
uary through August. For 30 per- 
cent, sales of this line is a year- 
round business, while the sales sea- 
son includes the April through Au- 
gust period for 12 percent. 
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...and the figures indicate we are entering the biggest 
year of our history. Naturally our jobbers and dealers every- 
where share in our progress and expansion. They benefit 
especially by Big Boy’s 4-point manufacturing program: 


. Specially developed assembly line 
production methods. 


. Highest quality materials and well 
trained barbecue craftsmen. 


. Extensive manufacturing facilities — 
ability to meet shipping schedules. 


- Scale-weight packaging to 2 ounce, 
insuring a complete unit in every 
carton—no missing parts. 


17 NEW 1956 MODELS 


$9.95 TO $299.95 NEW COOK BOOK 


Ask our representative about 
no substitute 


ep eal Big Boy’s sensational new 
Barbecue Cook Book—a 
how-to-do-it book with all the 


answers Price $1.00 


MD / DARBECUES* BRATIERS 


AND A FULL LINE OF ACCESSORIES 











BIG BOY MANUFACTURING CO., INC. Ask about the Sensational New “Char-Koler” Line 
BURBANK, CALIFORNIA — the King-Size Promotional Models for 1956! 


SPACE 572, 574, 576 NATIONAL HOUSEWARES SHOW * CHICAGO * JANUARY 19-26 
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LET S/LENT S/OUX EQUIPMENT 
SATISFY YOUR CUSTOMERS AND 
BOOST YOUR PROFITS THE YEAR ‘ROUND 








“WIGW AMER" 


SILENT SIOUX'S 


MIDGET 
HEATER 


for 


SPORTSMEN 


USE FOR 
COOKING 
and 


HEATING 











Silent Sioux's “Wigwamer" is a midget in size only . . . with 
full scale performance. Only 16%" long, 8!/2" wide and 
14," high, this highly efficient, smokeless heater burns either 
oil or bottled gas in the same burner. Your customers will de- 
mand this compact and portable heater which is adaptable to 
all requirements of the outdoor sportsman. Features include: 
Uses either bottled gas, No. | fuel oil or kerosene, built in legs, 
Use for cooking or heating, One orifice for al! fuel, Heater and 
tank available singly, can be attached to any size tank. Also 
ideal for auxiliary heat in garages, pump houses, milk houses, 
etc. 





3 





SILENT SIOUX'S 


“CHAMPION” 
GAS 
BROODER 


for 


COOL 


or 
WARM 
ROOM 
BROODING 


Silent Sioux's "Champion" Double Duty Gas Brooder hes a 
21,000 BTU input. The first Gas Brooder Field Tested and Ac- 
cepted for both Cool and Warm room brooding. Features a 
fully enclosed removable burner, “Dust-master" Target Pilot 
and Adjustable Legs. Equipped with 100% safety shut-off and 
thermostat control. Produces both radiant and convected heat. 
Three other gas brooder models available with capacities up to 


30,000 BTU. 


SILENT SIOUX ALSO MANUFACTURES 
DEPENDABLE OIL BROODERS— 


Models available—all are equipped 


with 6 gallon oil tank. Features “Tunnel 
Drum” construction that extracts max- 
imum heat from fuel. Safe, Dependable, 
Proven best for a quarter century. 


QUALITY PRODUCTS SINCE 1921 


SILENT SIOUX CORPORATION 


SILENT SIOUX'S 


OlL HEATERS 


7 MODELS 
RANGING FROM 
20,000 to 75,000 

BTU OUTPUT 


“LITTLE CHIEF” 


MODEL NO. PF5554 


A small heater with a big capacity—only 37" high, with a BTU 
output of 55,000. Economical and space saving, this heater 
features the Removable Triplex (three burners in one) Burner, 
Clean-Out Rod, Waist Level Control, Front Servicing and Built- 
In Draft Regulator ... A “Sure Fire” Seller. 


“TROPIC WALL" No. fi OIL WALL FURNACE 


The perfect heating unit to satisfy the tremendous market of 
new buyers, builders and remodelers, Offers the same outstand- 
ing features listed above. 


“WHIRLAWAY™ WALL FAN 


"Whirlaway” will solve your customers heat cir- 
culation problems. Cuts fuel bills—provides 
greater comfort. A “Summertime Bonus” of 
cool and refreshing air means twelve months of & 
use for your customers and twelve months of 
extra sales for you. 




















“LIFe GUARD" GUARDS THEIR LIVES 
FOR ONLY A FEW CENTS A DAY! 


This electric pig brooder is built for economy of operation— 
dependable service and conservation of space. Constructed 
of heavy gauge galvanized steel for durability. Bulb is 
shielded by wire screen. By raising brooder from floor, it is 
ideal for lambs or chicks. Complete and ready to use less 
bulb. 

For More Information & Prices — Contact Your 

Nearest Distributor— 

SALES OFFICES AT: 

ST. LOUIS 5, MISSOURI, 25 So. Bemiston, Phone PArkview 7-0694 

DUNWOODY, GEORGIA, 66! Mabry Road, Phone Aflafta, 

Exchange 3989 

TAMPA 2, FLORIDA—2309-231! Florida Ave., Phone 2-8617 


Dept. SH 16 ORANGE CITY, IOWA 
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e Linck big 6 
for ‘56... 


Powered by these 
PROF/T-PACKED 
LEADERS 


pe 








with an extra mighty 


[Beller loines You'll be traveling on greased 
> | rails when you ride with -SEA N DEAL! 
blower LINCK'S Big 6 for '56, geared PRE-S so 
| (mcr -* for sales and diesel-powered 





by a mighty advertising and 
sales promotion campaign. 
You'll see Linck advertising in 
the big national magazines 
and in newspapers. You'll hear 
it on key radio stations. You'll 
be supplied with window 
streamers, counter displays, 
mats, booklets, etc. Check with 
your Wholesaler today. 


(50% DiSedium 
Monomethy! 
Arsonate) 


Packed in pre- 
meosured bogs 
for easy vse 
Storts at 39%¢ list 


di-met 
liquid 


Measuring spoon 
supplied with 
each con. Most 
practical form for 
hose syphoners 
Only Linck has 
this concentrated 
liquid formulo- 
tion. Also handy 
for wetering 


(trial size). cons, sprayers. 





Kills Crab Grass and many of its seeds in soil as they 
germinate without injury to turf. Acclaimed the finest 
selective Crab Grass killer ever made. Southern areas: 
DI-MET selectively kills Lemon grass, Sedge, Dallas grass 
(bull grass) without harming Bermuda turf. 

All our dealers sold out in no time at all last year. Don't 
take chances this year. Order early. 


di-met WA 


Specially compounded wetting 
agent to be used with DI-MET. 
Produces faster visible injury 
and quicker kill of crab grass. 


TAT Weedette 


Specially labeled and com- 








TAT Insect Repellent 


The only repellent available for civilian use 
pounded 2,4-D formulation to containing sensational new ingredient—we 
be used with DI-MET to effect call it ‘“Melox'’—now used in Govt. form- 
simultaneous weed and crab ula. Guaranteed to repel greater variety 
grass control. = of insects for longer 
periods. In attrac- | DEALERS. 
Now you 








tive shaker bottle. 


TAT Ant Trap wm 
and Ant Bait ope 


Pre-Season offer 

the facts today! oe 
We're celebrating the 25th Anniversary WHOLESALERs . 
of the ORIGINAL and most successful 
Ant Trap with a real promotional push! 


You can share in the 

Kills moles, gophers, field mice. rewards of this hard 
TAT kills the whole colony—not just the : 
scouts. Effective on both sweet and 


Protects lawns, bulbs. ‘Only hitting compaign 
grease eating ants. 





complete control'’. .. Journal of Write foday for de 
Wildlife Management fails on oy big pond 


Se . 
aor” lobber bony, 








Oo. E. LINCK CO.., Inc., Clifton, N. J. 
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A 


these handsome 

sample cards 
will help you sell 
more seine twine 


Just hang these cards where 
your customers can see 
them ... then watch your 
sales go up! The Linen 
Thread Co., Inc. has a com- 
plete line of seine twines 


for your every need. 


Send for 


your cards 


TODAY 


They're absolutely 


QUALITY SEINE TWINES 


THE LINEN THREAD CO.,INC. + 418 Grand Street, Paterson 1, N. J. 


60 East 42nd St. New York 17,N.Y. © 140 Federal St., Boston 10, Mass. 
Lombord & Calvert Sts., Balt. 3, Md. * 105 Maplewood Ave., Gloucester, Mass. 
158 W. Hubbard St., Chi. 10, Ill. + 11S New Montgomery St., San Fran. 5, Calif. 








for 


Over 
39 Years... 


SOUTHERN HARDWARE has 
been a dependable guide to the 
wholesaler and retail hardware 
trade throughout the South. 

Up-to-date information on all 
phases of the hardware business 
is found every month in its pages. 
The magazine has been built on a 
program of service to readers that 


covers: 


@ WINDOW DISPLAY 

@ COUNTER DISPLAY 

@ STORE MODERNIZATION 

@ CUSTOMER RELATIONS 

@ SALES PROMOTION and 
ADVERTISING 

@ INVENTORY CONTROL 

@ EMPLOYEE RELATIONS 

@ SERVICE DEPARTMENTS 

@ CREDIT CONTROL 

@ ACCOUNTING 
PROCEDURES 

@ ASSOCIATION ACTIVITIES 


Plus, local news about friendly 
people and their activities in the 
Southern hardware trade .. . a 
feature that no other magazine 
has developed so fully. Each of 
these subjects is given special at- 
tention in its relation to the spe- 
cial needs and problems of South- 


ern hardware men. 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 
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shown here: 
ROTOR CHIEF® Twenty 
Model 318, 20° cut. 
Also made ina 
self-propelled, 
Model 32R 


Savage 18” ROTOR CHIEF® Eighteen Model 30R 


“Sta-Temp” blade. Ribbed steel deck. Adjust- 
able handle. Porous-bronze permanently 
lubricated wheel bearings. Side ejection. 

5 cutting heights. Mulcher included, no 

extra cost. Lightweight 4-cycle Briggs 

&. Stratton engine. Other models 

in this series include Model 38, 

low-priced 18” rotary with 2- 


electric, 3450 rpm motor, 


Savage 21” YARD CHIEF” Model 90R 


Chain and sprocket completely enclosed 
“Sta-Temp”™ hardened blades. Grass guards 
Sealed Timken bearings. Adjustable han 
die, with hill-climber hook. Easy cut 
ting-height adjustments. Fingertip 

clutch and speed controls. Reel 

blades double-riveted to cut 

ter heads for extra strength 

Powered by 4-cycie Briggs 

& Stratton engine. Also avail 

able in 18” Model 75R 


cycle Clinton engine, 134 
% hp; and Model 83E, 18” 


UL listed. 


THERE’S A SAVAGE MOWER TO SUIT EVERY CUSfOMER! 
TWO REEL TYPES: Mode! 9OR (21” 1.6 SEVEN HAND MOWERS: Mode! 60 


hp); and Model 75R 18” (16” & 18"); Model 55 (16” & 18”; 
45 (16); and Model 35 


& Model 83E (18” electric, 3450 rpm, UL listed). Models 31, 30, 90, 75.) (14” & 16”). 
TWO LAWN SWEEPERS: Mode! 25 “Sweepalawn” (24 & 30” widths) 


FIVE ROTARIES: Model 32R (20” 2% hp self- 
propelled); Model 31R (20 2% hp); Modei 38 


(18% 2-cycle 1% hp); Model 30R (18” 1.6 hp); (Rope starter optional at slight saving on Model 
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Coating... 
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/ 
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another 
reason for 





Superiority 


When the disastrous 
flood hit the Northeast last 
Fall, several Clark customers 
in that area learned first- 
hand the value of this 
exclusive Clark process. 
Writing about a company- 
customer’s experience, one 
distributor reported: 


“C. A. Lindell 
Co. hed four 
feet of woter in 
their bolt de- 
portment and 
found thot after the water had 
receded they could pick out 
the Clark Bros. bolts by the 
minimum amount of rust. . . 
while competitors were more 
heovily rusted. We think this 
is @ justification to your rust 
proofing.” 
Very truly yours, 
THE PAGE, STEELE & FLAGG CO. 
F. H. Page, Jr. 
Rust resistance . . . another 
example of the “extras” which 
ere stondord with Clark. 


Write for full information on 
the extensive Clark line of 
nuts, bolts, screws, rivets, and 
other industrial fasteners. 


BROS. BOLT CO. 
MILLDALE, CONN. 





Credit Selling— 
Virtually No Losses 


(Continued from page 34) 


First, a friendly reminder is 
mailed, noting that an account is 
in arrears. The Dalys know per- 
sonally nearly every one of their 
700 charge customers; hence they 
are able to keep the letters in a 
friendly, understanding vein. “That 
type letter is many, many times 
more effective than an impersonal 
form letter,” Daly believes. “We 
remind the customer of the value of 
a good credit record in all his busi- 
ness affairs and we remind him of 
our confidence in him. 

“If there is a hardship we are 
not aware of, we take that into 
consideration. Usually the one let- 
ter is sufficient; most delinquent 
accounts are paid. 


Second Letter 


“For those which still are not 
paid, we send a second letter in 30 
days. This letter is still friendly— 
but firm. We remind the customer 
of his obligation end suggest that 
we may have to turn his account 
over to a collector. Actually, we 
never do that because the ill will 
usually would be more harmful to 
the business than the loss of money 
involved.” 

If the account is still unpaid 
after six months, it is removed 
from the regular credit accounts 
and placed in a separate book. 

“We never remove an account 
altogether,” Daly pointed out, “for 
occasionally a long past due ac- 
count is paid. Recently, for ex- 
ample, an account of $66 was paid 
off after a 10-year lapse.”’ 

Daly Hardware never has re- 
sorted to hiring lawyers to collect 
accounts. “By the time you split 
the collection with them, and 
figure in the lost business, you’re 
probably worse off,’’ Daly declared. 

Budget (club) accounts are open 
to all qualified customers. The 
limit is determined by the in- 
dividual’s credit account record. 
Budget accounts are payable either 
by mail or in person. 

All accounts at Daly Hardware 
are posted on an old-type book- 
keeping machine, giving date, 
amount and charge. At the end of 
the month, along with the state- 
ment, the store sends the original 
of the ledger sheet and attaches 
the original charge ticket to the 
statement. 

In eight years of such billing the 


store has had only two complaints. 
Both were settled amicably. 

When merchandise is returned, 
in good condition, Daly Hardware 
refunds purchase price or credits 
the account. 

When the Dalys purchased the 
store—now a combination hard- 
ware and dry goods establishment 
—its annual volume was small. In 
11 years they boosted volume to 
$70,000, despite the fact the store 
is in a community of only 1,800 
persons and has to battle compe- 
tition from two relatively new 
hardware stores in the immediate 
area. 

The Daly brothers have left 
virtually all profits in their busi- 
ness. They have doubled the floor 
area, paid off the building price 
of $18,000, plus $25,000 for mer- 
chandise. 

Daly Hardware uses various de- 
vices to attract trade. The store 
cashes checks, charging five cents 
per $25 and provides change at the 
same rate. This is both convenient 
to customers and profitable to the 
business because there is no bank 
within four miles. 

About once a month the store 
buys several hundred 10- and 15- 
cent novelties, handing them cut 
free to customers as they enter the 
store. These include pot-holders, 
ash trays, holders for ladies hose, 
etc. No advance notice is given 
concerning gift day, so regular cus- 
tomers are on the lookout for 
these pleasant surprises. 

For several months the store has 
sent small but useful gifts (50 to 
75 cents) to parents with new 
babies. “This is very successful,” 
Daly commented. “The recipients 
are grateful and often come in and 
spend as much as $15 to $20 with 
us.” 

On its 10th anniversary last year 
Daly Hardware gave away 2,000 
packages of doughnuts, On other 
occasions, jars of pennies or nails 
are placed in the window and pass- 
ersby and customers invited to 
guess the number. Cash prizes are 
awarded. 

The store is a pay-station for 
light-and-power bills, and although 
the income is small, Daly feels the 
store traffic that results is worth 
the effort. 

Daly Hardware operates an in- 
centive pay plan for its emplovees. 
The store manager, W. B. Hawkins, 
receives a bonus of one percent of 
total sales. Other employees re- 
ceive one-half of one percent of all 
sales above $2000 a month as their 
incentive. 
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New! MERCHANDISING DISPLAY 


For Monofilament Leader Material 


Exclusive 
South Bend 
Features 


New! ¢ Ss 


BUILT-IN / 
CUTTER 


Easy-to-use metal cutter lets 
fisherman cut off leader mate- 
rial without fumbling for knife 
or clippers...saves time. 


This sparkling new self-service display takes all the confusion out of selling 
this high-demand item. No more searching for weights. No more short 
stock. This colorful counter merchandiser holds 72 color-coded spools which 
makes it simple for your customers to select what they need. Watch them 
spark to the built-in cutter—the handiest thing that was ever put on a line spool. 
| Remember—you'll not only be offering them the best package combination 
New on the market but also South Bend Super-Limp*® Monofilament Nylon. There's 
a no better leader material at any price—it’s extra limp, full test, precision 
drawn for uniform diameter, and it has the famous Deceiver® camouflage 
COLOR-CODED coloration that is a fish-fooling wonder. 
Display furnished at no extra cost with either assortment: 
for Weights Fresh Water Assortment (DFW-1) 


72 spools (12 each of 2, 4, 6, 8, 10 and 12 Ib. tests) $18 list. 


Salt Water Assortment (DSW-1) 
72 spools (12 each of 6, 8, 10, 12, 15 and 20 Ib. tests) $18 list. 


Spoolsare distinctively colored 
for each weight. Simplifies se- 
lection—makes restocking 
fast and easy. Order from your jobber now! 





Takes Out the Line Twist You Don’t Want in Spinning 
South Bend's TWIST-FREE PAK‘ 


Save clerk-time. Let your customers put on their own lines—they can't go wrong 
with TWIST-FREE PAKS®. No need for expensive winder. 

The sturdy metal revolving display is yours for the price of the line. It con- 
tains 24 TWIST-FREE PAKS", each holding two 100-yards spools of Deceiver* 
Nylon Monofilament Line. 


Fresh Water Assortment (No. 8000) 
12 spools each of 4 and 8 Ib. tests, 24 spools of 6 Ib. test. $46.80 list. 


Salt Water Assortment (No. 8000A) 
12 spools each of 6 and 10 Ib. tests, 24 spools of 8 Ib. test. $55.80 list. 


South Bend Tackle Co., Inc., 900 High St., South Bend 23, Ind. 
In Canada: Campbel/ Mfg. Co., Ltd., Toronto (licensee) 


South Bend 


THE BEST IN RODS - REELS - LINES - LURES 
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now it’s 


a 
Nn 


BOLENS 
SUPER MUSTANG 


ROTARY iid eh ar: 


© 


A STEP AHEAD IN ROTARY TILLERS, the oe 


Bolens M-E Super Mustang has tw tor speed 

one for deep tillage, the other if Prva a 
enclosed pulley and drive shaft ../modern styling 
. and a new improved clutch 


-cost tiller 
portunit 


for eye appeal . . 
arrangement. It’s the finest | 
buy and your greatest tj 
Write for detgil 


Bolens 8A series 
Rotary Tillers 
to 6 hp. 


Food Machinery and Chemical Corporation 
227-P South Park Street, Port Washington, Wisconsin 














Clark Bros. Bolt Co. Holds 
Annual Meeting 


THE ANNUAL sales meeting of Clark Bros. Bolt 
Co. was held recently at the company’s Milldale, 
Conn., plant under the direction of O. G. Knapp, 
president, and Dudley H. Smith, vice-president, in 
charge of sales. 

The program included a plant tour, packaging 
clinic and dinner meeting at which 1956 produc- 
tion, cataloging and sales promotion plans were 
outlined. Company field representatives attending 
included John K. Wilson, Jr., southern sales man- 
ager; S. A. Hurd, midwestern representative; F. C. 
Brown, representative in New York, New Jersey 
and Pennsylvania; and F. J. Treiber, New England 
sales manager. 


* 


Zapfel Named Executive Secretary 
of Housewares Association 


THE RESIGNATION of A. W. Buddenberg, effective 
January 31, 1956, as executive secretary of the 
National Housewares Manufacturers Association 
was accepted, at his request, at a special meeting 
of the board of directors held December 2, in New 
York City. 

Dolph Zapfel, who has been the executive secre- 
tary’s assistant since 1948, was unanimously elected 
secretary of the NHMA to succeed Mr. Budden- 
berg, effective February 1, 1956. 

The board extended to Mr. Buddenberg their 
gratitude for his many years of service and devo- 
tion to the NHMA and the Housewares industry 
and requested that he continue to act as consultant 
to the NHMA. They officially commended him for 
his untiring efforts in building the semi-annual 
National Housewares Exhibit to the important 
position in the trade it holds today. 

Mr. Buddenberg has been executive secretary of 
the NHMA since 1943 but his interest in the house- 
wares show goes back more than 20 years. He 
served at various times as president and director of 
the first association prior to the NHMA. 

The forthcoming January 1956 exhibit will be 
the 24th national exhibit operated by the NHMA. 
Mr. Buddenberg has seen the exhibit grow from 
the first comparatively small show held at Chi- 
cago’s Palmer House in 1939, to the semi-annual 
events of today with their more than 600 exhibitors 
and 10,000 buyer attendance which have become 
the national meeting place of all segments of the 
housewares industry. 

Mr. Buddenberg’s relation with the housewares 
and hardware industries dates back 60 years. His 
first job was as salesman for the Simmons Hard- 
ware Co. Following that he was assistant house- 
wares buyer at The Fair Store, Chicago. In 1905 he 
resigned that post to travel as salesman for the 
Lalance-Grosjean Mfg. Co. of Woodhaven, New 
York. Four years later he moved over to the Lisk 
Mfg. Co. of Canandaigua, N. Y. This firm later be- 
came the Lisk-Savory Corp. and Mr. Buddenberg 
was Chicago and Middle West representative for 
this company for 40 years until 1949 when he re- 
signed to devote his entire time to his duties as 
executive secretary of the NHMA. 

Mr. Buddenberg has great faith in the future of 
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the National Hcusewares Exhibits and believes 
they will continue to grow and prosper along with 
the industry. 

“The wonderful cooperation of both manufac- 
turers and buyers has been a source of great satis- 
faction to me in connection with our exhibits,” 
Mr. Buddenberg said. “I will be ever grateful for 
their help and for that of the board of directors who 
have assisted and guided me to make our exhibits 
possible.” 

Dolph Zapfel, the newly elected secretary, has 
been Mr. Buddenberg’s assistant for more than 
seven years. He joined the NHMA after two years 
as Chicago housewares representative for Retailing 
Daily. 

+ 


Credit Selling of Firearms Favorably 
Accepted by Dealers and Consumers 


THE ONLY venture by a manufacturer of sporting 
firearms into credit selling has proven success- 
ful, T. J. Boone, sales manager for the Winchester 
Western Division of Olin Mathieson Chemical 
Corp., said recently. He reported that, at the end 
of five months, there were 36,000 dealers who were 
selling sporting firearms on time. 

“We were confident when we announced the plan 
that credit buying had become so much a part of 
the merchandising scheme of this country that it 
could be applied to rifles and shotguns,”’ Mr. Boone 
said. “The reaction of hunters and shooters swiftly 
showed us that we were right.” 

Dealers as well as shooters embraced the idea 
with enthusiasm, according to the Winchester sales 
manager. By June, 1956, he saw 45-50,000 dealers 
embracing the plan and he predicted that credit 
selling would become widespread throughout the 
firearms industry. 

“The most valuable single thing accomplished 
by time selling is that it has expanded the future 
market for both firearms and ammunition by intro- 
ducing the sport to a host of new people,’ Mr. 
Boone said. He explained that formerly such people 
were discouraged by the necessity to invest a large 
sum of cash, at the time of purchase. 

Under the Winchester-Western plan the dealer 
assumes no liability and it costs him nothing to 
participate. The plan operates this way: 

The customer chooses the firearm, pays 10 per- 
cent or more as a down payment, and fills out a 
simple form. 

The dealer sends the form to the nearest credit 
office operating for Winehester where the cus- 
tomer’s credit is quickly checked. Upon approval, 
the dealer delivers the firearm and receives a check 
for the full amount. The customer sends the re- 
mainder in equal monthly payments up to twenty 
months to the finance office. 

The dealer is involved in no way with collection. 

For example, if the Winchester Model 12, whose 
list price is suggested at $93.85, were purchased, 
the plan would operate in the following manner 

The customer would make a down payment of 
$9.85 to bring the sum to be financed to the nearest 
dealer. If he is financing it over six months, he 
would pay $15.28 each month to the finance office 
If he is financing it for eighteen months, his month- 
ly payment wou!d be $5.50 each month. 
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BOLENS 
A pitsesile 


\ 
a complete line of new 
1 


Bolens Power-pre- 

rotery mowers 
now available in 20” 
with 2 or 4-cycle 
engines. 


Smooth running, 
Bolens reel type 


6 Rotary 
Tillers 


- 
= 
| 
| 


,' 


Bolens 1956 line features SMART 
STYLING, STURDINESS, EASY AND 
SAFE OPERATION. 


6 ROTARY models include gasoline 
side trimmers SIDE DISCHARGE, 
twe power propelled, one 18” 
electric. 


LEAF MULCHER, standard on all 
rotary gas push models at no 
extra cost. 


18 and 21 in. DELUXE REEL TYPE 
MODELS, POWER PROPELLED. 


\_/Competitively priced .. . « top valve 


buy for every home owner. Write 
for Bolens dealer franchise plan. 





6 Chain 
Sews 


rectors 
BOLENS PRODUCTS DIVISION 


Food Machinery and Chemical Corporation 
227-P South Park Street, Port Washington, Wisconsin 


Send particulars on Bolens 1956 mower line. 


a 
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Sporting Goods— 
ajor Line Here 


(Continued from page 33) 


know by means of comprehensive 
displays and occasional ads where 
they can get the items when they 
are ready to buy. 

Brady believes, first and fore- 
most, that neither retailers nor 
wholesalers should set any limits 
in their minds on the types and 
extent of sports lines that can be 
sold successfully. He tells the 
hardware wholesalers with whom 
he is friendly that the lack of 
broad retail inventories of these 
lines is partly their fault. He says 
they must know, from their rec- 
ords and business contacts, that 
some dealers are selling these lines 
well. Therefore, more of them 
could do a better job in selling re- 
tailers if they were sold on it them- 
selves and used the proper ap- 
proach. 

In discussing buying through 
wholesalers, Brady stated that no 
Miami wholesaler, and few in any 
area, carry complete lines of sport- 
ing goods, which means a retailer 
has to shop around among four or 
five wholesalers to get complete 


stocks. 

“This must cost some whole- 
salers many orders in all lines,” he 
continued, “for a merchant nat- 
urally prefers to buy as much of 
his stock in one place as possible. 
Nor do most wholesaler salesmen 
know or do not explain to re- 
tailers exactly what they must 
know and tell the customer in or- 
der to sell these lines effectively.” 

Brady feels that demonstrations 
held by factory representatives can 
be extremely helpful. 

Some wholesalers and retailers 
advocate excessive specialization 
in sports lines — the “carry only 
what you know” theory, Brady 
says. “But,” he asks, “where would 
we be on air conditioning or any 
other new line if everyone were 
unwilling to tackle new and prom- 
ising fields.” 

In the matter of sales training, 
some salesmen in every store are 
natural sports fans themselves, 
Brady says, and can tell custom- 
ers from personal experience ex- 
actly how well a certain fish lure 
works in local waters, or what 
type of gun or ball equipment is 
best for individual needs. It’s usu- 
ally not hard to get male sales- 
men interested in sports and each 





Line for 1956 
Portable grills from $4.95 to $300 Retail 


WIDE PRICE RANGE 

to let you sell every cook-out prospect! 
GREAT SMOKY 

Smoke-cooking models 


SUPER-COMPLETE LINE—35 new, designer-styled 
exclusive models. Here are a few: 





<a 








icago, Jan. 9 





Chicago, Jan. 19-2 


SEE YOU AT THE SHOW ! 
SPACE 1119-A, 7 .: ime Show 


SPACE 885-887, Navy eo Show 








FOR FULL INFORMATION, send this ad and 


your letterhead to: 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6, TENNESSEE 


$14.95 list 
Exclusive de- 
sign smoke- 
cooking brazier 
with KWIK-FLIK 
grid adjustment. 





can become a modest authority in 
some line and thus increase his 
earnings and value to the store. 


Numerous hunting accessories 
such as jackets, pants, shell vests, 
waders, boots, caps, gun cases, 
cleaning kits, patches and grease, 
are sold as well as guns. All these 
items build traffic, good will and 
future sales. 

Brady’s so far has done no busi- 
ness in used guns and trade-ins, 
but the management believes this 
is a good promotion in an area 
where it is in demand and where 
the full potential can be obtained 
only by accepting trade-ins. Sell- 
ing new guns for cash has been 
quicker and more profitable so 
far. 

While the firm stresses budget 
buying in all lines, it finds that 
80 percent of sporting goods sales 
are made for cash, This is due 
largely to the fact that sportsmen 
usually are impatient to gain full 
title to their equipment and get 
out and use it. However, they are 
all made to feel that, no matter 
how small the ticket, they can bud- 
get it if they wish — the decision 
is theirs, and this builds confi- 
dence and good will. Because of 
their higher price, guns are more 
likely to be bought on time and 
each gun carries a price tag show- 
ing the amount of the down and 
weekly payments. Weekly pay- 
ments are preferred over month- 
ly, to get the customer into the 
store more often. 

Some gun companies provide the 
dealer with a liberal installment 
plan under which he takes no risk. 
This helps dealers who do not wish 
to tie up capital or make collec- 
tions; but Brady’s prefers to set 
up a broad credit system and make 
an extra profit by handling its own 
paper. 

In all sports, off-season promo- 
tion helps long range sales. For 
example, new-model guns are 
shown in spring and summer as 
well as in the active season. They 
are shown both to old customers 
and to prospective new ones. In 
all seasons, new items in all lines 
are called casually to the atten- 
tion of prospects known to be in- 
terested. 

Brady’s is combatting discount 
houses by stressing quality name 
items plus service. Brady’s be- 
lieves that most prospects prefer 
to buy from established dealers 
whom they know and trust, espe- 
cially in hobby lines for which they 
have a special affection — both 
for the items and for the dealers 
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who serve them well. 

In the matter of display ma- 
terials, a few manufacturers pro- 
vide effective sales aids such as 
racks, easels and colorful signs 
which Brady’s finds particularly 
helpful. 


Early Planning Assures 
Big Sales of Mowers 
(Continued from page 41) 


the mower for a minute or two. 
And then he asks for the order. 

“We don’t encourage sending a 
mower out to a prospect’s home 
for trial without a salesman go- 
ing along. There are two good rea- 
sons for this. If the prospect has 
never owned a power mower, there 
may be some fear of operation. 
Then, a salesman is needed to teach 
use and care of the equipment— 
as well as respect for its blades. 

“Our appliance salesmen have 
proven to be very effective pow- 
er mower salesmen, and our gen- 
eral hardware salesmen also do 
a good job.” 

How about tie-ins? 

“Many of our mower sales are 
coupled with appliances, planned 
kitchens or other large items,” 
Waide explains. 


“Our store is located in East 
Memphis and in a section predom- 
inantly home-owned, rather than 
rental. New home buyers purchas- 
ing appliances for the first time 
are particularly good mower pros- 
pects. Mowers often are tied-in 
with appliances and kitchens on 
a 12, 18 or 24-month pay 
plan. They also are tied-in 
with the sale of sprinklers, hose, 
rakes, shovels and other lawn and 
garden tools. This type of sale ap- 
peals especially to buyers of new 
homes in subdivisions where much 
yard work has to be done. 

“Possibly 50 percent of the 
mowers we sold this past season 
were either on a 90-day term con- 
tract with the store or on a six- 
month finance basis with outside 
financing. 

“There is a maximum carrying 
charge of $5 on a six-month deal. 
Also, we take a minimum 10 per- 
cent down payment on six-month 
contracts. On a 90-day contract, 
we require a minimum of 20 per- 
cent down and three-month pay- 
ment of the balance. There is no 
interest or carrying charge on a 
90-day sale. 

“This past year was the first 
time we had offered such financing 


for mowers. I am happy to say 
there were no delinquent accounts 
on the 90 or 60-day mower deals. 

“Because of the short dura- 
tion of such contracts, we believe 
it is important for the customer 
to have sufficient equity in the 
machine. When the buyer has a 
good equity in a mower, he finds 
it easy to pay out the balance dur- 
ing the grass season,” Waide ob- 
serves 

What about service? 

“We don’t do major service,” 
Waide declares. “Such work is 
done by a convenient factory serv- 
ice station in Memphis. However, 
we do minor repair work and also 
make adjustments. Incidentally, 
we have found pre-selling of serv- 
ice is important in cutting down 
complaints. 

“We enjoy a fine 
with our distributor. 
is bad, the distributor 
replaces it.” 

Best Hardware & Appliance Co. 
doesn’t rent power mowers any 
more. 

“Anyone interested in renting a 
mower is a good prospect for a 
sale,” Waide points out. “We found 
we could sell instead of rent. And 
by not renting, we avoid the twin 


relationship 
If a mower 
promptly 





$17.95 


LisT 


drag adjustment 


selecto-dia 


YOUR CUSTOMER WILL LIKE the easy action, 
the simple control, and the compactness of the 
Century. Here in one reel is Selecto-Dial Drag Ad- 
justment, Right or Left Hand Retrieve, Dual Anti- 
reverse, Click Control, Simplified Change-Easy 
Spool, Dia-Chrome two hour Chrome Harde ned 
Rotor, Tungsten Carbide Pick-Up Pin, and Rugged, 
Precision Construction. 


YOU WILL LIKE the versatility, the complete- 
ness, and the eye appeal of the Century. 

We've simplified your inventory problems with 
one reel for use on any rod and for right or left 
operation; we've made it ready to demonstrate 
with line installed on spool; and we've assured cus- 
tomer satisfaction, for like all Johnson American 
Type Spinning Reels, it carries our iron-clad war- 
ranty and our reputation for quality, precision 
engineering, and service over the years. Best of all, 
it’s attractively priced. 

TRULY A REEL YOU CAN SELL 
CONFIDENCE AND PRIDE. 


available ONLY on the NEW 
Johns 


> MODEL 80 


“AMERICAN TYPE” SPINNING REEL 








ALL FOUR “FAVORITES OF THE LIGHT TACKLE | 
FISHERMEN” ARE NOW EQUIPPED READY 


MODEL 22 
TO USE WITH LINE. 


MODEL 44 


THE DENISON-JOHNSON CORP. 
MANKATOS54,.MINNESOTA 








WITH 
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Seb ptgoelled ROTARY MOWER 


Now ...sell rotary mowing at its best! This brand-new 
21” Penn Acco Self-Propelled Rotary Power Mower has 
rugged 2.75 H.P., 4-cycle Briggs & Stratton engine. Plenty 
of extra power for both self-propulsion and heavy mow- 
ing. Finger-tip free-wheeling and throttle controls make 
it easy for customers to match their walking speeds. Has 
exclusive Pennsylvania vacuum-action 
blade with non-clog, clean-out angles on 
blade tips. Wheels inset and height ad- 
justable. Equipped with super-shred- 


ding removable leaf mulcher. 
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ONE FRONT WHEEL ON 
ALL ROTARY MOWERS 
CAN BE STAGGERED! 


PENN ACCO 18” AND 20” 


FREE-WHEELING ROTARY POWER MOWERS 


For customers who like to “Roll their 
own,” feature the 18” and 20” Penn 
Acco “Free-wheeling” Power Rotaries. 
18” (Illustrated) has 1.6 H.P., 4-cycle 
Briggs & Stratton engine, rope starter 


(rewind starter at extra cost). _ 

90” model has 2.5 HP. 4- PENN ACCO 18” ELECTRIC ROTARY 
* , oe ee, Powered with special % H.P., 3450 
cycle Clinton engine. Rewind RPM motor. Mowing and body fea- 
starter standard equipment. tures same as 18” ACCO Rotary. 
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Pennsylvania 


21” DE LUXE 


POWER MOWER 


Pennsylvania's Greatest Line 


of Nationally Advertised 


Quality Mowers! 
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Pennsylvania 


18” EXETER 


POWER MOWER 


Your mass market 
seller! Dependable, 
easy-starting 1.6 H.P., 
4-cycle Briggs & Strat- 
ton engine. Exclusive 
grass stripper. 2models. 
rope starter or rewind 
starter. 


Finest reel power 
mower! New color styl- 
ing, improved clutch. 

f - whetting blades. 
1.6 H.P., 4-cycle Briggs 
& Stratton engine. Re- 
wind starter. 
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PENNSYLVANIA TRIMMER & = PENNSYLVANIA METEOR. = PENNSYLVANIA JR. Triple- 
EDGER does work of 3 Lightweight aluminum geared, rugged. 17” cut 
tools—half-moon hoe, construction. 16”, 19” (High wheel), 18” cut 
grass-hook, hand shears. cuts. Also 16”, 7-blade (low wheel ) 


Goh gon res as 


Best hand mower you can 
sell! 15”, 17”, 19” widths. 
PENNSYLVANIA PENNETTE. PENNSYLVANIA 16” PENNA- PENNSYLVANIA SPECIAL. 
The narrow mower with Lawn. Top value for me- Your high quality, 5- ILC ani Salt Nie aid Ay 
ride al! 12” ice! 5 bl: , ; ip se AU Si ete We SOS a 
wide appeal! 12” and dium price! 5 blades, ex- bladed mower at a low ’ A orp Wer va VK 
" : : ; ! ' ” ere Ocean 
14” widths, 4 blades. tra wide, double-ground! price! 16” width 


Pennsylvania 


&y MOST RESPECTED NAME IN MOWERS SINCE 1877 


PENNSYLVANIA LAWN MOWER DIVISION, AMERICAN CHAIN & CABLE COMPANY, INC., BRIDGEPORT, CONN. «+ Plant: EXETER, PA. 
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headaches of costly service and 
used machines. We formerly rented 
machines, but we stupped this 
practice last year.” 

What new plans does the store 
have for the coming season? Let 
James R. Foppiano, the store’s 
secretary-treasurer who is_ in 
charge of the mower and garden 
tool departiment, tell about them. 

“We have just completed a large, 
paved parking lot in the rear of 
our store,” he explains. “We are 
on a busy street where parking 
space has long been a problem. 
This new year we expect to get 
60 percent of our store traffic 
through the rear door. We are ar- 
ranging display space to take full 
advantage of this parking facility. 
This space will be permanent and 
attractive. 

“We plan to put down a carpet 
of funeral grass for mower display 
just outside the rear door. There 
also will be displays of small lawn 
furniture and garden tools there. 
It will be in the open air, and will 
be moved in at night at closing 
time. Of course, we know this is 
some trouble — just like moving 
in our display of 20 or more mow- 
ers we keep in front of the store 


during the season — but we be- 
lieve the results fully justify the 
effort. We certainly sell more 
mowers when they are displayed 
outside. 

“Incidentally, we have found 
Saturday night to be the best time 
to catch the ‘man of the house.’ 
Most mowers are bought by men. 
We stay open until 9 o’clock each 
night especially to give the work- 
ing man the opportunity to visit 
and buy after supper in his free 
time. 

“The first robin may not make 
a spring, but we are certainly go- 
ing to be ready for that first green 
grass again this spring,” Foppiano 
concludes. 

And how about you? 

> 


Promotion Doubles 
Garden Supplies Sales 
(Continued from page 39) 


tion on the best way and time to 
plant different vegetables in our 
area. This has helped us consid- 
erably in building sales during the 
off-season months.” 

Another good selling point used 
by the store is to have a good stock 





Rugged Robert 

Quality Means 

Extra Profit... 
for YOu! 


Made with quality materials throughout—tines of 
the finest carbon steel—the Rugged Robert Broom 


Rake always means more profit . . 


. for YOU! As 


the best-looking broom rake in America today, the 
— Robert sells on sight! 
* Specially-patented cover plates and sockets lock 


all parts for life .. . 


or lose shape. 


* Unconditionally guaranteed for 2 years . . 


rake will never come apart 


. date 


of manufacture on every rake. 
* Expert workmanship upholds the high standard of 


Rugged Robert name .. . 
every time! 


everywhere ... 


Wire Products Company 


2713 North 24th St., Birmingham, Ala. 
Member, American Hardware Manufacturers Association 


brings repeat orders 





of merchandise on display 12 
months during the year. The gar- 
den supplies department is located 
near the rear of the store where 
the large garden tools may be dis- 
played against the wall. A large, 
three shelf, island display is used 
to display the smaller items. 

Trowels, cultivator and weed- 
ing hoes, cultivators, spading forks 
and hand rakes have proved to be 
the most popular tools for the 
store to push during the winter 
months. It has found that custom- 
ers like to use the layaway plan 
for these items. A small line of 
garden seeds is handled, but this 
line is stocked only during the 
spring months to assure customers 
of getting fresk. stock. 

Window displays play an im- 
portant part in promoting garden 
supplies during the winter months 
When most stores are promoting 
fireplace fixtures and heaters, Jas- 
per Hardware starts planning iis 
windows to remind customers that 
spring is just around the corner. 

“We try to use one window dur- 
ing December and January to re- 
mind customers of our garden de- 
partment,” concluded DuRard 
“Many customers use our layaway 
plan for Christmas items, and we 
encourage them to start their lay- 
away of garden items when they 
pick up their Christmas presents. 
We use our display windows to 
tie in our garden and Christmas 
layaway plans and make many 
sales this way during the holiday 
season in both departments.” 


e 


Barbecue Grills— 
Their Leading Specialty 


(Continued from page 42) 


McLaughlin selected the line he 
now carries by the process of trial 
and error, taking on and selling 
out half a dozen makes before de- 
ciding on this one which, he says, 
best meets the demands of his 
customers. And, while they sell 
best in the early fall, he displays 
and sells them as year-’round 
items. 

“The outdoor portable barbecue 
grill,” he explains, “is what you 
might call a fair-weather item. 
You cannot sell it when it rains. 

“For this reason, even though 
San Antonio has an early spring, 
we do not have much success with 
it until the weather ‘settles down’ 
in June or maybe July. Later in 
the summer, with the house air- 
conditioned, the family may not 
want to cook or eat outdoors. So 
it is in the brisk, clear days of early 
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fall that one may expect his best 
demand, at least in San Antonio. 
The demand will, of course, vary 
with the season in other sections.” 

McLaughlin also features bar- 
becues for Father’s Day presents 
and at Christmas time when, he 
reports, many are purchased as 
a present for Dad that will please 
him and yet not be too expensive. 

“We put them up in front dur- 
ing the summer and early fall,” he 
says, “making them the basis for 
a window display at that time. 

“And we demonstrate them at 
least once during this season, ac- 
tually barbecuing chickens and 
roasts to demonstrate how well a 
portable barbecue can cook. These 
demonstrations are always well at- 
tended if the weather is favorable 
and they help us to sell a good 
many grills. 

“We do not give samples of food 
away during these demonstrations. 
We have found that if we do this 
the place will be thronged with 
children getting some of the bar- 
becue to eat. This messes up the 
store and detracts from the effec- 
tiveness of the demonstration. 

“After all, the interested back- 
yard owner or his wife can tell, 
without tasting the meat, how the 
stand operates and realizes that it 
does not take too much skill to 
cook and serve an outdoor dinner 
on one. That, after all, is what 
counts.” 

In other words, McLaughlin is 
a firm believer in selling what a 
home appliance can do. Nothing 
sells, in his opinion, like a success- 
ful demonstration. 

“But one must remember that 
it isn’t just the first sale that 
counts,” continues McLaughlin. 
“It’s the follow-through sales. The 
family will come in and buy a 
$26.50 portable barbecue as a pres- 
ent for Father. After all, that is 
just one sale, with not too much 
profit in it at that. But the sale 
does not stop there — not by any 
means! 

“One must have charcoal to 
burn. Then he will require a knife 
and fork kit with which to oper- 
ate it properly. And, of course, 
gloves and an apron to go with this. 
And, eventually, if he fancies him- 
self an expert on barbecue sauce— 
and most men either do or will get 
that way soon when they start 
doing outside cooking — he will 
need a chest of condiments. And 
so it goes. 

“Charcoal is used up. Knives and 
forks get lost, or are taken as 
souvenirs. Cups and plates get 
broken. And so, you see, the port- 





NEW! 


FIXTURES 


THR 
CLAMP 


B&C THREADLESS CLAMP FIXTURES 
are a new concept in pipe clamps. A pair of these clamps 
are a must in every home workshop, farm or woodshop. 
Made to sell . . . to make you quick profits. 


%So designed that 
the ends of the pipe 
do not require 
threads. Hardened 
steel set-screw holds 
the fixed head firm- 
ly; easily loosened 
or tightened. 


No. 12 fits 1/2" pipe 
No. 14 fits 3/4" pipe 


The sliding jaw is 
easily moved to any 
position on the pipe 
and is always under 
tension. 


No. 15 fits 3/4°" pipe 


All metal! Finish is 
blue enamel with 
cadmium plated 
main screw. 


No. 16 fits 3/4"" pipe 


Pipe not included 


YOUR JOBBER 
- THE BRINK « COTTON merc 


OR WRITE 43 Poland Street + Bridgeport 5, Conn 


Manufacturers of Clamps, Vises, Hand Tools for Production, Maintenance and Service since 1925. 
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favorite ° 


THE OCEAN CITY 


Finicky fishermen have made the 

‘310"’ a number to remember for fresh-water 
spinning and for you! They know this 

superb reel has everything: light weight, 
dazzling beauty, durable toughness. rs 


To Retail At 
Approx 


All these features: Right-hand or left-hand 
operation, full bail pick-up, 3% to 1 gear ratio, 
100 yd. #6 test capacity, quick-change spools, 
wobble-proof reel seat, fingertip-controlied 
anti-reverse lever. 9% ozs. 


am OGEAN CITY 0c 


MONTAGUE-OCEAN CITY ROD & REEL CO. - Philadelphia 34, Pa. 
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More tn Demand *, 


than any other brand 


You just can’t beat American Fence’s sales 
record. In fact, a survey throughout the 
South proved that more farmers and cattle- 
men use American Fence than use the next 


ten brands of fence COMBINED! 


Why so Popular? 


American Fence is advertised in magazines reaching 
nearly three million Southern farmers and cattlemen. 
Free sales literature is available for mailing or counter 
displays. And, every roll of American Fence carries its 
own individual guarantee of true gauge, fine workman- 
ship and accurate length. Instructions for proper erec- 
tion are also included with each roll. Add to these things 
the fact that users swear by it for extra-long, rust-free 
service. Many buyers of American Fence say, “If it’s 
got a USS on it, it’s got to be good.” 


Sales For You, Too! 


Take advantage of this product confidence. Point out 
to your customers why the quality features of American 
Fence mean more service from their fence investment. 
You'll find it pays to stock and feature USS American 
Fence. 


TENNESSEE COAL & IRON 


DIVISION 
UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 


FAIRFIELD + HOUSTON 
NEW ORLEANS «~ TULSA 


DISTRICT OFFICES: CHARLOTTE - 
JACKSONVILLE + MEMPHIS ~ 


USS AMERICAN FENCE 


Manufacturers of American Baling Wire, American Barbed Wire and Tenneseal V- Drain Roofing 
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able barbecue grill serves as a 
traffic item that brings people back 
to your store for supplies. This 
gives you an opportunity to pre- 
sent all of your lines and to make 
other sales to your customers. This 
feature makes the sale of the grill, 
as you can see, more than a one 
unit sale. It presents an opportun- 
ity to sell other items. 

“And, as a neighborhood com- 
munity shopping center store, Mc- 
Laughlin’s is interested in bring- 
ing members of the family back 
to purchase supplies. 

“You can’t sell merchandise,” 
McLaughlin says, “to people who 
never come to your store. You may 
make an occasional over-the-tele- 
phone sale, but, in the hardware 
store most items are shown, dem- 
onstrated and sold to customers 
who come into your store. And any 
item which calls for supplies and 
will bring them in at regular in- 
tervals, as does the barbecue grill, 
is well worth cultivating.” 

So McLaughlin’s advertises, dis- 
plays and demonstrates portable 
barbecues, not only because they 
are profitable items in themselves 
but because they bring customers 
in, lead to the sale of numerous 
supply items, and offer an oppor- 


tunity to show, demonstrate and 
sell other goods as well. 

Competition? 

Sure — it has plenty of compe- 
tition from downtown firms and 
stores in other shopping centers 
that also feature the new grills. 

But that does not worry Mc- 
Laughlin. He believes that he is 
carrying one of the best lines on 
the market. He handles a com- 
plete and well-rounded line in- 
cluding the more elaborate grills 
with electric rotissires. He displays 
them prominently in his store and 
demonstrates them at least once a 
year. And, the important thing in 
the final analysis is that he has 
made his store headquarters in 
his particular area for such outdoor 
supplies. 


(Continued from page 8) 


crease in overall economic activity. 
They reflect also the tremendous 
volume of construction now in 
progress, much of which will be 


carried over into the new year. 
Construction costs are expected to 
continue to rise moderately. 


© 


Large Cotton Supply 
in Prospect for ‘56 


THE COTTON situation for the 
1955-56 marketing year is one of 
very large supply and increasing 
stocks, according tc the Depart- 
ment of Agriculture. The 1955 
crop was larger than probable dis- 
eppearance, and the carryover at 
the end of the 1955-56 season wil 
probably be larger than the previ- 
ous record of 13 million bales in 
1939. 

The average 14 spot market 
price for Middling 15/16 inch cot- 
ton has been below the average 
loan rate of 33.75 cents per pound 
for these markets since the start of 
the 1955-56 season. However, this 
price has increased in recent 
weeks. For example, in mid- 
November this price was 33.73 
cents per pound. A month earlier 
it was 33.07 cents. The average 
monthly price for each of the first 
3 months of the 1955-56 season was 
also below the prices a year earlier. 
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This advertisement plus 
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push Wat sales 


NOW is the time 
to SHOW IT and 
you'll SELL IT!!! 


foe) el-elalile 





a 
MAK 





BRING COLOR TO YOUR HOME 
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DO-IT-YOURSELF 
WALLRITE 
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LIFE “‘BRIGHTER’’ 


with 


10 COLORFUL PATTERNS 


FOR EVERY ROOM IN THE HOUSE 
BOOKLET 
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SEND A POSTCARD WITH YOUR WAME AND ADDRESS 


FLEMING & SONS, INC. 
DEPT. GA 
RO. BOX 1291 DALLAS, TEXAS 


@GOES OVER WOOD, PLASTER, OLD WALLPAPER 
@AT YOUR FRIENDLY HARDWARE, GENERAL 
STORES AND LUMBER YARDS 


A SOUTHERN FAVORITE SINCE 1934 


FLEMING & SONS, INC. 


DALLAS, TEXAS 
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CONVENTION DATES 





Alabama Retail Hardware Association 
—Convention and _ exhibit, Coli- 
seum, Montgomery, Feb. 19-21, 
1956. Charles Giles, Secretary, 409 
N. 23rd St., Birmingham. 


Arkansas Retail Hardware Association 
—Convention and exhibit, Robinson 
Auditorium, Little Rock, Feb. 12-13, 
1956. J. Wayne Tisdale. Executive 
Secretary, 908 Recvor Building, Little 
Rock 


Hardware Association of the Carolinas 
—Convention and exhibit, Radio Cen- 
ter, Charlotte, N. C., Feb. 21-23, 
1956. Headquarters, Hotel Charlotte 
D. W. Laws, Secretary, 118% E. 
Fourth St., Charlotte, N. C. 


Florida Retail Hardware Association— 
Georgia Retail Hardware Association 
—Joint convention and exhibit at 
George Washington Hotel, Jackson- 
ville, Fla.. March 4-6, 1956. W. W. 
Howell, Executive Manager, P. O. 
Box 183, Waycross, Ga. 


Kentucky Retail Hardware Association 
—Convention and exhibit at Ken- 
tucky Hotel, Louisville, Jan, 31- 


Feb. 2, 1956. Edward H. Keiley, Sec- 
retary, 501 Republic Building, Louis- 
ville 2. 


Louisiana Retail tiardware Association 
—Convention and exhibit at Roose- 
velt Hotel, New Orleans, March 11- 
12, 1956. David O. Mansfield, Secre- 
tary-Treasurer, P. O. Box 1696, Jack- 
son, Miss. 


Mississippi Retail Hardware Associa- 
tiee—Convention and exhibit at 
Heidelburg Hotel, Jackson, Feb. 5-6, 
1956. David O. Mansfield, Secretary, 
P. O. Box 1696, Jackson, Miss 


Missouri Retail Hardware Association 
—Convention and exhibit at Jeffer- 
son Hotel, St. Louis, Feb, 14-16, 1956 
Harry F. Scherer, Executive Secre- 
tary, 1189 Arcade Building, 812 Olive 
St., St. Louis 


Oklahoma Hardware and Implement As- 
sociation—Conveniion and exhibit at 
Municipal Auditorium, Feb, 21-23, 
1956. Aaron Gritzmaker, Executive 
Secretary, 512 Midwest Bldg., Okla 
homa City, Okla. 


Southern Wholesale Hardware Associ- 
ation and American Hardwore Manu- 
facturers Association— Joint conven- 
tion, New Orleans, La., April 15-19 


Headquarters, Roosevelt Hotel. T. 
W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla., Managing Director, 
SWHA, A. L. Faubel, 342 Madison 
Ave., New York 17, N. Y., Secre- 
tary, AHMA, 


Tennessee Retail Hardware Association 
—Convention at Andrew Jackson 
Hotel, Nashville, Feb. 19-21, 1956. 
Morris Jones, Secretary, P. O. Box 
784, Nashville, Tennessee 


Texas Hardware & Implement Associa- 
tion—Convention and exhibit, Dal- 
las, Jan. 29-Feb, 1, 1956. Ray M 
Souder, Executive Director, 1108 
Gibraltor Life Bldg., Dallas, 2 


Tri-State Hardware & Implement As- 
sociation—Convention at Herring 
Hotel, Amarillo, Texas, Feb. 13-14, 
1956. R. B. Allen, Executive Secre- 
tary, 1408 4th Ave., Canyon, Texas 


Virginia Retail Hardware Association 
Convention and exhibit at Hotel 
Chamberlain, Fort Monroe, Va., 
March 4-6, 1956. George T. Omohun- 
dro, Jr., Secretary, Scottsville, Va 


West Virginia Hardware Association 
—Convention at Hotel Prichard, 
Huntington, Feb. 12-14, 1956. sames 
C. Fielding, Managing Director, 1628 
McClung St., Charleston 1 





STEEL LINTELS and [piste sree FIREPLACE DOME DAMPERS 
AT COMPETITIVE PRICES BY CAMPCO 


Lintels for BOTH brick and block construction designed 
to meet Federal, State, and Local building code require- 
ments. Brick lintels in lengths of 24-84 inches in 6" in- 
crements. Blocks: 30-66 in. Can be nested in stacks in any 
convenient place, even in your yard or on the job. Thou- 


sands of both brick and block lintels in use. 


*Patent Pending 


Prompt delivery and service aids tight con- 
struction schedules. Write for name of your 
nearest wholesaler and complete specifica- 


tions. 
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found in other materials, such as cast iron... 


2222 South Boulevard 


ADJUSTABLE STEEL DAMPERS are revolutionary in the 
building trade! Three bodies adjust quickly and easily to 
nine standard sizes. Reduces handling, inventory invest- 


ment, and storage problems. Steel eliminates brittleness 


saves cost- 


ly breakage in shipping, handling, and installation. 


CAROLINA METAL PRODUCTS, INC. 


Charlotte, N. C. 
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GIVE A“IROKER” BOOST 





BOKER tools are as finely made as BOKER 
cutlery. BOKER’s trademark stamped on 
them is a guarantee of quality, workman- 
ship and performance. BOKER tools are 
made of special analysis, chrome vanadium 
steel. They're load-tested, diamond-tested 
for hardness, and accurately machined from 
the time the steel is forged until final pol- 
ishing. In short, they're the kind of tools 
your customers will go for. They look qual- 
ity — They feel quality—They are quality! 


2275C — 7” - 104” - 

12¥4” sizes 

Heavy Sima i Pattern 
Snips li} cut curves “as well as 
straig lines. Other patterns and 
sizes falso available. 


26507 — 10” size 
Patented Groove-Grip, 5 po- 
sition adjustable Plier- 


Wrench—cannot slip. Forged 
ribs and grooves. 


: _ 25332—6” afd 7” sizes |S 
A popular Lafig-Nose Plier witif keen 
side cutterg For electric radio 


and telephafe work. The al ‘ground 
home tool. 


£5612—6” - 7¥2” - 82” sizes 
Heavy duty side cutting 
Plier widely used by line- 
men and electricians and for 
maintenance repair work. 


> SA 

SF" «$5179 — 41” - 5” - 6” - 712” sizes 
Diagonal qitting Plier used by tele- 

phone, rago and electrical workers 

“Do-It-Yourseives” and for genera 

maintenagte repair. 





SPECIALIZED en ~ 
PLIERS FOR THE 
ELECTRONIC 
MANUFACTURER 


NN 


" -30°-12” sizes 


df finish, special 
alloy steel thin Wrench. Ex- 
ceptionally ong. 


SEE US AT THE 
NAVY PIER 


esT.18 


Bok 


Jenuery 19-26 


«ye 
“ 


H. BOKER & CO., INC. 
Established 1837 
101 Duone St. }] \\ 
New York 7, W.Y. 


Boeths Ne. 327, 329, 
331 


Oe " 


a SCialaflo 


FOOT AND 
"sf, CHECK VALVES 


= 


i RUBBER POPPET 


lack proof... ah peor? 


Strataflo Foot and Check Valves 
end leakage troubles, save wear 


and tear on pump, save their cost 
in service calls. Ideal for jet-type 
pumps. Write for Bulletin 203. 


Order from 
your Jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 








“the most 
staple bait 
we carry... 


ZYME 


Cal Wohlert, sporting goods buyer for Townley 
Metal & Hardware Co. of Kansas City, Missouri. 


Once an Ike user . . . always an Ike user! 
Just let a man see how Ikes hook fish even when others 
can’t get a strike and he’s sold for life. 
That’s how Ikes build steady, repeat business for 
you ... bring customers back again and again. 
Sales-boosting, traffic-pulling Lazy Ikes cut 
inventory costs with a short, easy-to-handle line. 
Sound, aggressive promotion backs you all the 
way ... helps you keep your stock moving 
for quick returns. Put yourself in line for those extra 
Lazy lke profits. Write for catalog 
or contact your jobber now / 


LAZY, TKE .. he tast turn-over line! 


FLY IKE bea 


HUSKY 


LAZY IKE IKE 


COMPANY 
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For more information on these sales aids 


use the return post card at bottom of page 


Shears and Tool Unit 


A new Garden Shears and Tool 
Merchandising Unit, developed by 
True Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio, displays 44 best- 
selling tools in a new type compact 
stand with an illustrated price panel. 
Tools cover a broad price range and 
include new ladies’ models. 


No. G-44 Unit has eight Hedge 
Shears ‘four types!, three Lopping 
Shears ‘three types), six Hand Prun- 
ers ‘three types), six Grass Hooks 
(three types), nine Grass Cutters 
(three types), and 12 Grass Shears 
‘three types). Alternate Unit No. G- 
44W substitutes Weed Cutters for 
Grass Cutters. 

Specia! newspaper advertising re- 
fund plan is pavked with the unit. 
Assembled stand is shipped in one 
carton, all tools in another carton. 
For more information— 

Circle No. 584 on coupon, pg. 66 


Threshold Display 


The DURAfilex Co., 3275 N. W. 37th 
St. Miami 42, Fla. announces a 
threshold display which is a port- 
able island rack vequiring four square 
feet of space and stocking 48 visible 
threshold cartons. The entire con- 
struction is of aluminum tubing. 

The display's ccnstruction provides 
for advertusing messages prepared by 
the company, plus additional space 


containing instruction brochures. 
DURAflex retailers are supplied the 
new display racks free of charge. For 
more information— 

Circle No. 585 on coupon, pg. 66 


Garden Too! Wire Rack 


A custom-made wire display rack 
is being offered free by Columbian 
Cutlery Co. Reading, Pa, as a 
* silent salesman™ for the fastest mov- 
ing numbers in Columbian’'s complete 
line of garden cutting tools. 

The merchandising aid occupies 
counter space of 13 x 18 inches. It 


Postege 
Will be Paid 


by 
Addressee 





holds a smal] tool assortment of 16 
grass shears, hedge shears, lopping 
shears and pruning tools in six 
models. Catalogued as the C-55, the 
new Columbian merchandiser is 
packaged free with purchase of the 
tools. For more information— 
Circle No. 586 on coupon, pg. 66 


Hand Tool Unit 


A new, revolving hand tool mer- 
chandiser, called “A Super Salesman 
cn a Merry-Go-Round,” is announced 
by The Vichek Tool Co., Cleveland, 
Chio. 

The unit displays 167 mechanical 
service tools for shop and home and 
gives recommended selling price with 
rumber and full description of each 


No Postege 


Stamp Necessery 


If Mailed 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT WO 68? SEC. 49 PL 8 RB. ATLANTA, GA 








SOUTHERN HARDWARE 


S06 PEACHTREE ST., N. E. 


ATLANTA 5. GA. 


ULI 





tool. The merchandiser is four-sided 
and requires only four square feet of 
floor space. It is supplied with an ad- 
justable stand for floor or counter use. 

There are three displays of Vichek 
wrenches, one-display of pliers, two 


of hammers, one of screwdrivers, and 
one of punches and chisels. These are 
designed to hang also on perforated 
wallboard. 

The merchandiser has a metallic 
blue, perforated board background, 
aJuminum finished, with welded wire 
framework. The identification cards 
giving numbers and suggested selling 
prices are in blue and yellow. It is 
sold with a display of tools. For more 
information— 

Circle No. 587 on coupon below 


Irwin Spring Specials 


Two regular catalog items, featur- 
ing an increased mark-up and color- 
ful display boxes, highlight the 
Spring Special dealer promotion an- 
nounced by The Irwin Auger Bit Co., 
Wilmington, Ohio. 

The Irwin BBR(s) Spring Special 
features a colorful plastic roll set of 
six 62T auger bits, sizes 4, 6, 8, 10, 12 
and 16/16”. Regular retail price is 
$7.00 per set and carries a special 


dealer price of $4.55 per set. 

Also included is a No. 21(s) Micro- 
Dial Expansive Bit which bores 19 
standard hole sizes, %” to 1%”. Two 
cutters are supplied with each bit, 
the same as shown in Irwin’s regular 
catalog listing. The Irwin No, 21(s) 
retails for $3.10 each and is 
priced to dealers at $24.19 per dozen. 

Irwin’s Spring Specials are in- 
dividually packaged in red and white 
display boxes with cut-out lids. For 
more information— 

Circle No. 588 on coupon below 


Knife Sharpener Rack 


Li’! Sharpy Knife Sharpener is now 
appearing in a new 3-D pack with a 
self-service merchandiser included 





Please send me more information on the sales aids circled below: 


new package. For more information— 
Circle No. 589 on coupon below 


Hammer and Nail Guide 
A new Hammer and Nail Guide for 


pound in the penny size selected. The 
other side of the guide shows the cor- 
rect hammer to use for each type of 


584 588 592 596 600 604 608 612 616 620 624 628 
585 589 593 597 601 605 609 613 617 621 625 629 
586 590 594 598 602 606 610 614 618 622 626 630 
587 591 595 599 603 607 611 615 619 623 627 63! 


work. 

The new guide is offered for 10 
cents each by the manufacturers. For 
more information— 

Circle No, 590 on coupon below 


Please send me more information on the new products circled below: 


136 138 140 142 144 146 148 150 [52 154 156 
137 139 141 143 145 147 149 #151 153 155 157 


Wire Rack Sinker Deal 


Ideal Fishing Float Co., Richmond, 
Va., announces a new Wire Rack 
Sinker Merchandiser which features 
polyethylene bags. The new saddle- 
Inbeled polyethylene bags are de- 
signed to provide for neat stock, clean 








Sheman No. 56-3 


fide . SH Stee Fichage 
2 A Complete Hose Fittings 


DISPLAY 
DEPARTMENT 


TRAFFIC STOPPING ; COLORFUL 
Z, COUNTER DISPLAY . PLASTIC 
PEG BOARD 

DISPLAYS 

ACTUAL ITEMS 


MENDERS—WASHERS - 


NOZZLES—-COUPLINGS 


THE EVERYDAY FAST-SELLING ITEMS 


% doz. . 155 Gold Label Nozzle 1.80 
% doz. . 161 Diamond Nozzle 1.35 
% doz. . 226 7/16" Re-Usable Coupling .84 
% doz. . 226 2" Re-Usable Coupling 84 
% doz. . 234 7/16" Re-Usable Mender  .66 
% doz. . 234 %" Re-Usable Mender 

doz. . B5SCL %" Clincher Coupling 

doz. . BSCL %” Clincher Coupling 

doz. . 85CLF %” Female End Only 

doz. No. 12CL 7/16" Mender These fast selling items give you IMMEDIATE 


ye co - ore . PROFIT. It’s a sure-fire assortment that meets 
doz. No. 78-A Hose Washers, Clips all customer's demands — not a single item that 
doesn’t mean business. Put this readily adapt- 
able display in your store now. Watch it work 


for you — building profits at once. 


PLACE NEAR 
CASH REGISTER 


SUGGESTED RETAIL PRICE: 52.46 
DEALER COST (At Current List) 34.98 
DEALER PROFIT: 17.48 


H. B. SHERMAN MANUFACTURING CO., Battle Creek, Mich. 


The only complete line of Lawn Hose Fittings - Write for Catalog H-56 
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merchandise, less pilferage and ease 
in pricing. 

The wire rack deal is available in 
both Pinch-On and Bass Casting as- 
sortments. For more information— 

Circle No. 591 on coupon, pg. 66 


Brush Merchandisers 


The Ox Fibre Brush Co., Fred- 
erick, Md., is now offering to retail- 
ers permanent fixtures for displaying 
a variety of Oxco brushes in a mini- 
mum of space. 

Designed as brush-selling centers 
for a complete cleaning supplies de- 
partment, the fixtures are adaptable 
for use on a gondola, island, wall or 
column display. Both fixtures, the 
large No. 15 and the smaller No. 9, 
are constructed of 44” peg board with 
¥%”" lacquered hardwood molding and 


lacquered hardwood “A” frame— 
colorful wooden top sign is included. 
“A” frame is removable for gondola, 
wall or column use. 

The new fixtures are 
separately or with the _ retailer's 
choice of Oxco brushes; or, included 
in two new assortments as follows: 

No. 25 Assortment—lIncludes No. 15 
fixture plus one dozen each of 25 dif- 
ferent Oxco brushes, many with 
Oxco’s new style molded Styrene 
handles in pink, yellow and blue. 
Complete Assortment has a suggested 
retail value of $185.64, including dis- 
play fixture. 

No. 12 Assortment (shown)—In- 
cludes No. 9 fixture plus one dozen 


available 


CLEANING 
SUPPLIES 


each of 12 different Oxco brushes, in- 
cluding many of the new styles. Com- 
plete assortment has a suggested re- 
tail value of $77.76, including display 
fixture at no charge when ordered 
with assortment. 

Brushes in both assortments are all 
labeled; pre-priced and packed one 
dozen to the carton when purchased 
in assortment. For more informa- 
tion— 

Circle No. 592 on coupon, pg. 66 


Travel Alarm Display 


The E. Ingraham Co., Bristol, Conn., 
is offering the Sentinel Display Deal 





The Complete Line. 


14 colorful models to fit every 
family purse! And every fam- 
ily is a customer—so South 
Bend's variety helps you sell 
all requirements! 


The Quality Line. 


Boasts 8 outstanding features 
Grooved and Knurled Balls; 
Automatic Arch; Triple-Grip 
Handles; Rubber-Tip Mallets 
with Modern Design Heads; 


Rock Maple, twice seasoned, 


The Easy-Selling Line. 


Priced right with pocket-book 
appeal! Dress your floor and 
dress your sales with these 
colorful South Bend Croquet 
sets. Catch the eye of Dad, 
Mom, Sis and Brother! 


twice varnished in gay, deco- 
rator colors. 


Go the profit way - 


with 


SOUTH BEND CROQUET 


Every family is a customer for SOUTH BEND CROQUET 


America’s Family Game is more popular than ever—Subur- 
ban living with more and larger lawns—Greater interest in 
family recreation — Increasing entertainment at home! 


Write For 1956 Catalog. 
Contact your Jobber or Sales Representative. 


SALES REPRESENTATIVES 
Eos! — julius Levenson, 7 East 17th St., New York City 
Midwest — South Bend Toy Mfg. Co., South Bend, Indiana 


South — Lovis Willioms & Company, 3rd Notional Bank Building, 
Nashville, Tenn. 


Denver & Pacific N.W.—Leo Scherrer, 2840 West 93rd Street, 
Seattle 7, Wash. 


Calif. & $. W.— Anderson Sales Company, 2330 West Third Street, 
Les Angeles 57, Calif 





Oat 
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Now, from *L0- 


Rugged Rotaries 
with built-in 
"Push" 


New Reo 18” and 21" Power-Trim power pro- 
pelled rotaries are the most rugged and versatile 
ever to hit the market. They drive themselves 
—no pushing! 

With superior performance proved by ex- 
haustive field tests, Power-Trims are engineered 
and built for trouble-free operation. They will 
take any mowing job in stride—give any lawn 
a clipped, brushed “military trim”’. 

Power-Trims are featured in Reo’s strong 
national advertising and local promotion mate- 
rial, and they'll be your big sellers in "56. They 
pack a big profit, too!* 


* Front Wheel Drive with traction tires for 
easier handling with better control. No 
clumsy turning—no digging of soft turf. 

* Safe, foolproof, completely enclosed chain 
drive designed for maximum performance. 

* Simple, handy combination clutch and 
throttle control. 

* 21-inch model has two forward speeds, 
for normal mowing or heavy going. 


Complete line of Reo rotaries with same lawn 
grooming features beginning at $89.95. 





Exclusive Reo Triple Duty Door adjusts mower 
for any grass-cutting condition 


WIDE-OPEN for longest grass 
and weeds. Cuttings are shot 
out, away from mower. No 
clogging. 


TOP OPEN for regularly mowed 
lawns. Clippings are spread out 
evenly. No windrows to rake. 


CLOSED for fine-mulching of 
grass or leaves. Tiny particles 
drop into lawn. No sweeping 


*Exclusive sales features plus better margins and 
longer discounts mean better-than-ever profits on 
Reo in "56. And you'll make more money promo- 
ting these high-ticket power-propelled rotaries! 


The greatest name in 
POWER MOWERS 


Products of Motor Whee! Corporation 
Lansing 3, Michigan 
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No. 197 which features the new 
Sentinel “Wayfarer” travel alarm re- 
tailing at $5.95. The clock has a 
golden color luminous dial and hands 
and when open, measures 344” high 
and 3%4” wide. It has a guaranteed 
40-hour movement and comes in a 
genuine leather case, according to 
the manufacturers. 

The deal includes a colorful, theft- 
resist card and four “Wayfarer” 
alarms, one each with blue, red, tan 
and pigskin cases. The display deal 
has a dealer cost of $17.12. For more 
information— 

Circle No. 593 on coupon, pg. 66 





PRINTED HELPS 
and other sales aids for 1956 





The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. D-13 contains 
free metal wall display and 13 bit as- 
sortment of Irwin 62T Bits, one of 
each size 4/16 through 16/16”. No. 
8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 


metal wall display and assortment of 
30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 
envelope stuffers are also available 
For more information— 
Circle No, 594 on coupon, pg. 66 


Crescent Tool Co., Jamestown, N 
Y., has available for dealers several 
floor and counter display stands 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels. A similar floor 
stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them 
on special easels which will accom- 
modate either single panels or two 
of them back to back. The boards also 
may be hung on peg boards. For more 
information— 

Circle No. 595 on coupon, pg. 66 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 


promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is. displayed in specially printed 
broadsides. Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 
Circle No. 596 on coupon, pg. 66 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost 
Indoor sales and service signs, de- 
signed to stamp the store’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each. For more information— 

Circle No. 597 on coupon, pg. 66 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boost- 
ing sales. The company also advo- 
cates the use of mounted samples on 
display boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 





SU 
| SPINNING. 





NEWTON 


to be SURE 
of PROFITS 





mrnove? ) LED-HED | 


Now! 3 SIZES 
for SPINNING & CASTING 


CASTS LIGHTEST LURES WAY OUT—NO TANGLE. 
NO FALSE CASTS, EASY TO USE—NO SPLASH. 
YOUR CHOICE OF 3 SIZES—$1.00 ea. RETAIL. 
EXCELLENT FOR LIVE BAIT FISHING. 
FOR SPINNING OR CASTING—IT’S A HONEY! 
@ LURES LAND GENTLY IN FRONT OF LED-HED. 
ATTRACTIVE DISPLAY CARDS Packed 12 of a kind, at $1.00 ea. Retail 





SOUTHERN HARDWARE for JANUARY, 1956 





Casion TO CUT 


A. Biddle of Biddle Building Ma- 


terials, Harrison, Ohio, test-cut four well- 


a4 
* as Fed 


es 


known unidentified brands of single strength 
window glass. After trying several cuts on 
each, he picked L-O-F window glass every 
time as the easiest to cut. So did 28 out of 
30 dealers who tried this test. Said Mr. 
Biddle: “Feels softer to the cutter and 


snapped off straight and crisp”’. 


QW to SELL 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label— 
t appeared 234 million times in 1955 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L:‘O'F glass. This preference means faster, 


easier sales for you 


TO MERCHANDISE 


This 11” x 6! counter card offers visual 
merchandising that helps build your win- 
dow glass profits. It yps store traffic and 
reminds customers to b he glass they've 
been needing. The scolite letters glow 
like neon lights. Only 10c. Order one now 
from vour | cy" Owens'Ford Distribu- 


tor liste: Inac! (;lass in phone DOOKS 


LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 


| 





‘ 


\ 
Se oe oe — 
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in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 
Circle No. 598 on coupon, pg. 66 


Revere Copper and Brass, Inc., 
Box 111, Rome, N. Y., has available 
& wide assortment of dealer sales 
aids. These include a large plaque of 
the Revere trademark and envelope 
stuffers. An advertising mat service 
is available, plus a cooperative ad- 
vertising program. For more infor- 
mation— 

Circle No. 599 on coupon, pg. 66 


The Henry L. Hanson Co., Wor- 
cester, Mass., has introduced a new 
Self-Seller Drill Display. This display 
requires 14 inches of counter space. It 
has a clear cover that highlights the 
High Speed Steel Jobbers Length 
Drills which are held in supporting 
holes that serve as a drill gauge, with 
the size and price legibly marked for 
every size. The quantities are varied 
according to demand. 

A unique feature of the cabinet, ac- 
cording to the company, is the storage 
rack for extra stocks which has 29 
compartments to hold a_ standard 
package of each size drill displayed. 
The hinged cover on the display opens 
from the front, making the storage 
rack easily accessible and removable. 

The company has compiled an in- 
formation chart which is available. 
This complete information is included 
in one chart — drill size, decimal 
equivalent, tap drill for 75% thread, 
clearance drill for tap, wood screen 
pilot for both soft and hard wood, and 
wood screw body. For more informa- 
tion— 

Circle No. 600 on coupon, pg. 66 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute twine, mason’s 
line and Christmas twine. For more 
information— 

Circle No. 601 on coupon, pg. 66 


Camillus Cutlery Co., Camillus, N. 
Y., is offering two new sales aids to 
dealers free of charge. 

A die-cut pennant, 11” wide x 21” 
deep in red and black printed both 
sides, is now available for in-store 


72 


display or use in windows. Pennant 
shows a cartoon illustration of the 
Camillus Indian holding up a giant 
number 21 pocket knife. Copy reads: 
“Camillus . .. him heap good knife.” 

A 16-page informative folder en- 
titled “Know the PRODUCT... 
better the PROFIT!” is now available 
giving a complete story on pocket 
knives in general and Camillus knives 
specifically. This folder contains de- 
tails on the edge, the construction, the 
finish and the durability of Camillus 
knives. In addition to this specific in- 
formation many suggestions for in- 
creasing cutlery sales are included. 
Folders and pennants may be ob- 
tained through Camillus distributors. 
For more information— 


Circle No, 602 on coupon, pg. 66 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIL, offers its deal- 
ers two scale promoter display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No. 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor, or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No. 603 on coupon, pg. 66 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter 
displays, and special store displays in 
numerous sizes, colors, and ma- 
terials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number of 
colorful counter displays on various 
products. For more information— 

Circle No. 604 on coupon, pg. 66 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plastic 
construction at no extra cost for the 
TD-48 Holds-E-Zee screwdriver as- 
sortment. This Tenite display holds a 
stock of 48—17 types and sizes—one 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Circle No. 605 on coupon, pg. 66 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill, manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 


request. Counter models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer- 
tain conditions through wholesalers. 
For more information— 


Circle No, 606 on coupon, pg. 66 


Scott-Atwater Manufacturing Co., 
Inc., 2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1956. This material includes 
free mats and ad builders; giant win- 
dow streamers which feature the 1956 
line; handout stuffers; line folder; 
color postcards; dealer decal; im- 
printed match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in three 
colors, plastic, 50” x 14”, and illumi- 
nated by two fluorescent tubes, and 
an outdoor sign 72” x 36” illuminated 
by four fluorescent tubes are among 
the signs available. For more infor- 
mation— 

Circle No. 607 on coupon, pg. 66 


National Lock Co., Rockford, IIl., 
will supply single and double column 
newspaper mats without charge to 
customers featuring National Lock- 
sets, Cabinet Hardware, Furniture 
Trimmings, and Tutch Latch. En- 
velope enclosures describing the 
same products are also available. For 
Locksets, a counter sign is offered 
without charge. The Select-a-pak 
merchandising plan, introduced as a 
sales aid, features screws, stove bolts, 
and hardware products packed in 
small compact boxes which have 
clear acetate sliding covers. Counters 
and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 
for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information— 

Circle No. 608 on coupon, pg. 66 


The Wood Shovel and Tool Co. of 
Piqua, Ohio, makers of shovels, 
spades, scoops, wheelbarrows, post 
hole diggers and augers, offers to 
dealers a complete Tru Blu ad mat 
service. No charge is made for the 
mats when inquiries are on the deal- 
er’s or wholesaler’s letterhead. For 
more information— 

Circle No. 609 on coupon, pg. 66 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish, 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
plays with the purchase of merchan- 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 
100 foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
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Another 
First from 


Model 56 


It’s the Amazing | 
yale pean, alll ec IT FOLDS DOWN 
roy-V me) 2 a | a, WHEN NOT IN USE! 


SPECIAL FOR IRHA HARDWARE WEEK! 


Dazey does it again! This time with a brand-new, grand-new $498 
4 VALUE 


“Push Button” can opener that’s ready just in time for big 


Hardware Week sales. Just push the button —this new with Magnetic Lid-Lifter 
Dazey opener folds straight down—out of the way when 


not in use. Complete with a powerful magnetic lid-lifter, 
the new “Push Button” fits any Dazey wall bracket. 5 
So stock up on Dazey and rack up big profits. 
See your local distributor or write us today! For 


ONLY 


Powerful magnetic lid-lifter. 


Super-honed, grease-sealed cutting wheel. 


As & ~ N) 
a SOE 
SE ' 


Chip-resistant, white enamel finish. 


Folds down out of way when not im use. 


SEE US AT THE CHICAGO SHOW DAZ LY 
BOCTHS 203 & 205 St. Louis 7, Mo. 
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One-Source Buying 
can lift Profits 
5% and More 


Heads-up hardware men everywhere 
are saving time and money — and 
gaining profits by ordering from 
one source — Atlas. You can do 
it, too . . . get tacks, nails, glazier 
points, rivets, glides — thousands of 
allied items — all with one order, 
one bill, one check to one whole- 
saler. Less paper work, uniform 
delivery, easier inventory. 

Atlas quality is known the world 
over. Ask your wholesaler to 
show you the complete Atlas line, 
and explain how you can increase 
profits 5% or more by concentrat- 
ing On One source of supply. 





is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 

Circle No. 610 on coupon, pg. 66 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 
plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
siuffers of interest to home-owners 
and prospective builders, and a 
booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available 
is an assortment of carded hardware 
complete with display rack. For more 
information— 

Circle No. 611 on coupon, pg. 66 


Midwest Tool and Cutlery Co., Inc., 
Sturgis, Mich., offers dealers a small 
wire display rack for merchandising 
its line of steel snips. The display, 
which takes up only one square foot 
of counter space can be displayed 
elso in windows or can be hung on 
walls. The merchandiser contains a 
varied assortment of 12 snips with a 
retail value of $23.85. The rack shows 
stock number and retail price and 
enables the dealer to see at a glance 
those items in short supply. The dis- 
play rack is given free with purchase 
of the merchandise. Both are packed 
in one carton. For more informa- 
tion— 

Circle No. 612 on coupon, pg. 66 


Ocean City Manufacturing Co., “A” 
and Somerset Street, Philadelphia 34, 
Pa., is publishing a monthly news- 
letter for fishing tackle dealers. The 
publication is designed to give tackle 
dealers information so they can make 
more profit. For more information— 

Circle No. 613 on coupon, pg. 66 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven 5, Conn., 
makes available to dealers a two-col- 
or window streamer promoting its 
line of guns, advertising mats, enve- 
lope stuffers, a sales manual, a color- 
ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 
free electrotypes as well as radio and 
TV commercials. For more informa- 
tion— 

Circle No, 614 on coupon, pg. 66 


The Patterson-Sargent Co., 1325 E. 
28th St., Cleveland 14, Ohio, publishes 
a complete catalog of suggested deal- 
et sales aids. These include radio 
commercials, window and outdoor 
signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, and 
suggested copy for newspaper ads. 
For more information— 

Circle No. 615 on coupon, pg. 66 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display, 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a_ three-color identification 
banner with hangers illustrating the 
four lines of power equipment and 
explanatory literature on all prod- 
ucts. For more information— 

Circle No. 616 on coupon, pg. 66 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, counter 
signs, decals, envelope stuffers, and 
counter coats for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is 34” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
4%” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Cnannellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain 9 of the 
Heavy Duty Slip Joint pliers—four, 
6”; three, 8”; and two, 10” patterns. 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 
blue and white on silver foil carton. 
For more information— 

Circle No, 617 on coupon, pg. 66 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No. 618 on coupon, pg. 66 


Utica-Duxbak Corp., Utica 4, N. 
Y., has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs. 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
tion— 

Circle No. 619 on coupon, pg. 66 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
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Q) lnspection: Every Jackson Water Heater is 
thoroughly inspected before it leaves the 
factory — not just once, but at every stage 
of production! 


Q) Complete Line: Jackson's line is complete — all 
models available in all standard sizes! 


© Quality Controlled: Practically every part is pro- 
duced in Jackson's modern factory. ALL 
parts must face Jackson's rigid quality 
controls! 


CD Immediate De/rvery: Four fully stocked ship- 
ping points: Atlanta, Ga., Charlotte, N. C., 
Siloam Springs, Ark., and Chattanooga, 
Tenn.! 


5) Warranty: Every Jackson Water Heater has its 
own Warranty — protecting you and your 


customers! 


6) Pr : Jackson has the latest types of glass- 
lined tanks and other up-to-the-minute 
features! 


Wire, write or phone NOW for complete details 
on Jackson Gas and Electric Water Heaters. Your 
inquiry does not obligate you in any way. 


SALES REPRESENTATIVES 


W. L. JACKSON MANUFACTURING COMPANY A. Lord: Pectary Sees Agee 


375 Whitehol! Street, S. W 


1222 EAST 40TH STREET CHATTANOOGA 7, TENN Atlanta, Georgie 


Telephone: LAmeor 1977 


J. P. Schoenfeld Corl A. Scholle Ralph Jones Company L. O. Ledford, Sales Agency 
3434 Howard Rood 3517 Hanover P. ©. Box 190 311 Chickamougo Avenve 
Richmond 23, Virginia University Park Siloam Springs, Arkansas Rossville, Georgia 
Telephone: 2-6197 Dalles 25, Texas Telephone: 827 Telephone: 89-5554 
Telephone: EMerson 4228 
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Customers 
A Favor 


YOU SELL VICTOR! 


Yes, your customers will 

thank you for selling them Victor products 
because they're sure to get better cétting 
results. You'll get better sales results be- 
cause those customers will come back to 
you for more. We're making sure, with con- 
sistent advertising. 


Special Flexible or Flexible Blades—Designed for gen- 
eral purpose use in cutting all machineable metals, 


plastics, fibre, etc. 
“Mely’® High Speed Stee! Blades — 


These blades are 


tough, carry the load, retain sharpness and embody 
all high qualities of heavy-duty blades. 


Victor Ne. 10 Frame — Yellow, Tenite handle — long- 
wearing rustproof crackle finish. Complete with 12” 
Unbreakable Special Flexible Blade. Features easy 
blade change and te < 


ee ____ aa 
, 





& 


Victor Ne. 15 Frame — Red Tenite handle. Smooth, 
easy- to-cleen, high gloss, rustproof finish for lifetime 

I with 12” “Moly” High Speed 
Blade. i easy blade change and automatic 
tensioning. 





Victer No. 20 Frame — Long-time mechanics’ favorite. 
Adjusts for 10-inch and 12-inch blades. Pistol grip. 


Increase Blade Sales 
By Featuring 
Molyflex”” Display Card No. 166 


Moly flex Hand 
»n each 3- 

cord 

uy of more 


fits 


VICTOR SPECIAL FLEXIBLE 
Assortment No. 45 


on 1 


Sold only through Recognized Distributors 


VICTOR Qu 


VICTOR SAW WORKS 

MIDDLETOWN, N. Y., U.S. A. 
Makers of Hand and Power Hocksow Blades, 
Frames, and Metal and Wood Cutting 
Band Sew Blades of every type and size. 





promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The Salesmaker, available in counter 
or floor models, holds seven sizes of 
rope which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 
Circle No. 620 on coupon, pg. 66 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio 
commercials, product literature, win- 
dow streamers and counter cards. For 
more information— 

Circle No. 621 on coupon, pg. 66 


Southern Screw Co., Statesville, N. 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 
formation on wood screws and stove 
bolts. The chart is of heavy card- 
board, punched for hanging and cov- 
ers information on wood screws as 
follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis- 
counts; how to determine size, length 
and head style; pilot and shank clear- 
ance hole recommendations chart; and 
shipping weights. Stove bolt infor- 
mation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts; and shipping weights. For 
more information— 

Circle No. 622 on coupon, pg. 66 


Aladdin Laboratories, Inc., 419 
South 6th St., Minneapolis 14, Minn., 
encloses a dealer merchandising kit 
in each box of six JON-E’ hand 
warmers. Included is a cardboard 
counter display, a special green and 
red sleeve to be used on individual 
cartons, arn envelope stuffer, and 
three-color window streamers. Ma- 
terial is available without charge in 
any quantity. For more information— 

Circle No. 623 on coupon, pg. 66 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
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coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per thou- 
sand. Lawn care portfolios which in- 
clude one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 
Circle No, 624 on coupon, pg. 66 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 

Circle No, 625 on coupon, pg. 66 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is fin- 
ished in chartreuse and red and has 
an SM insignia fastened to the top 
of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 

Circle No. 626 on coupon, pg. 66 


The Shakespeare Co., Kalamazoo, 
Mich., is now providing, upon re- 
quest, a tie-in news mat service for 
tackle dealers. The product ads in the 
mat service are miniature versions of 
larger national ads on brand name 
tackle items currently being featured 
in 1956 Shakespeare national adver- 
tising. Copy ideas and advertising art 
used in the national program have 
been adapted to these 1l-column, 3- 
to 4-inch ad miniatures which can be 
used alone (with dealer store identi- 
fication) or grouped with other items 
featured in the regular block-type 
newspaper store advertisement. The 
3-page set of tie-in news mats is be- 
ing offered without charge. For more 
information— 

Circle No. 627 on coupon, pg. 66 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up Time” program 
kits to aid dealers in their garden 
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There’s a 


CRESCENT SLIP-JOINT PLIER 


for every job! 


CeeTeECO COMBINATION PLIER 


_ PUIER. 1.26, 6”. Also in 5,8 and 
7 bd 10" 


@ Crescent offers a wide selection of 
styles and sizes in this widely used 
HARDWARE DEALERS every- 
; J : ; where are increasing their tool 
special analysis steel and finished in ui sales with Crescent Display panels 
Designed for wall, counter, table 
; ; or window display, they can be 
teeth, comfortable handles and smooth ee pt | used with various mounting fix- 
tures. Ask your jobber for details. 


plier type. All are drop-forged from 
bright plate. They have sharply milled 


working joints. The joint bolt and nut 





are turned from solid bar steel and 
case hardened. You simply can’t find 


better pliers anywhere. 


CRESCENT TOOLS — 
o// (4 , ’ le ? 


A 


Crescent is ovr trode-merk, registered in the United States ond abroad, for wrenches ond other tools Sold by leading distributors ond retoilers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 


SOUTHERN HARDWARE for JANUARY, 1956 77 





WELDED 
FENCE 


33% 


LESS COST 
MAKES IT 100% 
EASIER TO SELL 


PROFITABLY! 


EASY TO 
PUT UP 


NO 


50 and 100 ft. 
Units 


SMALLER MESH for BETTER 
PRCTECTION 
BETTER LOOKING 
i GALVANIZED AFTER WELDING 
TO LAST LONGER 
i” PERFECT COMPANION SALE ITEM 
WITH GARDEN SUPPLIES 


Stock and sell the modern home fencing that 
brings you maximum profits with a minimum 
of sales effort... G & B WELDED-FENCE 
that costs about one-third less than the cheap- 
est old-style ornamental fencing. ORDER TO- 
DAY FROM YOUR NEARBY HARDWARE JOB- 
BER AND BE READY TO MEET THE EARLY 
SPRING DEMAND! Ask him for free newspaper 
mats and posters to help you sell . . . or write 
for ordering form direct to Sales Service Dept., 
Gilbert & Bennett Mfg. Co., Georgetown, Conn. 


GILBERT & BENNETT 


GEORGETOWN 3, CONNECTICUT 
BLUE ISLAND, ILLINOIS 
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tool promotion. Various four-color 
Store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 
charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 
Circle No. 628 on coupon, pg. 66 


Cleveland Mills Co., Lawndale, N. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments. 
White on the outside with blue bins, 
the stand is printed in red and blue. 
For more information— 

Circle No, 629 on coupon, pg. 66 


John Sunshine Chemical Co., Inc., 
600 W. Lake St., Chicago 6, IIL, offers 
its 12 - 2 oz. tubes of Pipe Joint Com- 
pound individually boxed and packed 
in the former Display Box. News- 
paper mats or electros are furnished 
free upon request. Electros or news- 
paper mats also are furnished free 
upon request for the Mitee Thread 
Cutting Oil which now features the 
new reversible spout as standard 
equipment. If a dealer has any stock 
of these cans without spouts, the com- 
pany will send sufficient spouts with- 
out cost. A red “S” identifies those 
cartons containing cans with spouts. 
For more information— 

Circle No. 630 on coupon, pg. 66 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A _ cardboard 
counter display containing 100 ft. 
connected coils of manila or sisal rope 
in sizes 4”, 5/16”, 38” and %”. (2 A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 Ibs. or 
more of rope. (3) A rope merchandiser 
that handles seven sizes of rope— 
displays, measures and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes to 
a master shipping carton. (5) A Spun 
Nylon All Purpose Line is offered in 
sizes No. 18, No. 21, or No. 24. This 
is put up in a display box containing 
100 ft. tubes, individually wrapped in 
cellophane, 12 boxes to a master car- 
ton. (6) Fitler Filament Nylon Starter 
Ropes, 9/64” dia. x 42” long with 
over 600 Ibs. tensile strength. Mini- 
mum shipment one carton, 12 dis- 
play cards packed in a master ship- 
ping carton. Display cards contain 12 
ropes with handles, each in a cello- 
phane bag, stapled to a display card 
and each card is wrapped in an in- 


dividual corrugated shipping folder. 
(7) Fitler also offers Filament Nylon 
Yacht Rope put up in connected 
coils. Each master carton contains 
four boxes and the connected coils 
are packed as follows: 7 - 50 ft. coils 
1%” dia.; 5-50 ft. coils 5/16” dia.; 
4-50 ft. coils %” dia.; and 4-25 ft. 
coils 4%” dia. (8) To all dealers han- 
dling Fitler Brand Manila Rope, Fit- 
ler will furnish a Blue and Yellow 
laminated metal sign for counter or 
wall use. For more information— 
Circle No. 631 on coupon, pg. 66 


Moderate Buildup 
in Inventories 


AFTER MORE than a year of in- 
ventory liquidation, businessmen 
began rebuilding stocks at a 
moderate rate during the year. A 
fairly sizable buildup occurred in 
the second quarter. But with 
further increases in economic ac- 
tivity the rate of accumulation 
slowed in recent months, the De- 
partment of Commerce reports. 

Sales increases during the past 
year have exceeded inventory 
gains and ratios of stocks to sales 
are generally below last year. 
Stocks of durable goods relative to 
business sales are well below last 
year, with reduced ratios at manu- 
facturing, wholesale and retail 
levels. 

o 


Credit Adds to 
Buying Power 


UsE OF credit has played an im- 
portant part in boosting consumer 
purchases for the past year. Con- 
sumer credit outstanding at the end 
of the third quarter of last year 
totaled 34.3 billion dollars, a net 
gain of more than 5 billion from 
September 1954. The Department 
of Commerce reports that nearly 4 
billion of this increase was for 
automobiles for which credit out- 
standing totaled 14 billion dollars. 
Total consumer credit outstanding 
at the end of September was equal 
to a record of about 12% percent 
of the annual rate of consumer in- 
come after taxes. 


< 


Industrial Output 
Hits High Point 


RESPONDING to an expanding 
market for goods in nearly all 
categories, industry output rose to 
a record level in the third quarter. 
Production of the nation’s mines 
and factories was about 14 percent 
above a year earlier. 
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IT DOMINATES! 


Absolutely nothing measures up to SWING-A-WAY 
synchro-gear drive and floating cutter move- 
ment. These exclusive SWING-A-WAY features 


work together as a coordinated team to give you 


positive, smooth cutting which adjusts instantly 


and automatically to absorb the shock 

from dented cans. This DeLuxe. Mode! No. 507 
is still America’s largest seller and 

top value* at $2.49 list. 


*rated FIRST in quality and value by America’s 


foremost testing organization and publisher 


THERE’S A SWING-A-WAY BEST SELLER AT EVERY PRICE LEVEL 


FIRST IN SALES BECAUSE IT'S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVENUE, ST. LOUIS 16 MISSOURI * In Conoda: Fox Agencies, Port Credit, Ontario 
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For more information on these new products 
use the return post card on page 66 


1956 RAC Hose Reels 


R. A. Castell & Co., 740 Salem St., 
Glendale 3, Calif., recently introduced 
its new RAC Super Series “16” line 
of Hose Reels. The series includes 
models 116-RAC (shown), 216-RAC, 
and 316-RAC. 

Special features pointed out by the 
manufacturers include super-rigid 
steel drum design; twin steel disc 
drum design; and new “PresSure” 
Hose Reel Water Seal. The reels are 


designed to keep hose safe from 
abuse; to lessen lugging and tugging 
hose around; to encourage more fre- 
quent watering; and to minimize the 
danger of tripping over loose hose. 

Super RAC-116, called “Water 
Porter,” is mounted on its own reel 
barrow for portability. The 216 Wall- 
type Reel is recommended especially 
for institutional and light industrial 
use. The 316 connects right up to any 
standard faucet or sill cock, where it 
stays put, always ready for watering. 
For more information— 

Circle No. 136 on coupon, pg. 66 


Power Trimmer 


The new McCoy electric trimmer is 
announced by Ber-Dan Manufactur- 
ing Co., Fort Worth, Texas. It is said 
to be designed for any task where 
hand trimming is necessary—‘“for 
tight places where mowers won't 
mow.” 


According to the manufacturers, 
features include the following: versa- 
tility, exclusive “shock absorber” to 
prevent sprung shafts; extra heavy- 
duty construction; adjustable handle 
for easy use with oversized grip; 
easy-change of blades to assure sharp 
cutting edge; and fingertip on-off 
switch for added safety. For more in- 
formation— 

Circle No. 137 on coupon, pg. 66 


Lawn Spreader 


The new Model No. 80 Ohio Lawn 
Spreader is announced by Ohio Ma- 
chine Products, Inc., 105 Duane St., 
New York 8, N. Y. 

Features pointed out by the manu- 
facturers include the following: Axle 


bearings are nylon and are highly 
resistant to the corrosive action of 
fertilizer and lime. Valve is stainless 
steel, also highly corrosion resistant. 
Feed control is simple to operate, 
positive in action and accurate in 
flow distribution. Spreader capacity 
is 21 pounds of seed, 80 pounds of 
commercial fertilizer; spreading 
width is 27 inches. 

The paint job is two-tone green 
and white and each spreader is packed 
individually in corrugated carton; 
shipping weight is 36 pounds. For 
more information— 

Circle No. 138 on coupon, pg. 66 


New 21" Rotary Mower 


The Johnston Lawn Mower Corp., 
Brookhaven, Miss., has added a new 
21” power propelled rotary mower 
to its line of home power mowers. 

Powered by a 2.5 hp nationally 
advertised 4-cycle engine, the new 
mower features a recoil starter and 
a reversible “Suction Lift” cutter bar 
of hardened alloy steel. The deck is 
of permanent mold aluminum alloy. 
The enclosed “V” belt traction drive 


has automatic spring loaded belt 
take-up. The mower has worm gear 
reduction, plus pawl and pinion to 
wheel ring, gear semi-differential 
erive. A leaf mulcher is furnished 
with mower at no extra cost. 

The new Johnston 21” Power Pro- 
pelled Rotary has the same modern 
streamlined design and matador red- 
shoreline beige finish which have 
been incorporated into the complete 
Johnston line for 1956. For more in- 
formation— 

Circle No. 139 on coupon, pg. 66 
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UNIFORM 
OLE NEI D 


One of the reasons your customers 
can depend on RB&W fastener quality 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod. 
RB&W has a whole battery of them. 
You won’t find these in many fastener 
plants because they’re expensive. But 
we have them because we think they’re 
indispensable in making the best fas- 
teners possible. 


Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell — and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


Facilities like these and the know-how 
to use them have built for RB&W 
products an unsurpassed reputation 
for uniform quality — just one more 
reason why it pays to handle the 
RB&W line. 


If you aren’t handling RB&W fas- 
teners now, contact your local RB&W 
distributor, or write Russell, Burdsall 
& Ward Bolt and Nut Company, Port 
Chester, N. Y. 


RB-W 


110th YEAR 


Plants at: Port Chester N. ¥; Corcopolis, Pa. 
Rock Folls, ill; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicego; Dallas; San Francisco. Seles 
agents at: Milwaukee, New Orleans, Denver, 
Seattle. Distributors from coast to coast. 
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FIVE GOOD REASONS 
WHY IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete reliability of 
supply from full stocks. 


4. Fast, accurate and 
friendly service. 


5. The original “upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling. 





wb 


TURNBUCKLES 4 ; 
“Packaged 4 


So 
BRIGHT 
WIRE ( 


EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


ELIMINATE 
Loose-piece losses. 
Time losses. 


OFFER 

Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


Tutnbuchles 


MICHIGAN ITY INDIANA 
GRAND BEACH MICHIGAN 


“One good turn (buckle) deserves another” 








Economy Garden Hose 


The Supplex Corp., Division of 
American Hard Rubber Co., Gar- 
wood, N. J., is now offering a new 
garden hose to compete in the low 
priced field. Called “Economy,” the 
hose is made of transparent, virgin 


vinyl in a green color. It is packed 
in 25 ft. and 50 ft. coils which retail 
for $2.69 and $3.98 each respectively. 
The hose has reattachable coup- 
lings, and each hose has a colorful 
package-card which contains all the 
sales features and the 5-year guaran- 
tee details. For more information— 
Circle No. 140 on coupon, pg. 66 


New Wheelbarrow 


A new home and garden wheel- 
barrow, the Ace Barrow, is an- 
nounced by Jackson Manufacturing 
Co., Harrisburg, Pa. 

The Ace has newly designed han- 
dles which provide support to the 
full length of the tray bottom. The 
wheel is placed to carry a larger por- 
tion of the load for improved balance 


and to reduce operator fatigue; it re- 
tains the low-lift feature. The wheel- 
barrow has a one-piece seamless tray 
with new rolled edge for added 
strength. 

Other features include: 
three cubic feet; wheel—steel disc, 
self-lubricating bearings; tire—10 x 
1.75 heavy duty, semi-pneumatic, 
puncture-proof. The parts are pack- 
aged and trays are shipped nested. 
For more information— 

Circle No, 141 on coupon, pg. 66 


capacity— 





You don’t lift 
a finger 
...except to 
ring up sales - 


caster display 


Nothing quite like the attention this 
Bassick caster display’s been getting 
from the “do-it-yourself” audience. 
Small wonder, too! It gives a customer 
many ideas for protecting floors and 
making furniture portable with 
Bassick casters. 

Today, 10,000 hardware stores are 
using this display. With Bassick adver- 
tising reaching 42 million readers in 
the Saturday Evening Post alone, it 
pays to feature these nationally adver- 
tised products. 

If you haven't ordered the Bassick’s 
HD-10 display, put it on your want 
list and check your Bassick jobber. 
And he can supply you with all the 
Bassick casters you need to cash in on 
this profitable, fast-moving market. 
THE BassicK COMPANY, ne 2, 


—, tan 
» Siok 
y BS 


ay 
BassicK == 


A DIVISION OF su 
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buy 


no 

finer 

insurance 

protection 

for BUSINESS, HOME or CAR 


loraled IMPLEMENT ond HARDWARE 


IT'S GOOD BUSINESS de [ IMSURANCE COMPANY 


TO SUPPORT Ur l luc a 
YOUR ASSOCIATION 
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-SPRAYERS 


CHOICE for Quality the World Over 
ee 


for ever 70 years 


SMITH 
JIM DANDY 
Cert Sproyer 


‘“*King of all 
sprayers.” Easy 
to wheel Easy to 
operate Large 
rubber tire wheels 
have roller bear- 
ings. 12 

proof hose 

tank. Pressure 
gauge 





SMITH SPRAYERS are 
the nationally advertised 
profit line with ready 
customer acceptance. 
Leaders in design, en- 
gineering and perform- 
ance. 


SMITH 
RITESIZE Sprayer 


“The ladies’ choice.”” Light 
weight. Operates easily. 5 
ft. oll proof hose enables 
user to set sprayer on 
ground and cover wide area 
Adjustable nozzle Unsur- 


passed 


SMITH 
STREAMLINED BLIZZARD Sprayer 


World's most 
beautiful 
sprayer. Solid 
copper tank 
Pump barrel 
is highly pol 
ished brass 
Pt. Qt. Highly 
popular. Nothing else like it, 


SMITH SsPEeDEX Garden and Tree Sprayer 








Solid brass, double action pump. 5 ft. hose 
with bucket strainer. Throws 20 to 80 ft 
spray or fine fog mist. Comes mounted on 
attractive display card. 


SMITH €-z 5 Gol. Knapsack Sprayer 
Finest knap 
sack sprayer 
made, Unex- 
celled for 
weed and 
brush con- 
trol. Pump 
lever devel- 

r ops high 

pressure easily. 

Zinc-grip steel or 

copper tank. For 

every spraying 

reed. (Recom- 
mended by Extension Services.) 


PRICES ALLOW ATTRACTIVE MARK-UP 


D. B. SMITH & CO 











“Aqua-Gun" Hose Nozzle 


Melnor Metal Products Co., Inc., 
10-40 45th Ave., Long Island City 1, 
N. Y., has announced a new, com- 
pletely automatic squeeze hose noz- 
zle, called the “Aqua-Gun.” The 
“Aqua-Gun” has the “Green Trigger” 
which the manufacturers state is an 
exclusive feature designed to elimi- 
nate continual re-adjustment of the 
spray. 

The handle is squeezed to obtain 
the desired spray and the “Green 
Trigger” locks the “Aqua-Gun” at 
the desired spray position. The han- 
dle is squeezed again to shut off the 
gun. The “Aqua-Gun” is made from 
ron-corrosive zinc, stainless steel and 
brass, with a chrome finish and is 
said to be leak-proof. For more in- 
formation— 

Circle No. 142 on coupon, pg. 66 


New Water Sprinkler 


The “Little Giant” Water Sprin- 
kler, introduced by Sprayers & Noz- 
zles, St. Petersburg, Fla., can be regu- 
lated by a thumb screw adjustment to 
spray a circle from 15 to 80 feet wide. 
It revolves gradually and auto- 
matically by water pressure alone to 


cover a full 360° circle of desired 
diameter, according to the manufac- 
turers. It has no springs. 

The diameter regulator is aluminum 
alloy with stainless steel shaft, solid 
brass parts and fittings, to resist cor- 
rosion. The sprinkler has a painted 
steel ring base with hot galvanized 
ell and brass fittings. For more in- 
formation— 

Circle No. 143 on coupon, pg. 66 
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Y 
7 CLEAR THE WAY FOR 
5 BIGGER PRUNER PROFITS with 


PORTER'S 3 New Package Plans 


Sell the Best Pruners and make the Bes? Profit! Choose any one} 
of the Porter Pruner Packages — there's one tailored to fit your | 
store and your community. Packages contain a selection of pruners | 
PLUS point of sales material — 138 — Counter Card with Free | 
Garden Glove Offer, store banner, 8A — 8S — counter display, } 
and Porter's attractive individual packaging. ; 





PORTER PRUNER PACKAGE "A" 
Contains: 8 8S DuraShear One-hand Pruners 


4 8A DuraCut One-hand Pruners 
3 13S In-B-Tween Pruners 


Your Cost $36.34 YOUR PROFIT $18.11 
PORTER PRUNER PACKAGE "B™ 


Contains: 3 13S In-B-Tween Pruners 


Your Cost $9.90 YOUR PROFIT $4.95 
PORTER PRUNER PACKAGE "C"™ 


Contains: 6 13S In-B-Tween Pruners 


; Your Cost $19.80 YOUR PROFIT $9.90 


fh 


. 
< 


£ H. K. PORTER, INC. 


See your wholesaler for full information on 
these PORTER PRUNER pockoges or write us 


Somerville 43, Massachusetts 
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all year round... 
more and more dealers 


are saying: 


“Let’s handle ’ 
 & ; 


wad 2. 
77° 
Builder's Special 
Cat. 2540 


“A good line of hinges to handle” . .. that’s 
the trade’s way of saying, “We like to sell 
Griffin products”... “Griffin gives good 
service ... they back up their product. . . 
they never have and never will cut their 


STEEL BUTTS and fo Sting aste ste yoke” oe 
; our customers like the product.”’ 

SHELF HARDWARE ' Display them and you'll sell them—Griffin 

Hinges ... order by the carton... in any 


You'll find your fellow : 
selections your customers want. 


dealers saying, ““We like to 

handle the Griffin line.” 
NEW VISIPAKS — Order by 

Buy in any selections you i the carton of individual VisiPak 

want—in any item in shelf § carded items 

hardware...mending plates, 

flat corners, corner braces, 

strap hinges and T hinges 


(light or heavy), safety =| 
hasps, shelf brackets, or 


what have you. i 
“since 1899” 
| MANUFACTURING CO. ERIE, PA. 
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New Cylindrical Locks 


A major new line of pin-tumbler, 
heavy-duty, key - in - the - knob-type 
cylindrical locks is now being pro- 
duced by The Yale & Towne Manu- 
facturing Co., Yale Lock and Hard- 
ware Division, White Plains, N. Y. 


The Yale 5400 Series line consists of 
a series of basic locks, each for a dif- 
ferent function, available in four dif- 
ferent knob designs, four different 
accessory trims, and seven standard 
finishes. 

Construction features include stain- 
less steel retractor compression 
springs, which resist corrosion; un- 
usually large rollers with heavy 
shafts for improved bearing charac- 
teristics and high load capacity; a 
bridging unit applied to the retractor 
jaws to prevent spreading under ex- 


cessive strain; independent inside 
sleeve to assure equal strain to both 
outside and inside case construction; 
spring shock absorbers in all buttons 
to assure long life to push-button 
stem; and a longer bolt guide for 
latches to give greater wear dura- 
bility. 

The new locks can be master-keyed 
or keyed alike for “single key” con- 
trol. The steel parts are rustproofed 
with a heavy zinc coating and dichro- 
mate dip, and bolts are of solid brass 
or solid bronze. All exposed parts are 
of solid brass, bronze, stainless steel, 
or aluminum, and all cylinders are 
solid brass. 

According to manufacturers, a 
unique feature of the series is the de- 
sign of the basic lock case which is 
identical for all locks in the 5400 
series, permitting all knobs and trims 
to be interchangeable. The new series 
met Federal specifications for type 
161 locks, the manufacturers state. 
For more information— 

Circle No. 144 on coupon, pg. 66 


Hydraulic Pump 


A new 2-quart hydraulic pump 
oiler said to be capable of delivering 
a full stream or one drop of oil is in- 
troduced by Eagle Manufacturing Co., 
2510 Charles St., Wellsburg, W. Va. 

The new 2-quart oiler supplements 
the line of Eagle hydraulic pump oil- 


ers, heretofore available only in %- 
pint, 1-pint and 1-quart capacities. 

Available with either vertical, angle 
or flexible spouts — all interchange- 
able — the new 2-quart oiler has all 
pump parts renewable. There are no 
soldered connections in the pump me- 
chanism. Oil can be delivered in a 
full stream or one drop, depending 
on the pressure exerted on the thumb 
lever. A controlled-measure attach- 
ment can be fitted on the handle, at 
additional cost. 

The new Eagle oiler is recommend- 
ed for use on the farm, in service sta- 
tions, in plants and machine shops, 
on railroads, and other applications 
where heavy machinery parts are 
oiled. For more information— 

Circle No. 145 on coupon, pg. 66 





FENCE FUNNIES 





Advertisements like this, 
appearing regularly in 
regional farm papers, are 
catching the attention of 
fence buyers. 





Ask your 
jobber for 
these 
Bethlehem Steel 
products......... 




















NAILS AND STAPLES STEEL FENCE POSTS BARBED WIRE 
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"Century" Spinning Reel 


Denison-Johnson Corp., Mankato, 
Minn., has introduced the new John- 
son “Century” model Spinning Reel. 
The “Century” is a clused type reel 
with front end delivery and features 
the Select-o-Dial by which the op- 
erator can determine at a glance the 
amount of drag he has on his line. 
On this model it is also possible to 
see the amount of line on the spool 
without removing the line cover, ac- 
cording to the manufacturers. It has 
a push button which operates with 
downward pressure. 

As it comes from the factory, the 


reel is set for right hand retrieve on 
a casting rod. It can be converted to 
reel-right hand casting, left hand cast- 
ing, right hand spinning, or left hand 
spinning. This is made possible by 
interchangeable side plates, a re- 
versable spool and a dual anti-re- 
verse. It is factory loaded with the 
correct amount of six pound test 
monofilament line 

The “Century” also has the usual 
Johnson features of Dia-Chrome 
hardened rotor; Tungsten Carbide 
pick-up pin; stainless stee] shafts with 
“Olite” bearings; spool of one-piece 
rylon construction. The entire reel is 
said to be rust proof and salt water 
resistant. For more information— 

Circle No. 146 on coupon, pg. 66 


Pruner Unit Packages 


H. K. Porter, Inc., Somerville, 
Mass., currently is introducing three 
new unit packages for its fastest sell- 
ing pruner items, each a complete re- 
tail selling kit. Unit packages contain 
products, display material, store ban- 
ner and pruner catalogs. They are 
shipped to the wholesaler complete 
and ready for reshipment to the re- 
tailer. 

Three separate and complete unit 
packages are available: Package A 
contains eight 8A Dura-Cut One-Hand 
Pruners, four 8S DuraShear One- 
Hand Pruners and three 13S In-B- 


Tween Pruners. In addition, Package 
A contains one Wooden Merchandiser 
for featuring the 8A DuraShear and 
the 8S DuraCut Pruners, wooden 
dowels on which prospects can make 
trial cuts and storage space in the 
back of the display for convenient 
stocking of the pruners. A counter 
display for the 13S In-B-Tween is al- 


so included in this unit along with a 
store banner and supply of Porter 
Pruner Catalogs. 

Package B contains three 13S In- 
B-Tween Pruners, plus one Counter 
Display Card, one Store Banner and 
supply of Porter Pruner Catalogs 

Package C contains six 13S In-B- 
Tween Pruners, plus Counter Dis- 
play Card, Store Banner and supply 
of Porter Pruner Catalogs. For more 
information— 

Circle No. 147 on coupon, pg. 66 








AHA! BY JOVE! WE'LL 
NEVER SLIP TUROUGH THAT 
BETULEWEM FENCE ! 
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BALE TIES 


CLOTHES 
LINE 


AUTOMATIC 
BALING WIRE 


BOLTS 


, 
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1956 Reel Power Mower 


Reo Division of Motor Wheel Corp., 
Lansing, Mich., has introduced a new 
reel type power lawn mower, the 
WLK-18 “Scotty,” to its 1956 line. 

The new Reo “Scotty” is said to be 
a popularly-priced model that brings 
to 11 the number of rotary and reel 


riveted, five-blade reel and chrome 
molybdenum steel bed-knife, height 
adjustment from one-half to 2%4 
inches, combination clutch and throt- 
tle lever, floating handle suspension 
and all-steel construction. For more 
information— 
Circle No. 148 on coupon, pg. 66 


Reel Repair Kit 


Introduction of a reel repair kit 
for tackle dealers and reel repairmen 
servicing Ocean City salt water reels 
has been announced by the Montague- 
Ocean City Rod & Reel Co., “A” and 
Somerset Sts., Philadelphia 34, Pa. 

The #791 salt water reel parts kit 
contains an assortment of the parts 


most 20 Ocean City salt water reels. 
The parts are packed in an all-steel 
four-drawer cabinet. A service man- 
ual is included with the kit. The kit 
has a retail value of $90; dealer cost 
is $40. 

The kit contains parts for the fol- 
lowing Ocean City reels: Numbers 
112, 113, 936, 925, 922, 940, 923, 993, 
994, 250, 251, 255, 965, 949, 950, 937, 
981, and 985, plus most Ocean City 
salt water reels no longer in the line. 

Dimensions of the repair kit are 10 
inches wide, 9% inches high, and 
11% inches deep. Parts are packed in 
specially designed compartments in 
each of the four drawers, and pro- 
vision has been made also for 
creating additional compartments and 
for storage of reel repair tools. For 


most frequently needed to service al- more information— 


Circle No. 149 on coupon, pg. 66 


“Duo-Line”™ Spool 


Five Bronson fishing reels now 
offer the fisherman a new type, 
double-utility spool called the “Duo- 
Line” which is designed to handle 
either braided or monofilament line, 
according to Bronson Reel Co., Bron- 
son, Mich. 

The lightweight aluminum “Duo- 
Line” spool features a wide flange 
shoulder that is designed to prevent 
line pinching behind the spool end. 

Fresh water bait casting reels hav- 
ing the new spool are the Bronson- 
made J. A. Coxe No. 3-C, and both 
Coronet models, the No. 25-C and No. 


type power mowers available for the 
1956 selling season. 

Power for the “Scotty” will be 
supplied by Reo’s 2% horsepower 
gasoline engine with rope starter. 
Other features include a double- 





Nolthane)ejel-samat-ts 
FULLER money- making 
specials like this 


NEW BRONSON 


CHOICE WHILE 
- ‘mien DUO.-LINE” SPOOL 


-_ “9 


This fast-moving, 

profit producing “cash 
register companion” 
will sell itself! And 
it's typical of the 
specials Fuller offers 25-N. The Coronets are Bronson’s 
month after month, 4 two deluxe level-winding reels with 

Nee ~ vies the free spool mechanism that auto- 

oo aaa it! matically disengages the handle on 

Put this in your the casting stroke and automatically 

Want Book now. engages it on retrieve. Line capacity 

for all three reels remains unchanged 

Order from from °55 models—75 yards of 10-lb. 

your jobber's test for the 25-N, and 100 yards 15-Ib 
oatoomen. test for the 25-C and 30-C. 

Two Bronson-made J. A. Coxe salt 
water reels also have this new 
TT T¢ ; double-utility spool, the No. 325 and 

P .- No. 1215. Line capacities are as be- 
fore—250 yards on No. 250, and 150 
yards on No. 1215. For more informa- 
tion— 

Circle No. 150 on coupon, pg. 66 


FULLER | TOOL COMPANY, 


m=) 3522 Webster Avenve, 


New York 67 
45 ‘ 
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A sure way to lose a fisherman! 


A sure way to land him! 


Yes, every conscientious dealer, who caters to his 
fishermen clientele, carries Gladding lines. And 
there is good reason. First, there’s a Gladding line 
for every kind of fishing. The /Jnvincible is the 
finest bait casting line available. Aerofloat is the 
amazing fly line that never has to be dressed... 
yet it always floats. Among spinning lines, our 
Platy/ is 50% stronger than other monofilaments 
of the same diameter. 

And you can count on making a satisfied cus- 


IF IT'S GLADDING 
IT'S GUARANTEED 


B. F. GLADDING & CO., INC. » 
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tomer when you sell a Gladding line. Because 
Gladding is the quality brand in fishing lines— 
Stocking 


Gladding means more dollar volume for the dealer 


nationally advertised—it sells easily 


and more profit, too! 

If you are not among the thousands of dealers 
everywhere stocking Gladding lines, ask your 
jobber or write for full information today. We 
guarantee good fishing...and good selling... 
with Gladding. 


AT YOUR 
FAVORITE DEALER 


SOUTH OTSELIC, NEW YORK 








New BiG ORANGE 


Hardware 
Assortment 


ORANGE" 
Hi-Strength 
Products 


Designed for the 

Dealer with Minimum 

Display Space 

Mounting base of stand only |6"' in diameter. 
Hardware dealers handling heavy hardware 
will find this assortment displayed on stand, 
sells pickwp items every day. Assortment 
consists of 10 best selling numbers in the 
Big Orange line, all used and wanted. Order 
from Your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 














MIXES IN COLD WATER! 


CONSUMERS 
PATCHING 
PLASTER 


- for cracks, holes 
ond general repoir 





Famous for 
QUICK SALES 
because it... 
1. Needs no sizing. 


. Mixes white in cold water. 


. Will not check or shrink. 


2 
3. Knits quickly to old plaster. 
4 
5. Does not peel or crack. 


@ Available in 1, 2% and 5 Ib. cartons; 


2, 5, 10, 15 and 50 ib. paper bags; 100 
and 300 Ib. drums. 








—_ 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


HADLEY SI $ 6.MO 





Half-Surface Hinge 


Griffin Manufacturing Co., Erie, 
Pa., announces a new line of half- 
surface hinges. Used largely by pre- 
fab and project builders, the half- 
surface hinge is mortised only into 
the door jamb, saving working time 





in hanging doors, according to the 
manufacturers. 

The hinge has a bevelled edge on 
the door leaf for improved appear- 
ance. It is available in all popular 
finishes: prime coat, bright or dull 
brass, bright or dull bronze, nickel, 
dull nickel, bright or dull zinc, and 
chrome, or to customer specifications. 

The Griffin half-surface hinge is 
made in all sizes, from 242” to 5”, 
and can be used on either right or 
left hand doors. For more informa- 
tion— 

Circle No. 151 on coupon, pg, 66 


Plastic Hose Repair 


A new “Replaceable” Plastic Hose 
Mender, announced by L. R. Nelson 
Manufacturing Co., Inc., Peoria, IIL, 
is designed specifically for the quick 
repair of 42-inch and 7/16-inch plas- 
tic hose. The mender is all brass and 
rustproof and has a machined insert 


tube and locking bands with machine- 
cut threads and knurled sections for 
easier handling. 

The Mender is packed in a self- 
service package that carries detailed 
and illustrated instructions on the 
hose repair. A carton, showing uses 
of the Mender, is used for shipping 
and displaying Mender packages. For 
more information— 

Circle No. 152 on coupon, pg. 66 
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WATERFEED 
Water soluble cartridge type fertilizer. 2 for- 
mulas, 15-5-5 and 15-40-10. No lown burn. 
Box of 20 cartridges $1.00. 


eG 
wm’ WATERSPIKE 


Amazing mode! 553—2 
wey wotering device 
Weoters overhead or 
flip valve for sub 
surface irrigation di 
rectly to roots 

$4.90 eo 


WATERFEEDER 


Model 954. Applicotor for cartridge 
type fertilizers. Attaches easily to fou 
cet or hose. Use any wotering device 
Fertilize while you woter. $1.99 


SQUARESPRAY 


Famous mode! 433 
lt gets the corners 
Hookup in tandem or 
vse to fertilize while 
you water. $2.95 





PRODUCTS CO. 


9th & GRAYSON + BERKELEY 10+ CALIFORNIA 





SELL THE BRAND 
FISHERMEN WANT 


NORWICH 


THE FISHING LINE OF CHAMPIONS 


You'll black 
figures when you display and sell 
NORWICH LINES — the line 
of Champions. Used and recom 


write plenty of 


mended by Sports Fishermen the 
NORWICH LINE 


accepted as the 


world over, 
has become 


standard of quality and top 





notch performance 
i We're 


famous line 





mighty proud of all our 


doubly so of 


m spinning line 


wor- FLEX tynex nyle 
) sszes mm mist green 
STATESMAN braided ny boit 


sting line. 10 sizes end four colors 


Norwich lines ore mode and guaranteed by the 
NORWICH LINE COMPANY, INC... NORWICH, N_Y 


NORWICH LINES cost no more 
- ask your jobber salesman or write 


Jorpan B Parsons & SON 


1330 TYLER STREET ¢ HOLLYWOOD, FLORIDA 


SOUTHEASTERN REPRESENTATIVES 


1956 





look at this 


the biggest SELF-SELLING 


EXTRAS 


ever offered 


Every single tape packed in an ir- 
resistible crystal-clear plastic util- 
ity case! PLUS—rich metal-edge 
carton that is a display in itself! 
And in each “White-Tape”— more 
quality extras than in any tape at 
any price! Yet Evans “White- 
Tapes” still start at a sensible 
$3.49 list price. 


ean T2ALLONG 


Another outstanding EVANS EXTRA! Each EVANS 
Pocket “White-Tape” in clear Tenite utility case 
1-dozen assortment carton becomes a counter display. 
Inside a special display for one each 6, 8, and 10 ft 
tapes, and three extra display cards for individual tapes 


RULE CO. 


Gree 410-416 TRUMBULL ST., ELIZABETH, W. J. 
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An Open Letter About 
Your Future in the 


Power Mower Business 
——~ 


The power mower business has a 
terrific future ahead of it — but 
there are storm warnings ahead. 
With 250 manufacturers in the 
power mower field, the economic 
facts of life are that the ranks will 
be thinned. The smart merchan- 
disers aiming at a solid future are 
changing to a line with al] these 


Mow-Master 20-in. Self Pro 
pelled, with exclusive Dual 
Chain Drive, sells at a sug 
ested list of only $149.95 
ther models, right down 
to the most competitive 
have similarly attractive 
rotaries and Mowamatic reels are prices at full markup 


built by Propulsion Engine Corp 
a subsidiary of Food Machinery and Chemical Corp., in 
a new enlarged 34-acre facility, the most modern in the 


qualifications. 


A reliable manufacturer with 
sound resources. Mow-Maste: 


industry. 


A complete line you can sell to the whole market— 

top. middle and bottom. Mow-Maste:r and Mowamatic 
mowers range from 18 to 2] in., from the most deluxe to 
the most competitive models—each designed for fast turn- 
over, no “cats and dogs” to clutter inventory. 


Attractive prices with profit-making discounts. Com 
pare Mow-Master and Mowamatic pricing, discount 
structures, dating program— it's geared for steady profits 


Premium quality. With unsurpassed research and 
production facilities, Mow-Masters and Mowamatics 
deliver the superior performance that builds consumer 


preference, 


Aggressive merchandising. Propulsion gives you 
national advertising in such magazines as The Post 
Better Homes and Gardens, Good Housekeeping, and 
Town Journal . factory-paid advertising in your market 
powerful co-op advertising program sparkling 


point-of-sale material, literature and direct mail 


If you want a line that's really geared to help you sell, 
you want Mow-Master—Mowamatic. Get set for a big 


year and many more like it—send the coupon now. 
Mow- Master. — Mowamatic 


SEND COUPON TODAY! 


CO with ! PROPULSION ENGINE CORP. 


South Milwaukee, Wisconsin 
MOW-MASTER iS OVE 
we aad | 
GROW | 
! 


Name 
Address 


City 











“ECONOMY” 
50 tt. only $3.98 


25 ft. only $2.69 
Transparent Virgin Vinyi—in a rich green eye- 
catching color 
Reattachable Couplings — the only low-priced hose 
with this important feature 
5-Year Guarantee — an outstanding sales point 
in this price range 


Here's your traffic-builder in garden supplies 
Ask your Suppiex jobber for full details. 


Feature Supplex in 1956. For complete line of 
Supplex watering equipment see ad on pages 
24, 25. 


SUPPLEX CORPORATION 














Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


TRACTOR SEAT CUSHIONS 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & ME co 
Greenfield, Ohio 
MAKERS OF FAMOUS TA-PAT.CO 
HORSE COLLAR PADS SINCE 188! 





“Tool Pool Il" 


Standard Tool Co., Cleveland, Ohio, 
announces the new “Tool Pool II” and 
assortment. The unit measures 19 
inches wide, 23 inches deep and 22 
inches high. 


The complete assortment includes 
27 sizes of High Speed Drills; four 
types of Drill Sets; 10 sizes of Taps; 
seven sizes of Dies; Die Stock; two 
sizes Tap Wrenches; two types of 
Reamers and four sizes of Screw Ex- 
tractors. 

The exterior metal case is in 
neutral gray baked-on enamel. The 
trays are vacuum formed of bright 
yellow styrene plastic and each item 
is identified by red silk screen copy. 
Each tool fits its own niche in the 
plastic trays as cavities are shaped 
by tools themselves. Center tray slides 
down to permit easy access to open 
stock in base of cabinet. For more in- 
formation— 

Circle No, 153 on coupon, pg. 66 


Booklet on Sprinklers 


An illustrated booklet, “How to 
Get Top Performance from Your 
Lawn Sprinkler,” has been prepared 
by L. R. Nelson Manufacturing Co., 
Inc., 1725 S. Washington St., Peoria, 
Ill. The cartoon-type folder presents 
factual reasons why larger hose sizes 
should be used with modern sprin- 


perfect target for 
PROFITS... 
SANDVIK 
BOW SAWS 


World’s 
Largest 
Seller! 


Sandvik » a 


f Sandvik Stee 


Road, Fair Lawn, N 








PREG! ALLENCO 
Rrree THAN RAIN” 


With the most complete line of 
sprinklers and hose-accessories 
ALLENCO answers requests for 
an all-in-1 merchandising package 
It's called the Cash-Cart Promo- 
tion, featuring the above all-pur- 
pose 2-square-foot display plus a 
complete promotional program 
(including local advertising in 
your town) with a $100 List as- 
sortment of best-sellers! It can 
boost your traffic, highlight your 
whole Summer Tool dept., cut 
handling costs and INCREASE 
SALES. Order “Allenco Cash-Cart 
Deal” from your jobber now or 
write, including his name, to 
W. D. Allen Mfg. Co., Chicago 6. 


Allenco Bldg. — Room 505 
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More profit on 


HOUSEWARES 


_ with these 
re high-quality 
 fast-selling 


BRUSHES 


Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 33144%, but 
a full 3744%—for you. 


colorful merchandise . . . 
appeaiingly displayed 


Kelloge @ Brushes 


famous name . . . famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 





PROVEN in SALES! 
PROVEN in USE! 


Self-Chalking Chalk Line 
Box #125. Packaged in 
white cardboard carton, 
$1.25 list. 


oe STRAIT—LI NE aaa 
CHALK LINE BOXES 
Rapid-Fill Chalk Line Box 
#190. Packaged in 
orange cardboard car 


ton, $1.50 list 


Both boxes contain 50 ft 
ef TOP QUALITY cholk 
line—will hold 100 f+ 


Stock with assurance... they're PROVEN fast sellers. 
Handles fold flat, lock line at any desired length. All 
metal moving parts, simple and trouble-free. Fit the 
hand solidly and guaranteed against all defects. 

Also specially prepared chalk ovailable 

in four extra rich colors and 1 of. to 

50 Ib. packages 

Chalk line with great tensile strength, dur 


ability and maximum snap-action 


pockoged in 50 and 100 ft. lengths 








Dealers, for your jobber’s name and descriptive literature, write: 


STRAIT-LINE PRODUCTS, INC. 
P.O. Box 577, Costa Mesa, Calif. 
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BILTRITE 


VINYL PLASTIC 


GARDEN HOSE 
and SPRINKLERS 


... by one of the world’s largest pro- 
ducers of vinyl and rubber products. 


Biltrite Hose and Sprinklers help sell 
themselves. Brilliant colors . . . hand- 
somely finished solid brass fittings .. . 
merchandising . . . packaging . . . point- 
of-sale information — everything has 
been designed to give the Biltrite line 
more buy appeal to sell more for you. 


BILTRITE 10-STAR 


e Lighter and more CB WURITE 
flexible, yet more durable ‘ 

@ Won't rot, crack, chip CARDEN 
or peel 

@ Heavy reattachable 
nickel-plated Rod Brass 
fittings 
25-feet and 50-feet 


Also available: BILTRITE 8&-STAR 
and 5-STAR hose. Guaranteed 8 and 
5 years, respectively. 


TRIPLE-TUBE 
SPRINKLER-SOAKER 


@ Lies flat, won't roll over 

@ Nickel plated solid 
brass fittings both ends 

@ Widelydistributed spray 
° . reversible for use 
as soaker 

@ 25-feet and 50-fe 


; 


AMERICAN BILTRITE RUBBER COMPANY 





kling equipment, the company points 
out. 

Designed to help sprinkler users 
determine their hose requirements 
and watering time, the booklet con- 
tains actual laboratory performance 
figures on several sprinklers pro- 
duced by Nelson. An insert gives in- 
structions on when and how to water 
lawns and gardens. For more in- 
formation— 

Circle No, 154 on coupon, pg. 66 


Ranch Type Mail Box 


A new Ranch Type forged iron 
mail box, capatle of holding the large 
size magazines and even small pack- 
ages in addition to regular first class 
mail, is announced by McKinney 
Manufacturing Co., 1715 Liverpool 
St., Pittsburgh 33, Pa. 

This latest addition to the Mc- 


Kinney line of “Blue Ribbon” mail 
boxes measures 16 inches in length, 
nine inches in height, and 4% inches 
in depth. Weighing six pounds, it 
comes in two rust-resisting finishes— 
colonial dull black and colonial white. 
Both finishes have solid polished 
brass trims. 

The McKinney Ranch Type mail 
box encloses its contents to make it 
weatherproof. 

Gift-wrapped in an attractive box, 
it is an ideal gift for brides, new 
home-owners, and for smart all- 
season giving, according to the man- 
ufacturer. 

Packed two to a master carton, the 
forged iron mail boxes may also be 
secured for individual sales in any 
combination of finishes—two black, 
two white, or one black and one 
white. List price is $12.95 each. For 
more information— 

Circle No. 155 on coupon, pg. 66 


Drill Speed Reducer 


Supreme Products, Inc., 2222 So. 
Calumet Ave., Chicago 16, I11., intro- 
duces the Versamatic, a reversible 
speed reducer (7 to 1 ratio) that can 
be used with any electric power 
drill. 

There is a 7-fold increase in torque, 
the manufacturers state, which in- 
creases the usefulness of any ordi- 


nary drill. The Versamatic can be 
used for driving screws, removing 
screws, for reduced speed drilling of 
all kinds, and many special uses such 
as nut running, etc. Reversing is ac- 
complished by one simple twist of 
the wrist, they state, and in reverse, 
the unit produces a 6-time power in- 
crease. 


ops 
——— a 
AZ 


Included with the Versamatic unit 
is a medium duty screwdriver bit, 
Phillips head bit, square drive adapter 
for use with socket sets, and a com- 
prehensive 12-page instruction book 
Other accessories are available at ex- 
tra cost. List price is $14.95. For more 
information— 

Circle No. 156 on coupon, pg. 66 











Now Stock Only 





The (Larson) Line 





No. 654 


It's the Sturdiest— 


Strongest by Test 
and  Breakproof. 
Designed with a 
deep jaw. Fine 
pressure threads. 
The large eyebolt 
permits extra lever- 


Sturdy - All Steel "“C" Clamps 


Heaviest"'C" Clamp Line Made Today 


A Progressive Magazine 
for 
Progressive Hardware Men... 


SOUTHERN HARDWARE 


If you are not now a subscriber, or if your subscription 
is due for renewal, send in your order today—! year 
$1.00, 3 years $2.00. 


SOUTHERN HARDWARE 
806 Peachtree St., N. E. 


Atlanta 5, Georgia 











TO) 


Department SH-55 








age. 
5 Sizes: 
1", 2", 2", 3" and 4" 
Bright Zinc Finish 
Also Available— 


STERLING « 





New Extension Clamps. 


Write today for colorful literature and prices 


CHAS. O. LARSON CO. Firm 
ILLINOIS 


Street and No, _ 


eae 











W. R. C. Smith Publishing Co. 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 


Please enter my subscription to SOUTHERN HARDWARE for 3 years. 


Rs ee rs SOAR E's Se ae 


00 Enclosed find $2.00 


C) New 
C) Renewal 


See -_ 


CJ Send bill for $2.00 
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Another® 
SALES WINNER 
for YOU by--+++ 


LITTLE SAM 


SPINNING 
LURE 


Actual Size 





Wt.—'s ox. 
Each—$1.25 














yI—_V 
Floats naturally on its side with treble 
hook at side acting as keel. 





It's @ hit . . . of rest or in motion! This “injured minnow” lure 
floats on its side at rest, dives and swims wildly on retrieve. Fish 
it by the “still-and-twitch” method. 
Indestructible Tenite || plastic body. Propeller-type spinner blades 
fore and aft; two size 8 treble hooks. Packed one in plastic box, 
& boxes in display tray. 
EIGHT PATTERNS—AIll! with Two-Color Painted Eyes 

. LMI—Gray back and scales, White belly. 

. LM2—Pear! with Black back, flecked in Silver on sides. 

. LM3—White with Red head. 

. LM4—All Yellow with Silver scales on sides. 

. LM5—Green back, Yellow scales on sides, White belly. 

. LMb6—Black back, Black scales on sides, White belly. 

. LM7—Frog (Grn. back, dark spots, Yel. sides, Wht. belly). 

. LM8—White with Silver scales over dark Olive on back, 

flecked in Silver on sides. 
$1.25 Dozen 

No. LMA6—Six assorted, one each LMI, 2, 4, 5, 6, 7. Packed one 
in plastic box, 6 in display tray; standup card. Per Asst. . . $7.50 


TRY THESE FAST-SELLING 
SPINNING LURES, TOO! 


26 
No. SN2J—"SN2" JR. No. BK—BOTTOM KNOCKER 
5 


Each—$1.00 Each—$1.2 
Dozen—$12.00 Dozen—$15.00 


THE WEBER LIFELIKE FLY CO. 


Stevens Point, Wisconsin 


} 


> 


' DULUTH + MINNESOTA ~. £1. 1908 


. LOOK FOR 
DIAMALLOY 


The Demand for 
DIAMALLOY 
WRENCHES 
is Based on 

Superior 
Pertormance 


1. Manufactured from 
finest alloy steel 
available. 





. Machined to close 
tolerances — ad- 
just easily and 
firmly. 


-Hardened and 
toughened by 
latest heat treating 
methods—jaws will 
not nick. 


. Chrome plated and 
highly polished for 
sales appeal. 

- Manufactured in 8 
sizes—4" to 24” 
single end. 


LE AO Atty tt, 


Write for New 
W-20 Tool Catalog 


“There is 
Nothing finer 
than a 
DIAMOND” 


SRE OD VS EE a 


DIAMOND CALK 
Horseshoe Co 


TORONTO - ONTARIO 
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CLEAR, STRONG ' 
Fen. ip elatlillib mC hAdaatia:. 


PROTECTIVE COATING 


SEALS OUT a gg 
A0 


WATER LS-GREASES POPULAR MECHANICS 


For all wood, metol, RA and leading 
glass, poper, plastic FARM MAGAZINES 
or rubber surfaces ‘ coost to coast 
tor iaity Co. - OVER 10 MILLION ADS 
Radic 
Cherlotte, N. C. as ao month! 


LIQUID W 
Loosens Rusted Bolts 


nuts... serews... ports 
3 Ox. Can 30¢ list 
(12 to Disploy carton) 


Rodictor Specicity Co. 
Chorlotte, N. C. 





Mop and Broom Specials Merger Gives New Name 
The Ox Fibre Brush Co. Inc., to Southern Saw Works 


Frederick, Md., is now offering the AN EXPANSION program which 
new Sponge-It wet mop and Sparkle, ill _ ly ? 000. additi 1 
an all-purpose broom (shown) at a bee supply 58,00 eermyensens 

square feet of manufacturing and 


special price to retail at $1.75 each. . 
The two will be featured through office space has been started by the 
Hardware Week, April 12-21; regular § Manufacturers of the Snapper Line 


retail price will be $2.00 each. of power garden implements, and 
is due for completion by fall of 
this year in McDonough, Ga. As 
part of the program McDonough 
Foundry & Machine Co., Mc- 
Donough, Ga., has been merged 
into Southern Saw Works, East 
Point, Georgia and will be op- 
erated as a distinct division. 


Two Divisions 


The resulting corporation has 

been named McDonough Power 

Equipment, Inc. It will have two 

divisions, with the Power Imple- 

ment Division continuing the 

manufacture of Snappin’ Turtle, 

Snapper Twenty, Big Snapper and 

the Snapper Tiller and Cultivator 

for the present at East Point 

* Georgia. The Machine & Foundry 

Sponge-It is a “spaghetti” mop Division will continue foundry op- 

made from new green colored DuPont erations and the manufacture of 

Sponge Yarn. One dozen mop heads 

are wrapped individually in yellow 

and brown Pliofilm envelopes, and _ Officers of McDonough Power 

packaged, with one dozen assorted- Equipment, Inc., will be William 

color, screw-in handles, in a color- R. Smith, president; John L. Sin- 

fully printed self-service shipping back, vice-president and general 

and display merchandiser. manager, machine and foundry 

Sparkle has a red plastic border division; E. E. Spratlin, vice-presi- 

and a tough fibre center. It has a ent and treasurer; Tony Malizia, 

flared trim and rubber bumpers. One vice-president and sales manager, 
dozer. broom heads, each wrapped in ; . soa 

blue and white Pliofilm envelopes, power implement division; Inman 

and one dozen assorted-color screw- srandon, secretary; Carson Steele, 

in handles are shipped in a display assistant treasurer, and assistant 

merchandiser. For more informa- secretary. Ed L. Humphreys will 

tion— be chairman of the board of 


Circle No, 157 on coupon, pg. 66 directors. 


equipment for textile mills. 


} 
= . , | | 
CLASSIFIED 
4a “ * 4 





FOR SALE OR EXCHANGE 

For sale or ——— : _ acre retirement 
farm, modern building excellent pas- 
tures, bold mountain ~ hunting and 
fishing, near lakes. Over $60,000 spent 
on improvements. Cash $30,000 or will 
consider exchange for small hardware 
business located in western N. ©. or 
Knoxville area Tenn. Brochure and photos 
available. Write: Oconee Hereford Farm, 
Mt. Rest, South Carolina. 








HOUSEWARES LINE WANTED 
Well established agent covering the South- 
eastern territory is willing to take on 
another good housewares line. P. O. Box 
689, SOUTHERN HARDWARE, 806 
Peachtree St., N.E., Atlanta, Ga 











REPRESENTATIVES 


Make Immediate Profits 
From Waltco’s Fabulous 
New Direct-to-Dealer 
Program 


lf you're now selling direct to the 
dealer . . . or if you're getting ready 
to make the profitable switch as others 
are doing . . . Waltco Products complete 
line of Fishing Equipment and Picnic 
Goods is the line for you. 

Buying direct is becoming the goal of 
all dealers! Heavily advertised, Waltco 
is styled right for sales appeal .. . 
priced to meet and beat any competi- 
tion ... It's a “gold line” for live wire 
producers, WRITE TODAY giving com- 
plete details of where you travel, the 
lines you now carry, and as much in- 
formation as possible to help us make a 
choice. 


WALTCO PRODUCTS 


2300 West 49th St. 
Chicago 9, Illinois 








4@(MARSHALLTOWN MARS HALLTOWN 
x TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, 


IOWA 
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ARMI Predicts 1956 Housewares Sales 
in Supermarkets to Reach New High 


THE NATION’s supermarkets will ring up $225,- 
000,000 in 1956 from sales of housewares and other 
related non-food items that include everything 
from pots to packaged sea shells, it was forecast 
recently by Philip N. Kane, president of the Amer- 
ican Rack Merchandisers Institute. 

This prediction raises such sales over the $200,- 
000,000 mark for the first time. 1955 is expected 
to bring in $185,000,000. 

Kane commented that “today, over 87 percent of 
all supermarkets carry housewares and related 
non-foods, compared to 10 percent five years ago.” 
Service distributors will supply supermarkets with 
180,000,000 of the expected total. 

“Housewares are one of the biggest non-food 
sections in the modern supermarket and operators 
are turning increasingly to such items because of 
the substantial profit margins they offer — often 
producing twice their share of the net profits in 
supermarkets compared with food products,” Kane 
reported. 

Products furnished by service distributors to su- 
permarkets include kitchen tools, cutlery, pots and 
pans, and kitchen gadgets. In addition, Kane noted, 
they frequently offer other non-foods including 
soft goods, stationery and school supplies, toys and 
novelties. 

The American Rack Merchandisers Institute, 
formed five years ago, now includes 280 service 
distributors and major manufacturers of non-foods 
merchandised through supermarkets. 

. 


Western Tool & Stamping Co. Buys 
Eastern Mower Manufacturer 


PURCHASE of the common stock and current in- 
ventory of Blair Manufacturing Co., Springfield, 
Mass., by Western Tool & Stamping Co., producers 
of power mowers and lawn equipment, has been 
announced by E. W. Kolls, president of Western 
Tool. Net worth of the Massachusetts mower man- 
ufacturer is said to be approximately $1 million. 

The Blair firm, which was founded in 1879, is 
one of the oldest existing lawn mower manufac- 
turers. It has been continuously producing mowers 
since the time of its founding, and the current line 
includes hand mowers, reel and rotary mowers, 
lawn edgers and trimmers. 

Western Tool & Stamping Co. now has three 
manufacturing facilities: the factory in Des Moines, 
a wholly-owned subsidiary, Tev, Inc. in Gaines- 
ville, Ga., and Blair Manufacturing Co. in Spring- 
field. Brands include the Homko, Certified, Crafts 
man, Dunlap and now the Blair lines. 

According to Kolls, purchase by Western Tool 
of the Blair firm will greatly strengthen the latter 
company’s financial position and manufacturing 
capacity in the lawn mower field. The Blair line 
will now be expanded to include all types of mow- 
ers and lawn equipment. 

Morton B. Collins will continue as president and 
general manager of Blair Manufacturing Co.; Wil- 
liam W. Baker will remain as vice-president in 
charge of production and Miss Marion C. Allan will 
continue as an officer of the company. 

Blair Manufacturing Co. will be operated as a 
wholly-owned subsidiary of Western Tool & 
Stamping Co. 
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VALE 
EADLOCKS 


YALE HAS THE PRODUCTS 
AND THE POINT OF SALES DISPLAYS 
THAT SELL THEM FAST! 


: sv | 

| aos _ FREE! SEND NOW! 

y | Write for valuable booklet 

\ \\ “The Key to Selecting Auxiliary Locks” 
Y \ »y THE YALE & TOWNE MFG. CO., 

\ %s [een White Picins, N. Y. 
y = 


Lock & Herdwere Div., 


VALE. PEG. US. PAT. OFF 


¥ 
i 


MEE YALE & TOWNE 
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“The Yackson Line Ky 


és the Proget Line 


JACKSON 


Manufacturing Co. ¢ Harrisburg, Pa, 





LOOK TO..: 
PROFITS 


ROTARY 
EDGER and TRIMMER 


Newest in the market, Geyer’s Rotory 
Edger and Trimmer has the features 
to make it a best seller... 

@ SURE GRIP TIRE TREAD 

© SELF-SHARPENING BLADE 

* EXCLUSIVE SPRING TENSION 

® MULTIPLE USES 

* GUARANTEED DURABILITY 

@ COLORFUL FINISH 


Model GES 
$3.95 retail 


Model GE2C 
$5.85 retai/ 


® National advertising 
ond selling aids ore 
offered to assure you 
of extra profits with 
Geyer tools. 





FLAT WIRE SELVAGE 
WRIGHTWELD HARDWARE CLOTH is a 
major advance. Hard drawn wire in place of 
the customary annealed wire gives added 
strength, rigidity and uniformity of meshes. 


By the Wright weaving process the flat wire 
selvages are tightly welded to each filler wire, 


resulting in even, accurate width. Heavily 


galvanized after weaving. 


G. F. WIRIGHT STEEL & WIRE CO. 


WORCESTER ¢ MASS. 


SOUTHERN HARDWARE for JANUARY, 1956 

















TA Tt TTT] 
Wel wvuanfoalyh 
ln ne...2uanie i stant nat at | 








EVERYWHERE 
there 4 


THIRST 


*y) THERE’S A PLACE FOR 


re £00 





ae COOLERS 





Sizes from 2 te 15 gallons, 
with or without insulation, 
with or without spigots. 


IGLOO HAS S. A. (sales appeal) BECAUSE it’s: 


¢ CORRUGATED for extra strength 

¢ INSULATED, keeps water cooler—longer 

* BOTTOM SUPPORTED, prevents center sag 

* Equipped with FLUSH-MOUNTED SPIGOT, 
lasts longer 

e ALL-STEEL constructed and GALVANIZED for 
anti-rust 


Up to the rigid SANITARY requirements of 
See your railroads and highway departments. 
Wholesaler 


ests corrorsrion P. 0. Drawer 2365 © Houston 11, Texas 








Shallow Well 


Thrifty 1/3 H.P. 
or 





deep-well 


DEMPSTER 


Powerful 2 H.P. 


Deep Well 





Shallow-well 


Dempster Convert-o-jetmaster lets you offer the 
advantages of convertible water systems to fit most 
water conditions! No more trouble in areas where 
water conditions have made other seals fail — or 
where falling water tables have made a single pur- 
pose water system ineffective. In the Convert-o- 
jetmaster you get both durability and adaptability. 
The filters in the patented cartridge stuffing box 
in the Convert-o-jetmaster stand guard against sand 
and grit — filtering it out before it can reach the 
packing. This stuffing box means a better seal, low 
power loss and more pumping power. A removable 
bronze sleeve eliminates all wear on the motor shaft. 


Convertoj 


WATER SYSTEMS 


Dempster’s new Convert-o-jetmaster retains all the 
advantages of the Dempster Convert-o-jet line: 
Quick conversion from shallow well to deep well 
operation without extra cost except for the pipe; 
low investment (only slightly higher than Convert- 
o-jet models); choice of thrifty Ys or powerful 4 
HP ball bearing motor; top quality material and 
construction throughout. 

Dempster Convert-o-jetmaster will deliver to 835 
gals. of water from a shallow well — go down to 
90 ft. in deep well operation. 

For Trouble-Free sales — feature the Trouble-Free 
Dempster Convert-o-jetmaster! 


Write or call today for new 4-page Convert-o-jetmaster folder! 








DEMPSIE 


WATER SUPPLY EQUIPMENT 
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DEMPSTER MILL MFG. 
BEATRICE, 


Bronches and Warehouses: Omoha, Nebraska; Kansas City, Missouri; Des Moines, lowe 
Sioux Falls, South Dakota; Denver, Colorado; Oklahoma City, Oklahoma; Amarillo, 
Texas; San Antonio, Texas 


co. 


NEBRASKA 
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Incentive pions attract “better- 
than-average”" staff members, 
keep them more content and in- 
spire them to improve jobs and 
systems. Leonard W. Cooper, 
left, parts manager, expiains to 
D. M. Tennyson, owner, how a 
farmer receives a badly needed 
part in record time 


By C. L. Lorentzson 


Incentive Plan 
builds a permanent staff 


“7 YOU WANT to attract the best 
type of employee—one who 
identifies company problems as 
his own and works to solve them; 
one who possesses greater potential 
as he grows in experience with 
your company; and one who feels 
more a part of his community be- 
cause of home ownership and fam- 
ily ties, then, you should carefully 
consider using an incentive system 
to stimulate your key employees to 
greater efforts.” 

These are the words of D. Mel- 
vin Tennyson, president of Tenny- 
son-Garner Co. of Columbus, 
Georgia. Tennyson has been in the 
farm equipment business as a deal- 
er for over 20 years and during 
that time his company has grown 
from five employees who had no 
trouble keeping track of their 
meager $5700 parts inventory to 
24 long-time employees who find 
their $70,000 parts inventory now 


a full-time accounting job. 

“We've grossed between $500,000 
and three quarters of a million dol- 
lars in volume for the past seven 
years straight,” Tennyson’ ex- 
plained, “and I can safely say that 
much of our success in operation 
has been due to the caliber of our 
staff. Most of them are married; 
many are buying their own homes 
and are raising families. As a re- 
sult they are more civic-minded 
than the usual run of employees 
They take an interest in the city’s 
educational facilities, its churches 
and its government. Such men are 
very stable employees and not like- 
ly to pull out when offered a 
$20.00 raise by another firm. 

“I believe our staff is above-the- 
average because of our incentive 
plans. We have given an annual 
Christmas bonus to all our em- 
ployees since 1938. In 1950, we 
elected to pay our key employees 


For seven consecutive years this farm 
annual gross volume has ranged from $500,000 to $750,000 
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Here Cooper checks perpetual in- 
ventory file with Charles G. 
Tucker, assistant parts manager, 
top, and J. C. Edwards, parts 
clerk. Given a real incentive key 
personnel become more sales 
minded and do a better job of 
training the younger men in the 
organization 


those who had been with us at 
least five years—a percentage of 
their ‘take’ over a set amount. In 
1952, we devised a stock purchase 
plan by which certain of the staff 
could invest in their company if 
they desired, and in the not too 
distant future, we hope to in- 
augurate a retirement plan 


equipment dealer's 
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“Our plan to pay key employees 
a percentage over the ‘break even’ 
point, volume-wise, has been very 
successful. We figured out that the 
break-even point for our parts de- 
partment sales was $10,000. So, we 
set this amount as the base point 
and elected to pay our old parts 
manager, Joe Aderhold, 2 percent 
of all sales over the base amount. 
So Joe was not only paid his 
regular salary, but a bonus amount 
which depended on his total vol- 
ume. 

“You can guess how Joe re- 
acted to this opportunity. The more 
he sold, the more he made. If a 
customer came in and asked for a 
harrow disk, Joe was inspired to 
ask the customer if he needed a 
range of other items which he may 
not have thought he needed. In- 
stead of spending two or three dol- 
lars, Joe would often get the cus- 
tomer to spend eight or 10 dollars. 
Last month,” Tennyson continued, 
“our new parts manager, Leonard 
Cooper, boosted our parts sales 
volume to $24.000. He was paid his 
basic salary plus 2 percent of 
$14,000, the amount he sold over 
the ‘break-even’ point. That meant 
Leonard pocketed $280.00 more 
than his usual salary. 

“Joe, formerly the parts man- 
ager when this system was in- 
stalled, is now one of our best out- 
side salesmen. We feel that the 
parts department is our best train- 
ing ground for our future execu- 
tives. Joe learned his stock quick- 
ly, made friends easily. It got so 
folks would call him and ask only 
for Joe by name. Then, too, he 
learned a lot about our equipment 
and knew what each unit’s best 
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selling points were. Today, he’s do- 
ing a wonderful job and gets a 
higher basic salary. This is in addi- 
tion to the 2 percent he earns for 
all volume he grosses over the 
‘break-even’ point set for his job.” 

In 1952, Tennyson devised a 
stock purchase plan which he 
made available to his key men. 
Once again, the five-year continu- 
ous employment limit established 
the principal basis for participa- 
tion. 

“A business gains nothing by 
taking every Tom, Dick, and 
Harry into its benefit plans. If a 
man is a good, reliable person and 
strikes you as having a good po- 
tential for the future, he'll answer 
any questions you may have about 
him by his performance in that 
length of time.” 

In addition to longevity, Tenny- 
son judges the man’s position, his 
record of loyalty and helpfulness to 





Joe A. Aderhold, outside sales- 
man, was formerly parts man- 
ager, one of the first to share in 
the stock purchase plan. The 
parts department is considered 
best training ground for future 
positions in sales and other im- 
portant departments in the com- 
pany. Below, Tennyson explains 
stock purchase privilege to Miss 
Lucille Henry, a new “key” em- 
ployee. Purchase of stock makes 
employees aware of company 
operations, conscious of exces- 
sive costs 


the company, and his possibilities 
for the future. 

“These are the same points we 
consider before giving out oul 
Christmas bonuses. Obviously, a 
parts foreman carries a much more 
responsible load than our janitor; 
consequently, he gets more bonus 
However, we take into account 
length of service in figuring out 
Christmas bonuses, and each year, 
we increase the percentage each 
gets if he is loyal and hard-work- 
ing.” 

Under the stock purchase plan, 
the key men are offered the op- 
portunity to invest their money in 
the company and thus to increase 
their earnings through dividends. 

“We have 700 shares of common 
stock outstanding,” Tennyson ex- 
plained, “and our personnel may 
buy any portion of this amount 
they wish. We prefer that they 

(Continued on page 118) 
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A report to you about men and machines that help maintain International Harvester leadership 


Here's a quick test for built-in strength. 
Round after round . . . day after day this 
Internationa!® 300 Utility rides the rail- 
road ties. Each time it jumps a tie, a half- 
ton hammer blow hits the front end of the 
tractor. The raised scoop, loaded with iron, 
puts terrific leverage on front bolster, wish- 
bone and wheels that only the strongest 
can withstand! 


How TRIAL by TORTURE 


Slam-bang operation under brutal over- 


load ages a preproduction tractor years le n g the ni y | 4 


in a few months at the IH test track and 
farm. During these endurance tests, IH e 
test engineers use electronics to locate trac tor life I 
hidden strains. Afterward, they tear 
down the tractors and check every part. ; 
IH design engineers improve any parts 
that don’t measure up and the test is 
repeated. 
This rugged testing program weeds out 
any weaknesses before tractors go into 
production. It’s another reason why IH 
tractors stay on the job years beyond 
the average tractor life! 


Mile-long" washboard,” 
with diagonal ribs, 
whips and pitches this 
heavy, mounted disk 
harrow! The strength 
of the Fast-Hitch im- 
plement mounting is 
under test. 


—— 
rl . 


ee ie 


Field, track and “lab” tests have helped IH tractors earn their reputation for 
performance and stamina. This is another example of research, engineering and 
manufacturing teamwork that makes IH the leader! 


Ba) 
he, INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use— McCormick Farm Equipment and Farmall Tractors Motor 
Trucks ... Crawler and Utility Tractors and Power Units— General Office, Chicago 1, Illinois. 
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Farmers’ purchases of machines 
and equipment have been of rela- 
tively large volume for more 
than 15 years, and there have 
been continued annual increases 
in numbers of tractors and most 
principal machines on farms. 
Numbers of wheel tractors and 
motor trucks on farms are now 
about three times what they 
were in 1940. Numbers of grain 
combines and cornpickers have 
multiplied five or six times since 


Department of Agriculture reports on the 


Outlook for Farm Equipment 


Su FURTHER increase in farm 
wage rates will serve to 
strengthen the market for farm 
equipment and other production 
items and supplies during 1956. 
The cost-price squeeze which has 
plagued the nation’s farmers for 
the last several years probably will 
not be intensified during the new 
year. At the same time, however, 
farmers can expect but little relief 
from this situation, according to 
the recent issue of The Farm Cost 
Situation published by the Depart- 
ment of Agriculture. 

The government publication 
points out that the general level 
of farm costs has changed very lit- 
tle in the last year and that little 
overall change is expected in 1956. 
During the new year, prices of 
feeds and seeds probably will re- 
main stable or a bit lower. Prices 
of fertilizer, farm supplies and 
livestock for feeding and replace- 
ment are expected to remain fair- 
ly stable. On the other hand, farm 
wage rates, interest rates, and 
prices of building and fencing ma- 
terials, farm machinery, motor ve- 
hicles and motor supplies are ex- 
pected to average slightly higher. 

In all, the relationship of cost 
rates to prices received is consid- 
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TRACTORS 


= AUTOMOBILES 
TRUCKS 


MILKING MACHINES 


>, 175 THOUS 
740 THOUS. 
COMBINES 
oly 190 THOUS 
iv. 960 THOUS 
MECH. CORN PICKERS 
10 THOUS 
640 THOUS. 


S&S DEPARTMENT OF AGRICULTURE 





PRINCIPAL MACHINES ON FARMS, 
1940 AND 1955 





NEG. 55 (9)- 907 AGRICULTURAL RESEARCH SERVICE 





erably less favorable than the av- 
erage for the last 15 years, the 
publication reports. The outlook is 
for this situation to continue into 
1956. 

Farm wage rates have changed 
relatively little in the last three 
years. Actually, they eased down- 
ward a little from 1953 to 1954 
but went up slightly from 1954 to 
1955. They are now about 20 per- 
cent above 1947-49 levels and 300 
percent above what they were in 
1940. 

The number of workers on farms 
in 1955 was between 3 and 4 per- 
cent less than in 1954. The annual 
decline in the number of family 
workers has averaged about 2% 
percent per year in recent years. 
Numbers of hired workers have 
declined somewhat more slowly 
during the last 3 or 4 years. 

The publication states that the 
supply of experienced year-’round 
workers continued tight in 1955 
and a similar situation is expected 
in 1956. 


Farm Machinery 


Until recently wholesale prices 
of farm machinery and equipment 
had shown little change since early 
in 1951. In recent months, how- 


ever, several of the major com- 
panies have increased prices to 
dealers from 5 to 7 percent. 

“Dealers list prices changed lit- 
tle from early 1952 until this fall,” 
the publication states. “But in re- 
cent years many dealers have sold 
machines and equipment below 
regular list prices by allowing 
more than the market value for 
‘trade-ins’ or by giving discounts. 
These practices have been followed 
to some extent in most areas of the 
country, but they were most pro- 
nounced in drought-stricken areas. 
The price policy followed by deal- 
ers in recent years can be expected 
to continue in 1956. 

“Production of farm machinery 
and equipment was at a_ record 
high level in 1951. Output then 
de-lined with each successive year 
and in 1954 it was about one-third 
below the 1951 output. Production 
of machines and equipment in the 
first half of 1955 was about 20 
percent above the output of the 
same period in 1954. Many new 
model tractors and machines were 
available to farmers in 1955 and 
this factor, together with generally 
improved conditions in drought- 
stricken areas, accounts largely for 

(Continued on page 109) 
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FERGUSON 
—the Franchise 
with 
a Future! 





TAKE CHARGE OF PROSPECTS AND PROFITS! 


Only the Ferguson demonstrates so easily, so convincingly 


Ferguson Dealers learn early that nothing racks up the wriable-Drive PTO, ‘‘2-Stag lutching and Dual 
sales so fast as demonstrations. Why? Because no other ang ansmissio ind the proof tl erguson gives 
tractor sells itself so surely to farmers by actual field omplete mastet er every farm job is persuasivel 
performance. lemonstrated 

Just let a prospect feel the close command his hand ow, more than eve 
has over implements with the new Quadramatic Control anchise. Self-selling 
. . . Just let him see how he can raise or lower implements, and a vigorous sales o 
select draft and maintain working depth, adjust the hy- 
draulic system’s speed of response or hold implements in 


any position ... and the Ferguson Dealer is well on his 
way to another sale. 
Show him the other features of 4-Way Work Control ge , g LU bey © ry 
Racine, Wisconsin 


NOTHING HAS EVER MATCHED a planned Ferguson on-the- DRAMATIC NIGHT DEMONSTRATIONS are a striking example 
farm demonstration for impact and selling effectiveness. of the aggressive Ferguson selling programs available 














By S. W. Ellis 


This dealer wins 


added profits from 





Sales of farm storage buildings 
have been a profitable sideline 
tor Morgan Equipment Co. Signs 
on building promote these sales. 
Posters in store's window give in- 
formation regarding credit plan 


Farm Storage Buildings 


per OF quonset-type buildings 
and bins for grain storage have 
developed into a profitable side- 
line for the Morgan Equipment 
Co., farm machinery dealers in 
North Little Rock, Arkansas. Bet- 
ter yet promotion and sales of 
these prefabricated structures have 
led, in turn, to added sales of 
equipment. 


Erection service handles 


installation 


W. E. Morgan, owner, says that 
after the farmer recognizes his 
need for efficient grain storage, the 
multi-use quonset buildings and 
the steel storage bins are not diffi- 
cult to sell, since they can be 
financed under a Commodity Cred- 
it Corp. plan. 

“We're selling larger planters 
and small farmers,” he pointed out. 


“A few of the larger land owners 
sometimes grumble a little about 
mortgaging land to have their 
grain storage structure financed 
under the CCC plan, but they’re 
glad to buy on time payments at 
four percent interest. 

“The multi-use feature also ap- 
peals to every prospect. We pro- 

(Continued on page 124) 


Salesmen stress multiple use of buildings 
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Cash receipts from farm mar- 
ketings probably will decline 
somewhat further in 1956. At the 
same time there may be a small 
drop in farm production ex- 
penses, not enough, however, to 
prevent some further decline in 
net farm income. Supplies of 
farm products are expected to 
continue large in 1956 along 
with a continuing strong con- 
sumer demand 
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The Outlook for Agriculture 


Som FURTHER decline in farm 
cash receipts and farm net in- 
come is indicated for 1956, accord- 
ing to the recent issue of the De- 
partment of Agriculture’s “De- 
mand and Price Situation.” 

The government publication re- 
ports that farmers’ cash receipts so 
far this year total about 4 percent 
below a year earlier while produc- 
tion expenses are slightly higher. 
As a result, realized net income of 
farm operators in 1955 is running 
about a tenth below a year earlier 
Prospects for 1956 point to some 
further decline. 

Lower average prices to growers 
account for the decline in farmers’ 
cash receipts in 1955. Receipts 
from livestock products in the first 
nine months of 1955 totaled about 
5 percent below a year earlier re- 
flecting sharply lower prices and 
reduced receipts from hogs. Re- 
ceipts from dairy products were 
about the same as in 1954 and those 
from poultry and eggs slightly 
higher. Crop receipts in °55 were 
running about 3 percent below a 
year earlier as declines for wheat 
and cotton were only partly offset 
by larger receipts from soybeans, 
tobacco and vegetables. 

For 1955, as a whole, cash re- 
ceipts probably will be down about 
a billion dollars from the 30.2 bil- 
lion reported for 1954. With pro- 


duction expenses up slightly 
tentative estimates indicate that 
farm operators’ realized net income 
in 1955 may be around 10.6 billion 
dollars, compared with 11.8 billion 
reported for 1954 


Prospects for 1956 


Some further decline in farmers’ 
cash receipts from marketings is 
in prospect for 1956, according to 
the publication. Receipts from live- 
stock products may total as large 
and perhaps slightly larger than 
in 1955, if farmers bring an end to 
the current expansion in hog pro- 
duction. Receipts from dairy prod- 
ucts may be a little larger. Crop 
receipts are likely to be smaller 
in 1956 than in 1955. 
acreage restrictions on cotton and 
tobacco and prospects for some- 
what lower yields on these crops 
along with possible reductions in 
orice support levels for some prod- 
ucts indicate somewhat smalle1 
crop receipts. Farmers’ production 
expenses may be a little lower as a 
result of reduced expenditures for 
feed, a major item of expense. In- 
terest and tax payments on farm 
products will be larger. Farm wage 
rates and prices of many indus- 
trial products are increasing and 
are expected to be higher in 1956 
It seems unlikely that reductions in 
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Further 


production expenses in view fot 
1956 will offset to any great extent 
the drop in gross farm income. 
Declines since 1951 in net in 
come per farm and in income pe! 
person on farms from all sources 
have been much less than the drop 
in total realized net income. Thi 
reflects the rather rapid reductions 
in farms population 
which averaged close to 24% per- 
cent a year between 1950 and 1954 
With farm income down and the 
farm population fairly stable be- 
tween April 1, 1954 and April 1, 
1955, some reflection in income 
per person on farms in 1955 is in 
dicated even though income from 
probably 


and farm 


sources was 
improved by expanded nonfarm 
job opportunities and higher in 


nonfarm 


dustrial wage rates. 

The government publication 
points out that farmers’ production 
expenses may be a little lower in 
the present year than in 1955. Feed 
costs, which are a major expens« 
item, will be less. Farm wage 
rates and prices for many indus- 
trial products purchased by farm 
ers are increasing 

Thus the economic factors un- 
derlying the agricultural situation 
indicate further lowering 
of returns from agriculture in 1956 
in contrast to increasing incomes 
in the nonagricultural economy 


some 
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‘Another Powerful Subject 
for Me to Talk About’’ 


Some products seem just naturally easier to sell 
than others. And there’s a reason for it. It’s simply 
that such a product (the dream of every salesman, 
by the way) is loaded with the kind of features 
and advantages that the seller likes to talk about 


and the prospect likes to hear. 


The new John Deere Model “80” Diesel Trac- 
tor is a good example. Power with economy, 
comfort with performance, convenience with de- 
pendability—all are qualities that make this trac- 
tor literally “speak for itself” and that contribute 
so fully to downright good sales conversation 


In all of these qualities, of course, the new 
Model “80” is typical of the complete John Dee: 
line of modern farm equipment—equipment de- 
signed, built, and known the country over for 
fulfilling the anticipated machinery needs of the 
progressive farmer. The new Model “80” Diesel is the extra-value tractor 


in the 5-plow field, offering big-tractor power at rock- 
bottom operating costs. 


JOHN DEERE ° Moline, Illinois 
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Declines since 1951 in net in- 
come per farm and in income per 
person on farms from all sources 
have been much less than the drop 
in total realized net income, Ac- 
cording to the Department of Agri- 
culture this reflects the rather 
rapid reductions in farms and farm 
population which averaged close 
to 242 percent a year between 1950 
and 1954. 


Large Supplies 

Supplies of farm products will 
continue large in 1956. Crop out- 
put in 1955, much of which will be 
marketed in 1956, may total 6 
percent above 1954 and equal to 
the record of 1948. In addition, 
carryover stocks are large for 
wheat, rice, corn, and other feed 
grains, cotton, fats and oils, and 
tobacco. Crop production in 1956, 
with average growing conditions, 
may not equal the record output 
this year, according to govern- 
ment estimates. 

Average yields and prospective 
acreage restrictions would result in 
smaller 1956 crops of wheat, rice, 
some feed grains, cotton and tobac- 
co, With large supplies and rela- 
tively low prices for feed, output of 
livestock products is likely to be 
maintained around this year's 
record level. 

Meanwhile, foreign takings of 
U. S. farm products increased 7 
percent in value and 12 percent in 
volume in fiscal 1954-55. The im- 
proved level of exports should be 
maintained in 1956. 

The domestic market for food 
and other farm products is ex- 


pected to continue high in 1956. 
Consumer incomes after taxes were 
at a record rate of 272 billion dol- 
lars in the third quarter about 7 
percent above a year earlier and 
prospective trends in economic ac- 
tivity point to still higher levels 
next year. 


* 


Report on the Outlook 
for Farm Equipment 
(Continued from page 104) 


the increase in shipments of ma- 
chines and equipment 

“Farmers’ purchases of machines 
and equipment have been of rela- 
tively large volume for more than 
15 years, and there have been con- 
tinued annual increases in num- 
bers of tractors and most principal 
machines on farms. 

“Numbers of wheel tractors and 
motor trucks on farms are now 
about three times what they were 
in 1940. Numbers of grain com- 
bines and cornpickers have multi- 
plied 5 or 6 times since that year.” 

The publication goes on to say 
that “although machinery pur- 
chases in the past were made pri- 
marily for the purpose of replac- 
ing Manpower or animal power, a 
proportionately larger part of pur- 
chases in the future will be for the 
purpose of replacing machines with 
machines. These replacement ma- 
chines in many cases are larger 
and more efficient. In effect, this 
means that the rate of increase in 
numbers of farm tractors and old- 
er types of power-driven machines 
on farms will slow down, even 
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though purchases will need to re- 
main fairly substantial in the ag- 
gregate to maintain our present 
state of mechanical efficiency. 
Additional mechanization is to be 
expected primarily as a result of 
technological advances, which in 
the last few years have provided 
such items as pick-up balers, for- 
age harvesters, and cotton pickers 

“Increases in use of mechanized 
power and equipment have oc- 
curred in all areas of the country, 
but in the southeastern states and 
the Appalachian and Mississippi 
Delta states the relative increase 
in tractors and tractor equipment 
has been much greater since 1940 
than the average tor the country 

“With the pronounced upward 
trend in power machinery and e- 
quipment, the number of horses 
and mules on farms has declined 
continuously since 1918. There are 
less than 5 million head of these 
animals on farms now compared 
with about 14 million in 1940 and 
27 million in 1918. Workstock is 
no longer an important source of 
farm power. 

“Feed prices are lower and are 
expected to average somewhat 
lower in the 1955-56 season than 
in the 1954-55 season. Total sup- 
plies of feed concentrates for 1955- 
56 are about 9 percent larger than 
last year 

“The index of prices paid by 
farmers for seed was about two 
percent higher in mid-September! 
than a year earlier. The simple av- 
April and September 
prices was about 7 percent higher: 
than the comparable figure fo! 
1954. It is expected that prices paid 
by farmers for seeds will average 
somewhat 1956 than in 
1955 

“Fertilizers and 
be in ample supply this 
no higher.’ 


erage of 


lower in 


pesticides will 
year and 


prices will be 


. 


New Star Blade-Type Plow 
Shares Now Available 


STAR Manufacturing Co. Divi- 
sion, Illinois Iron & Bolt Co., Car- 
pentersville, Ill., has introduced a 
new line of Star Blade-Type Plow 
Shares. These are available in both 
regular and short patterns, and 
packed six of a kind to a carton 

Charles J. Lane, sales manager, 
stated that the shares are “accu- 
rate in fit to replace 
furnished by the 
original manufacturers.” Patterns 
are currently available to fit all 
Dearborn (Ford) Economy Plows 
and Oliver (Raydex) Plows 


shares of the 


same numbers 


109 





iim This dealer sells 


Mr. Ivan Baker, Staunton, Virginia 


New “Super 66” Balers are moving out to farms 
just like it was haytime tomorrow 


Fosntem don’t always wait until the last 
minute to buy. Baker Bros., Inc. are proving 
it in Staunton, Va. with New Holland’s brand- 
new “Super 66” balers. 

In Ivan Baker’s own words: ““This ‘Super 66’ has 
the new features I wanted to see. It’s just what I 
asked for, so I knew it would sell—even off 
season!”’ And he was right . . . 

During the first weeks of Baker Bros. winter 
season promotion, they sold nearly one quarter of 


all their 1955 volume. And they’re still following 
up a long list of prospects. 

“‘When farmers see this new two-tone ‘Super 
66’,”’ says Mr. Baker, “they know right away it’s 
a brand-new baler. So we keep our balers on dis- 
play to draw attention. Then we run a special ad 
in our local paper telling how many balers we have 
in stock and how many we’ve already sold at our 
winter prices. 


“Tt seems to catch on because prospects come in 


i New Hotianp 


New Holland, Pa. - Minneapolis - Des Moines - 


Kansas City - Columbus - 


Charlotte - Lockport - Denver 
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Streamlined P.T.O. model of the new two-tone “Super 66”" heads for a new home 


balers in the winter! 


every week. We delivered six balers already and I 
hope to keep on selling like this through winter.”’ 


What's new in the “Super 66” 
Two farmers wanted the new balers so much they 
traded in 1955 balers. One of these only had 7000 
bales through it! The farmer wanted the new 
Metermatic bale control, so he was ready to trade. 

Other prospects favor the new rubber tire guide 
wheel that cushions pickup. And they all like the 
improved capacity—up to 9 tons an hour! 

If you’re not already a New Holland dealer and 
you'd like to share this profitable grassland leader- 
ship, drop us a line. New Holland Machine Co., 
subsidiary of Sperry Rand Corp., New Holland, Pa. 


First In Grassland Farming" Metermatic is an automatic bale control on the new “Super 66” that 


lets farmers build bales from 12” to 52 tie firm bales—light or 
heavy — just by setting the measuring arm. Bales are uniform in both 


Nashville - Syracuse - Brantford, Ontario weight and size because each bale starts from a “zero”’ setting 
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i re ee eee 


cuts your selling cost 


the brand selis for you. Only RED BRAND is branded so 
distinctly; so unmistakably. Your customers see it. They recognize it. 
They want it. That saves you selling time . . . cuts selling cost. 


the advertising selis for you. Every week, most of your 

farmers hear about RED BRAND on their radios. Every month they see it 
advertised in their favorite magazines. They look for the RED BRAND dealer. 
Saves you selling time . . . cuts your selling cost. 





the product selis for you. RED BRAND gives you exclusive 

features. Galvannealing®, for example. Farmers everywhere know this special 
process gives extra years of life to their fence. This is typical of RED BRAND 
features that attract customers... save selling time. . . cut selling cost. 
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| the only fence line that sells on sight! 
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Turner Manufacturing Co. 
Acquires Earthmaster 


IN A “MOUNTAIN comes to Ma- 
homet” operation, the complete 
manufacturing facilities of the 
Earthmaster tractor* and its sur- 
rounding, hydraulically operated 
farm implements, will be trans- 
ferred from Sun Valley, Calif., to 
Turner Manufacturing Co. in 
Statesville, N. C. Turner is now 
celebrating its 50th anniversary. 

According to observers, this will 
be the largest migration of farm 
implements and their manufactur- 
ing machines in the history of the 
industry, requiring a mammoth 
caravan of approximately 75 
trucks. While the moving opera- 
tion is scheduled for the year end, 
the stopping and starting up of 
production is timed to supply 
ample Earthmaster tractors and 
surrounding implements for deal- 
ers’ spring needs. 


Research Program 


The Earthmaster tractor made 
farm implement headlines when a 
California corporation spent the 
multi-millions in research, engi- 
neering and development, said to 
be the largest sum ever expended 
in the development of one light 
farm tractor model, It is in the 15 
H.P. engine class, capable of pull- 


114 


ing a 14” plow in tough soil, and 
has various models which allow 
variable wheel treads from 56 to 
84”, in 4” stages. Some 56 combi- 
nations of surrounding implements, 
all hydraulically controlled are in 
production. 

According to President Turner 
A. Duncan of Turner Manufactur- 
ing Co., the acquisition of the 
Earthmaster line came from the 
need of diversification by his own 
firm and because sales figures 
proved that Earthmaster volume 
was greatest in the East and South. 

The move to Statesville makes 
tremendous savings in freight, both 
in manufacturing components and 
in shipments to the larger volume 
areas. After 50 years of making 
“short line” implements, Turner 
thus begins its second half-century 
as the only tractor manufacturer in 
the Southeast, and with the at- 
tachable surrounding implements, 
stands in the most promising posi- 
tion of its career to become a 
power in the farm implement 
field. Major competition in this 
tractor class is from International 
Harvester, Allis-Chalmers, Massey 
Harris and others. 

The size and 4-wheel construc- 
tion of the Earthmaster tractor 
makes it ideal for use in the 


Turner A. Duncan, seated, is 
shown closing the transaction by 
which Turner Manufacturing Co. 
has acquired assets of Earth- 
master Farm Equipment of Sun 
Valley, Calif. Duncan, president 
and general manager of Turner, 
has announced that the firm will 
begin production of tractors and 
other Earthmaster equipment by 
late February. Standing, left to 
right, are: Ken Barnes, Los 
Angeles, whe will head Earth- 
master production here; R. J. 
Bowell, general manager of the 
California firm; and George E. 
Hickman, general sales manager 
at Turner. The deal was closed 
officially November 21. The 
Turner firm is at Statesville, N. C. 


South’s tobacco and trucking belts 
and other small farms, it was 
stated. It is also widely applicable 
in all sections as a supplemental 
tractor for larger farms, for mow- 
ing, raking and cultivating hay, 
one and two-row corn, cotton, pea- 
nuts and other row crops. 

Ken Barnes, superintendent of 
the Earthmaster operation in Cali- 
fornia will serve in the same 
capacity with the Earthmaster 
Division of Turner Manufacturing 
Co. George E,. Hickman, Turner’s 
general sales manager, has an- 
nounced the tripling of the Turner 
sales staff with the addition of ex- 
perienced sales representatives 
and the establishing of franchised 
dealers. 

“The emphasis.” Hickman said, 
“will be on a salesman and dealer 
training programs, in order that 
they can better demonstrate per- 
formance and profit from the 
Earthmaster and related Turner 
implements.” 


Export Sales 


Export sales of the Earthmaster 
tractor and equipment will be 
handled by Henry R. Jahn & Son 
of New York, who has previously 
handled other Turner export items 

“This acquisition of Earthmaster 
and equipment marks a tremend- 
ous step,” concluded Duncan, “in 
utilizing the strategic location, ex- 
panded and modernized manufac 
turing and facilities and 
ample supply of skilled labor of 
Turner. Our efforts at diversifica- 
tion are paying off, leading us into 
fabricating such unrelated items as 
40,000 mail boxes and _ 100,000 
bayonets. We believe fully that for 
Turner’s next half-century, ‘the 
best is yet to be’.” 


sales 
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Performance Leadership 
in All Three Major Combine Markets 


Large-Size Self-Propelled 









Popular-Size Pull-type 








a 


| The six-foot Model 66 

ALL-CROP Harvester fits 
) the biggest combine 
| market of all — the 
| diversified, family-size 









farm with several 
kinds of grain, beans, 
or seed crops to har- 
vest, and a special 
n for home owner- 
ship to avoid delay 
and crop loss. 


2 


In medium-size and me- 
dium-price self-propel- 
leds, the Allis-Chal- 
mers line provides a 
choice of types — the 
Model 100 ALL-CROP 
Harvester in 9 and 12- 
ft. sizes, and the Mod- 
el T GLEANER- 
BALDWIN combine 
in 10 and 7-ft. sizes. 


3 


In large-size, big-capac- 
ity self-propelleds, 
there is the Model A 
GLEANER-BALD- 
WIN combine... a 
giant-of-the-harvest 
machine for big acre- 
ages and custom op- 
erators. 



































Here is unmatched performance and value lead- fitting him with the proper size machine and 
ership in all three major combine markets or the correct special equipment desired . . . all at 
fields . . . popular-size pull-types . . . medium- an investment in line with his needs and wishes. 
size self-propelleds . . . large size self-propelleds! 







Even more important, the buyer has more 







Today, Allis-Chalmers dealers are equipped than just a wide choice of combines . . . these 
to answer both the acreage needs and the per- are performance leaders in every class . . . the 
sonal preferences of every combine buyer... . key to unequaled dealer opportunity. 







FARM EQUIPMENT DIVISION, MILWAUKEE 1, WISCONSIN 


Aut-Crop and Gieaner-Batowi» 
are Allis-Chalmers trademarks. 
La 












NEW Y . 
CENTRAL p= 
. 1 a2 


“Because Business Publications bring us 
vital news of people and products...” 


says ALFRED E. PERLMAN, President, New York Central Railroad 


“... we read the business magazines of our field Top men in every business feel this same way 


widely and regularly.” 
Consider the number of fields that affect railroad 
operations, and you can see why dozens of Business 


about the Business Publications they read regularly. 
They like the timely, pertinent information they get 
from alert reporters and businessmen writers 


and they like the new ideas and product information 
they get from the advertisers. These advertisers 
know that the best way to get their products read 
about by the men they want to reach is to advertise 
in Business Publications—the magazines their pros- 


pects “never miss”. 


Publications are “never missed” by Mr. Perlman 
and his associates. 


NATIONAL BUSINESS PUBLICATIONS, INC. sats x street, m. w., woshington 5, D.C. + STerling 3-7535 


decisions in the businesses, industries, sciences and 


The national association of publishers of 173 technical, 
professions...pin-pointing the market of your choice. 


professional, scientific, industrial, merchandising and 
marketing magazines, having a combined circulation 
of 4,098,937 . . . audited by either the Audit Bureau of 
Circulations or Business Publications Audit of Circula- 
tion, Inc. . . . serving and promoting the Business Press 
of America . . . bringing thousands of pages of special- 
ized know-how and advertising to the men who make 


Write for a list of the NPB publications and the 
“Here’s How” booklet, “How Well Will We Have to 
Sell Tomorrow?”, written by Ralston B. Reid, Advertis- 
ing & Sales Promotion Manager of the Apparatus Sales 
Division, General Electric Company. 
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Fairbanks, Morse Names 
Public Relations Head 


ROBERT H. Morse, Jr., president. 
Fairbanks, Morse & Co., 600 S. 
Michigan Ave., Chicago, IIl., has 
announced the appointment of 
Henry J. Barbour as manager of 
advertising and public relations for 


Henry J. Barbour 


the company. He succeeds L. A. 
Harlow who has resigned to join 
an advertising agency. 

Barbour has been associated 
with Fairbanks, Morse & Co., for 
31 years, having held numerous 
positions both in the firm’s Beloit, 
Wis., works and the executive of- 
fices in Chicago. 


° 


Atlantic Steel Co. Now 
Operating New Furnace 


ATLANTIC Stee! Co., Atlanta, Ga., 
recently began operation of a new 
electric furnace. The giant Lectro- 
melt top-charge furnace is the sec- 
ond such unit to be installed by 
the firm within the past three 
years, 

With a rated capacity of 75 tons, 
the furnace can produce more than 
125,000 tons of steel annually, in- 
creasing the total ingot capacity by 
30 percent, according to company 
spokesmen. The two furnaces are 
said to be the largest in the South- 
east and are in addition to the 
firm’s three open-hearth furnaces. 

The two electric furnaces use 
more electrical power than a resi- 
dential city of 80,000 population, 
according to the company. A new 
dust collection system has been in- 
stalled in the electric furnace 
building to eliminate the dust and 
smoke generated by the melting 
operations. 





New CAMPBELL CHAIN Crcludive 


“MEASURE: MARK 


GRIGNGIIG WGEIGES GEG 


Chain sellers and buyers everywhere have been 
quick to recognize these advantages of new Campbell 
Measure-Mark” Chain 


QUICK, EXACT 
MEASUREMENT 


. furnished at no extra cost! 


COLOR-CODED 
IDENTIFICATION 


BLUE—High Test Steel = ORANGE—Cam-Alidy Stee! 
Marked every 5 feet— : 


pre-measured for easy handling 


and exact measurement. Color-mark on the chain instantly 


and positively identifies grade of 
chain—in or out of the container. 


STANDARD PACK— 
MARKED BY FEET 


INVENTORY 
CONTROL LABELS 


In each container, standard 
footage by chain size—for each 
grade. Standard package cost. 


Space provided for "Perpetual 
Inventory” control. Guaranteed 
footage marked on label. 


Ask your Campbell representative—or write us for full 
details on this revolutionary new chain development. 


AVAILABLE ONLY FROM 


CAMPBELL CHAIN Gongany 


York, Pa. « W. Burlington, lowa « Portland, Ore. « Sacramento, Calif 
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The new Interaational Cub Lo-Boy tractor delivers up to 10.5 hp on 

the belt, 9.4 hp at the drawbar. In essence, a low-silhouette Farmall Cub, 

the Lo-Boy has an overall height of 55 inches to top of steering wheel, and 
under-axle clearance is 14 inches under the front axle 


IH Introduces Low-Silhouette Cub 
Lo-Boy to Supplement Farmall Cub 


THE International Cub Lo-Boy 
tractor, designed especially for the 
suburban market, is announced by 
International Harvester, 180 North 
Michigan Ave., Chicago 1, Ill. In 
addition to the suburban acreage 
and country estate market, the new 
Cub Lo-Boy is expected also to fill 
many industrial, municipal, and 
commercial requirements for a 
tractor in a power class between 
currently-available walking-type 
and larger utility tractors. The Lo- 
Boy supplements and expands the 
market for the higher-clearance 
Farmall Cub, whose sales to date 
are in excess of 175,000, according 
to the manufacturer. 

In essence, the Cub Lo-Boy is a 
low-silhouette Farmall Cub hav- 
ing the final drive reduction gear 
stepped down instead of up, and 
under axle instead of vertical 
muffler. Overall height is 55 inches 
to top of steering wheel, and un- 
der-axle clearance is 14 inches un- 
der the front axle instead of 20% 
inches. Center of gravity is low- 
ered accordingly. 

The four-cylinder International 
engine delivers up to 10.5 horse- 
power on the belt and 9.4 horse- 
power at the drawbar. Individual 
rear-wheel brakes of the external 
contracting, acting type allow the 
tractor to pivot in a 96-inch radius. 


Driving ease is comparable to 
that of a modern automobile, the 
manufacturer states. The Cub Lo- 
Boy may be equipped with deluxe 
cushioned seat with padded back 
and arm rests. Hydraulic Touch- 
Control provides equipment con- 
trol at a finger touch. Exclusive 
IH Fast-Hitch permits coupling or 
uncoupling many implements ef- 
fortlessly, without the operator 
leaving the tractor seat. 


Incentive Plan Builds 


a Permanent Staff 
(Continued from page 102) 


purchase it in units of 5, 10, 15, or 
20 shares, but we do not push this 
point. 

“We've never paid less than 6 
percent on our stock and believe 
that it’s a good investment, One of 
our fellows who was investing his 
money in a local savings and loan 
company at 3 percent interest, 
withdrew his money from the sav- 
ings company and bought our stock 
with a 6 percent return. Another 
man purchased his stock by saving 
part of his monthly bonus and part 
of his annual Christmas bonus. 


Important Plan 


“The stock purchase plan is an 
important adjunct to our other in- 
centive plans,” Tennyson con- 
tinued. “Where our incentive pay 
plan inspires our key men to do a 
better job, the stock purchase plan 
actually brings them into the 
business—makes them a part of it. 
A man who feels he’s part of a 
business is doubly inspired to cut 
costs of operation and is, in most 
cases, anxious to help out in all 
types of emergencies regardless of 
the hour of day or night. They 
know when they help their com- 
pany, they are helping themselves 
as well.” 

The next step in Tennyson’s in- 
centive program is to establish a 
retirement program. “We're hold- 
ing preliminary talks with an in- 
surance company and should have 
something concrete which will be 
made effective this year or next,” 


Landscaping rake, Fast-Hitch mounted on the new International Cub Lo-Boy 

tractor, is used as a finishing tool in leveling and seeding new lawns around 

houses, in parks, and on street and highway construction. It also is used for 
clearing litter from beaches and parks 
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he said. 

In addition to additional pay 
and bonuses, an annual company 
barbecue is held on July 4 and an 
annual Christmas party is held two 
weeks prior to Christmas. “We be- 
lieve our men are like most other 
Americans. They budget their in- 
comes and find it almost impossi- 
ble to get by Christmas without in- 
curring a little indebtedness. By 
giving out our bonus checks prior 
to Christmas, we give our staff an 
opportunity to pay up their bills 
and buy Santa’s gifts without going 
deeply into debt. 


“Last year, we split a $3,300.00 
cash bonus among our staff even 
though our net for the year showed 
a $239.00 loss. The drought hurt us 
considerably, but we did not feel 
that our staff could be held re- 
sponsible for it. They had worked 
just as hard as ever, and we felt 
that this expression would en- 
courage them to even greater ef- 
forts.” 

How do you develop an incen- 
tive system? Tennyson developed 
his through trial and error. “We 


read around a little and thought 
a lot about it before we came up 
with our present arrangement,” 
Tennyson pointed out. “We tried 
several variations at first. One 
plan we tried out based the incen- 
tive money paid on the percentage 
of profits the department made. 
This didn’t work too well because 
some months the departments 
made a profit and other months 
they just didn’t. Thus the man 
‘enjoying’ incentive pay might 
not have any incentive pay to en- 
joy. We felt incentive pay should 
be fairly constant, varying only in 
the amount. This placed the bur- 
den for increased sales directly on 
the man. The more he sold, the 
more incentive pay he received. 

“Our ‘break-even’ theory sets a 
departmental volume figure that 
is both reasonable and obtainable 
by our key men. So far, there have 
been no obvious drawbacks to this 
plan.” 

Would the base rate or “break- 
even” point ever be raised? “It 
might,” Tennyson said, “but if we 
increased the amount of the break- 
even point, we would also increase 
the amount of the percentage the 
key man gets in order to be fair. 


After all, an increase in volume is 
due in large part to the efforts of 
your supervisory personnel.” 
Who is considered a key man” 
“Right now, I consider my parts 
foreman, my motor truck foreman, 
my farm equipment shop foreman 
and my bookkeeper as typical of 
the words, ‘key men’,” Tennyson 
said. “One of those ‘key men’ is a 
woman, though, Miss Lucile Henry 
came with us five years ago now 
to keep our inventory control sys- 
tem. Now she’s our efficient book- 
keeper and is one of the latest to 
be offered stock in the company.” 


Extra Effort 


In summary, Tennyson said, 
“We feel that our incentive plans 
develop that extra spark in our 
staff that keeps them sales-minded, 
helps them identify themselves 
more closely with the company 
With a better-than-average in- 
come, they usually purchase a 
home, become more civic-minded 
and are more stable and depend- 
able employees. Finally, from a 
better staff, you can select respon- 
sible men to push up the ladder to 
head important parts of your busi- 
ness.” 





Whatever the soil... 
there’s a Planet Jr. steel 





designed for the job! 


No matter what the location—no matter what the soil — 
there’s a Planet Jr. steel for every local tillage condition 


—over 200 steels to select from. 


Planet Jr. Steels are hardened and tempered by the 
exclusive Planetizing Process for extra toughness and long 
wear—shaped for maximum efficiency. 


Recommend Planet Jr. Steels to your customers with 


complete confidence. 


Planet Jr. Steels —Scientifically designed with the correct curve and pitch for 


maximum efficiency. Extremely hard, but also tough and non-brittle. 


Planet Jr. Sweeps —Toughest of them all. They lead the way in the modern 
trend toward low-pitch design which permits increased speed in the field. In 


styles and sizes to fit almost any type cultivator. 


Planet Jr. Furrowers— Give exceptional success under severe conditions. The 
points are shaped to penetrate easily and provide proper suction. Extra high 
wings scientifically curved to throw dirt entirely out of furrow. 


S. L. ALLEN & CO., Inc. 


3421 N. Sth St., Phila. 40, Pa. 


Planet Jr. Sweeps 


Planet Jr. Furrowers 
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MM Unveils New Line of Implements 
for Powerline 445 Tractors 


SIMPLICITY, strength, and ease 
of operation distinguish the new 
Power-Matched line of implements 
for the new MM Powerline 445 
tractors, according to a recent an- 
nouncement from the company. 
Swift, finger-tip operation of the 
hydraulic levers affords instant ad- 
justment of these new 3-point- 
hitch implements to field condi- 
tions. 

The new Power-Matched 2-bot- 
tom and 3-bottom moldboard and 
disc plows are of new design. 
Greater strength with lighter 
weight and improved trash clear- 
ance are attained by the new 
tubular steel frame and _ steel 
beams. The 14%” x 234” vertical 
solid steel beams are equipped for 
attaching plow bottoms or discs to 
the main frame and holding them 
in perfect working alignment. 

New coulter clamps are easy to 
adjust. The cadium-plated lead- 
adjusting screw simplifies setting 
the plows, it was stated. 

Large, new, rubber shock-pads, 
and shear bolts protect these plows 
from rock damage. 

Maximum penetration and better 
leveling of the ground are assured 
by the new XO disc harrows for 
the Powerline 445 tractors. In 8- 
foot and 9-foot sizes, these harrows 
have square tubular steel frames. 
Ample angle adjustment gives 
adaptability to different harrow- 
ing conditions. Bearings are of oil- 
impregnated hardwood. Transport 
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and attaching are simple with the 
3-point hitch XO disc harrow. A 
safety light bracket is available 

New also are two-row and four- 
row cultivators for the 445 tractors. 
Frames are of square tubular 
steel, with round pipe gangs. 

A full selection of shovels, 
sweeps, spring teeth, rubber or 
steel gauge wheels, rear tillage at- 
tachments, and other attached tools 
are provided for various needs. 

Of importance to the farm op- 
erator is a full, clear view of his 
work, and this is possible with 
these front-mounted Power- 
Matched cultivators for the 445 
tractor. They are easy to adjust 
for different row spacings from 
36” to 42”. Attachments are also 
available for 28” rows. 

Selective gang operation for con- 
tour cultivation is provided. Plant- 
ing and fertilizing attachments can 
be installed quickly. 

Another Power-Matched design 
for 3-point-hitch on the MM 445 is 
the reinforced double tool bar car- 
rier, the T-1200. It can utilize two 
2”, 2%”, or 2%” tool bars. Gauge 
wheels are adjusted vertically by 
a hand crank. The wheels can also 
be set laterally, either leading or 
trailing the tool bar. 

Two 3-point-hitch A-frames are 
available with 27” or 32” centers, 
using two upper hitch points with 
18” or 22” settings for maximum 
adjustment. These accommodate 
all types of tool bar carrier appli- 





Shown at left is the new Minne- 
apolis-Moline 445 tractor with 
front-mounted, 2-row cultivator, 
3-point hitch rear sweeps, and 
fertilizer attachment. Extendable 
front end is interchangeable with 
either single-wheel or dual-wheel 
front ends 


cations, it was announced 

The T-1200 is most versatile 
since MM now offers a wide 
variety of tools to fit farm work. 

The B-1400 Middlebreaker is an- 
other new implement for the 445 
tractor. 14”, 16” or 22” bottoms 
can be used. High-clearance beams 
with friction-trip prevent damage 
to bottoms and shares. 

Uniform depth penetration with 
the B-1400 Middlebreaker is con- 
trolled by either steel or rubber- 
tired depth-control gauge wheels 
mounted on anti-friction bearings. 

Foot-pieces, bolted to the beams, 
have five holes to fit the wide 


Shown in top picture is the B-1400 
Middiebrecker. Center: The XO 
Disc Harrow for 3-Point Hitch. 
Bottom: 3-Point Hitch, 2-Bottom 
Moldboard plow 
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variety of bottoms and sweeps 
available. 

A new 4-section Rotary Hoe with 
3-point hitch is being introduced 
for use on the Powerline 445 trac- 
tors. Square tubular steel frames 
give strength with lighter weight 
than was formerly possible. For go- 
ing through 12-foot gates, or for 
highway transport, the two end 
sections can be folded to a vertical 
position by hydraulic power or 
manually. Each gang of the new 
Power-Matched Rotary Hoe can 
float and pivot independently. 


° 





CONVENTION DATES 





Farm Equipment Dealers’ Asso- 
ciation of the Carolinas, annual 
convention, Feb. 12-14. Head- 
quarters, Hotel Charlotte, Char- 
lotte, N. C. Secretary, A. A. 
Chappel, 210 National Bank 
Bldg., Wilson, N. C. 


Mar-Del-Va Farm Equipment 
Association, annual convention, 
Feb. 5-7. Headquarters, Hotel 
Emmerson, Baltimore, Md. Sec- 
retary, Millard E. Eyler, Box 
285, Winchester, Va. 


Mid-South Farm Equipment 
Association, annual convention, 
Jan. 23-24. Headquarters, Hotel 
Peabody, Memphis, Tenn. Sec- 
retary, Thad H. Caraway, Hotel 
Chisca Bldg., Memphis 1, Tenn 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and show, Feb. 21-23. 
Headquarters, Municipal Audi- 
torium, Oklahoma City, Okla. 
Secretary, Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma 
City, Okla. 


Texas Hardware & Implement 
Association, annual convention, 
Jan. 29-Feb. 1, Statler-Hilton 
Hotel, Dallas. Secretary, Ray M. 
Souder, 1108 Gibraltar Life 
Bldg., Dallas 2, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 13-14. Headquar- 
ters, Hotel Herring, Amarillo, 
Texas. Secretary, Marshall D. 
Shepherd, Box 660, Canyon, 
Texas. 


Virginia Farm Equipment As- 
sociation, annual convention, 
Jan. 29-30. Headquarters, Jef- 
ferson Hotel. Secretary, David 
Raine, 1103 E. Main St., Rich- 
mond, Va. 


New Distributing Firm Begins Operation 


J. M. WaGner, formerly presi- 
dent of Turner Manufacturing Co., 
Statesville, N. C., has announced 
the formation of Tri-State Dis- 
tributors, Inc., with headquarters 
in Statesville, N. C., to distribute 
@ maximum of 10 lines of farm im- 
plements to dealers in the three 
states of North and South Carolina 
and Virginia. The firm began op- 
erations November 1. 

Officers of the new distributing 


firm are J. M. Wagner, president; 
F. B. Clark, vice-president and T. 
A. Wasson, secretary and treasurer. 
All were formerly with Turner 
Manufacturing Co.; Wagner, for 25 
years, going from shop worker to 
the presidency; Clark, for 10 years 

seven as foreman and super- 
intendent and three as salesman, 
covering South Carolina and West- 
ern North Carolina; and Wasson, 
for five years as credit manager. 





Make 1956 Your 
PROFIT YEAR! 


Promote Herschel 
Repairs and Farm Supplies 


HERSCHEL 


H 





more money for you .. 


your business! 


ers and swathers ... 


all makes of power mowers. 


MANUFACTURING CO., INCORPORATED 
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Your HERSCHEL representative has the facts on 
how you can make more profits from sales by featuring 
HERSCHEL repair parts and farm supplies. He is trained 
to help you select the repair and farm supply stocks that make 
. that keep your inventory economically 
balanced for faster turnover. Get together with the man from 
HERSCHEL and plan a more profitable sales program for 


CUTTING PARTS AVAILABLE TO FIT 
ALL MAKES OF MOWERS AND COMBINES 


Big 326-page HERSCHEL catalog describes and illustrates the complete 
line of cutting parts to fit all makes of mowers, combines, forage harvest- 
PLUS the large selection of other HERSCHEL 
repair parts and farm supplies. Write for your FREE copy . and 
ask also for the HERSCHEL wall chart showing parts available to fit 


FACTORY AT PEORIA, ILLINOIS 


Branches: Omaha, Neb.; Minneapolis, Minn.; 
Toledo, Ohio; Harrisburg, Pa.; Auburn, W. Y 
DISTRIBUTORS: R&R. C. Cropper Co., Mecon, Ge. 


Southern Supply Co., Dallas, Texes 


Ask your Herschel Salesman about “HERCROME’ Knives 
Sections and Guards --the miracle of modern cutting. 








Knee Action Featured in 
Harvester Disk Harrow 


A RADICALLY different torsion 
frame that gives disk gangs knee 
action is featured in the New Mc- 
Cormick No. 37 wheel-controlled 
disk harrow recently announced by 
International Harvester. 

The new torsion frame is made 
of high strength steel angles bolted 
together. In normal disking, it ap- 
plies uniform down pressure that 
holds disks to the ground, leveling 
off row crop ridges and chopping 
chunks of sod. But, if one of the 
disk gangs hits a rock or hard spot 
that would normally lift the entire 
harrow, then the torsion frame lets 
that gang rise individually, as 
much as six inches, while the other 
gangs remain in the ground. As a 
result of this flexibility, the har- 
row does clean, level: work and 
trails straight in conditions where 
fully rigid harrows cannot be used 
successfully. 

The new McCormick No. 37 disk 
harrow has many additional con- 
veniences, according to  Inter- 
national Harvester. Gang angle 
can be changed to any one of three 
positions in less than a minute by 
pulling an L-pin to angle each 
gang. By loosening four U-bolts, 
the rear gangs can be quickly ad- 
justed side-to-side to eliminate 
center ridging over a wide range of 
Ccisking speeds and soil conditions. 
An 8-inch hydraulic remote-con- 
trol cylinder with ASAE standard 
mounting dimensions is installed 
easily without tools. 

Another feature is the flat, clean- 
cut design of the top of the disk 
harrow, which enables the operator 
to transport such equipment as a 
spring tooth or peg tooth harrow 
to and from the field, on top of the 
platform. 

The No. 37 is a heavy-duty har- 
row with 1%-inch axle bolts, 
rugged unit-built disk gangs, op- 


122 


tional sealed ball bearings and 
large weight pans. 

Nine combinations of widths and 
disk spacings are available in the 
McCormick No. 37. Widths of cut 
range from 8-feet 6-inches to 14- 
feet. Disk spacings of 7-inches, 9- 
inches or combinations can be ob- 
tained. All sizes are available with 
plain or notched 16-, 18-, or 20-inch 
disks. 

e 


New Tractor-Trol Hitch 
Announced by John Deere 


INCREASED tractor traction on 
heavy-draft tillage jobs is an im- 
portant feature of a new Traction- 
Trol three-point hitch introduced 
by John Deere, Moline, IIl., for the 
company’s “50,” “60,” and 
tractors. The company also an- 
nounces a new four-bottom fully 
integral moldboard plow, first in 
a series of new equipment for use 
with the new hitch. 

The No. 801 Traction-Trol hitch 
transfers weight from the plow (or 
other tillage implement) and the 
front of the tractor, to the tractor 


drive wheels. It also transforms 
some of the plow’s draft resistance 
into downward pressure on the 
tractor rear axle. Added traction 
thus obtained is proportionate to 
the draft resistance of the plow. 

The Traction-Trol hitch does not 
change depth of plowing. Appar- 
ently it is more effective than even 
maximum wheel weighting in pre- 
venting traction loss, according to 
the company which claims that this 
advantage is gained without side 
draft and without adversely af- 
fecting tractor front-end stability 
or steering. 

All implements made for use 
with the previous John Deere Nos. 
800 and 800A hitches fit the new 
No. 801 without modification; the 
two previous hitches may be con- 
verted to Traction-Trol at low 
cost. 

The new John Deere No. 814 
four-bottom integral plow has 
truss-frame design, trip standards, 
and is available with high-speed 
bottoms, coulters, and the new 
John Deere cover disks, which re- 
place jointers. 


* 


John Deere Announces 
New Hay Conditioner 


IN INTRODUCING the new John 
Deere Hay Conditioner, the manu- 
facturer of Moline, IIl., states that 
it will reduce hay-curing time as 
much as 50 percent. 

The new Hay Conditioner has 
interlocking corrugated metal rolls 
These rolls pick up and kink each 
stem of hay at about 1%-inch in- 
tervals to insure fast, even curing 
in any kind of hay. Because the 
corrugated, PTO-driven rolls are 
under spring pressure and always 
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in mesh, one pass through the field 
is all that is required to do a com- 
plete job of conditioning, even in 
bunchy hay or uneven stands, ac- 
cording to the manufacturer. 


* 


New Dayton Pump Service 
Center Opened in Atlanta 


THE DAYTON Pump and Manu- 
facturing Co., Dayton, Ohio, was 
scheduled to open a service cen- 
ter and warehouse operation in 
Atlanta, Ga., effective November 
5, Paul S. Nix, general sales man- 
ager, announced. 

The move indicates the increas- 
ing importance which Dayton 
Pump is placing on the southern 
market as wel] as the desire of 
the company to be of greater serv- 
ice to customers in that area, Nix 
said. The opening of the service 
center follows, by approximately 
a year, the appointment of a south- 
ern regional sales manager. 

This center will supplement, not 
replace, any service or warehouse 
facilities currently offered by 
Dayton Pump distributors, Nix 
stressed. 


Talbot Abernethy 
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The center will be located at 
650 Murphy Ave., in Atlanta, and 
will be managed by Talbot Aber- 
nethy of Decatur, Ga. 

Three principal activities will be 
handled in Atlanta, Nix said. These 
are: Dayton Pump customers in 
southern states will get prompt de- 
livery of Rapidayton units, which 
will be stocked in Atlanta; parts 
for Rapidayton products will be a- 
vailable also; and a service and re- 
pair program will be developed 
for Rapidayton products both in 
and out of warranty. 
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Write for Bulletin 71 
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up to 66 feet wide 
with one nozzle 


Developed and originated 
by Spraying Systems Co. 
Made in all brass for broad- 
cast spraying of grains and 
grasses .. . in all aluminum 
for liquid fertilizer spray- 
ing. Can be set 'o spray to 
both sides or one side only. 


with 
interchangeable 


orifice @® 


tips 
Over 400 interchangeable 
orifice tips. Selection to 
meet exactly any require- 
ment in capacity and spray 
angle. Flat spray tips, 
hollow cone, full cone and 
straight stream. Precision 
machined orifices. 





Write for Bulletin 58 
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for pressure from 30 to 800 pounds 


Ruggedly built, heavy-duty 
guns for orchard, livestock 
and spot spraying. Adjust- 
able spray. Hardened stain- 
less steel orifice tips. Full 
range of sizes. 


Write for Bulletin 65 


Spraying Systems products are installed as original 
equipment and supplied as replacement parts by most 
of America's leading manufacturers of farm spraying 
equipment. Write for information. 


SPRAYING SYSTEMS CO. ::".."3°" 


3277 Randolph Street 
Ilinois 
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Georgia Association Officers 


Shown here are the officers of the Georgia Farm Equipment Association 
elected at the annual convention held in Atlanta, December 5-6. Left to right, 
front row, G. Francis Nunn, Perry, immediate past president; H. Candler 
Jones, Atlanta, president; and J. D. Cruce, Swainsboro, vice-president. Back 
row, left to right, Directors W. R. Daniel, Athens; R. R. Van-Landingham, 
Cairo; W. E. Strickland, Cartersville; G. $. Ballard, Monticello; R. M. Mc- 
Gee, Griffin; and Sam P. McGill, Washington. Missing from the picture are 
Directors J. S. Heath and B. L. Davis, and Joe F. Pruett, socretary-treasurer 
of the association 











CARRY THE 
HAHN HI-BOY 
FOR 
QUICK SALES 


and 
GREATER 


PROFITS— 


Self-Propelled, High-Clearance Sprayer 
IMPORTANT FEATURES OF THE NEW SUPER HI-BOY FOR ‘56: 
® Aluminized tubing and tanks with steel's strength and aluminum's corrosive 


resistance 
® Designed to handie almost any farm chemical 
® Two engine choices (82 & 112 HP) Two tank sizes (100 and 150 Gals.) 


FIRST AND STILL THE BEST 
THE HI-BOY ALSO FEATURES: 
Three Spraying Speeds Front Wheel Support on both sides 
All Purpose Duty 7-12 Months Service Yearly 
Order the other reliable Hahn Sprayers—All time-tested money makers 


Hahn BH 6! Hahn Gun Sprayer 
Hahn RM 61 Hahn Trailer Tank Sprayer 


The Hahn Pump is a self priming, non-clogging, 


Hahn Jet Sprayer 





ball-bearing, internal-gear pump. It pumps 8 
gals. a minute at 100 ibs. pressure and is ad- 
justable for wear. Special seal is unaffected by 
agricultural chemicals. 

hen you order Sprayers—order the best. Write 
for complete information on the Hahn line. “ 


HAHN, INC. 4g. 


Aer « 
1825 W. Franklin St. THE Hi-SPEED SPRAYER 


Evansville, Ind. a ee 








Wood Introduces New 
42M Mower-Shredder 


A NEW ROTARY mower-shredder, 
made to mount underneath the 
Massey-Harris Pony and Pacer 
tractors, is announced by Wood 
Brothers Manufacturing Co., Ore- 
gon, Ill. The Model 42M shreds a 
42” swath and is designed for 
mowing fence rows, stalks, road 
shoulders, estates, wide spaced 
corn, nurseries, parks and truck 
gardens, etc. 

A leaf mulching attachment is 
available for the Model 42M. The 
blades and spindle assembly are 
the same as those used on larger 
Wood's models. The mower is V- 


belt driven and the height of cut 
is adjusted by the lift mechanism 
of the tractor. 

The Model 42M retails for 
$211.00 f.o.b. Oregon, Ill. The leaf 
mulching attachment is $23.00. 


~ 


Added Profits from 
Farm Storage Building 


(Continued from page 106) 


mote the fact that while the build- 
ing is financed under the CCC plan 
for grain storage, which means, 
usually rice and soybeans in this 
area, the farmer who has no grains 
in a bad year can use the building 
for anything. 

“Some of our rice farmers use 
their quonset buildings for multi- 
ple storage, one of our strong sell- 
ing points that often lead to ma- 
chinery sales. With storage facili- 
ties provided by the building, the 
farmer can vombine his own crop. 

Ellis Johnson, one of the two 
salesmen who devote vigorous ef- 
forts to selling the grain storage 
structures, reveals that his best 
sales approach is showing the 
prospect that he can pay for his 
buildings by converting part of the 
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crop to building cost. 

“T usually tell the farmer that 
the building will cost him twenty- 
five cents a bushel. Rice farmers 
always think in terms of bushels. 
Actually, some of our customers 
can pay for the building with one 
crop.” 

The entire Morgan sales and 
executive organization is all set to 
push grain storage buildings this 
year. Good office records show 
which farmers might need grain 
storage, and the salesmen do per- 
sonal on-the-farm checking. 

After the farmer is made to 
understand that he is offered the 
cheapest method to store his grain, 
it is usually fairly easy to induce 
him to buy on the CCC purchase 
plan, with a 20 percent down pay- 
ment and an 80 percent loan pro- 
rated over four years. The loan 
covers the cost of the air-drying 
equipment. 

Advertising is well coordinated 
with sales. The Sunday news- 
papers contain at least one adver- 
tisement, over the Morgan signa- 
ture, telling the story of grain 
storage. Sometimes two insertions 
are run in the same issue, one for 
grain bins, the other for quonset 
buildings, both of which may be 
purchased on the CCC plan. 

A list of good prospects is sent 
regularly to the manufacturer to 
receive direct mail which includes 
the attractive magazine that goes 
to farmers. Salesmen sometimes 
send in items regarding farmers in 
their territory who have bought 
grain storage structures. 

Owner Morgan likes to sell 
grain storage buildings because he 
does not have to invest in inven- 
tory. When a sale is made, the 
structure is shipped by the factory, 
and installed on the farmer’s land 
by the erection service crew. 

Maintenance service is very 
slight, and can be handled by the 
dealer’s own men. 

Farmers who do not care to 
mortgage their land to pay for 
their grain storage structure under 
the CCC plan use the Quonset 
Purchase Plan. Although they 
must pay 25 percent down, they 
have five years to pay, and do not 
mortgage their land. This plan is 
also played up in promotions. 

Owner Morgan calls his a small 
organization. He operates with two 
salesmen, and Mrs. Morgan is the 
bookkeeper. But that small organi- 
zation, in 10 years, has established 
a flourishing business in its at- 
tractive buff brick building, lo- 
cated on one of the busiest high- 
ways in the state. Hundreds of 





Heat Treated 
FOR TOUGHNESS 


Tempered 


FOR PERFORMANCE 


Specialists 


n Tillege Tools 


ARE TOUGH AS 
A PIG’'S NOSE 


It’s “plain as the side of a barn” why 
Tillage Tools by “EMPIRE” are first 
choice of farmers who know the differ- 
ence, “EMPIRE” products are built to 
take punishment and come back for more. 
The premium quality, high carbon steel, 
scientifically HEAT TREATED by our 
exclusive ISOTHERMAL process cushions 
the jolts of hard field use . . . meaning 


less breakage, longer life, extra acres 
of work. 

lt Pays to Sell the Line with Ready Trade Accept- 
ance—that builds Soles today ond Profits tomorrow. 


trHE EMPIRE pirow company 


Since 1840 
CLEVELAND 27, OHIO 





MILKING MACHINE 
REPLACEMENT PARTS 


76 YT 83 81 





Get this Display Board FREE! 


Sets you up as Rubber Replacement Parts Headquarters for al! leadine 
makes of Milking Machines 


Write todoy for full details. 


CROWN DAIRY SUPPLY CO. 


327 W. College Avenue 
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farmers pass regularly. And, de- 
spite the fact that the two sales- 
men comb their territory thorough- 
ly to find prospects for grain 
buildings and the machinery that 
produces the crop, the owner 
makes his long building do a little 
signboard work. Signs tell the 
passing farmer that grain buildings 
are used by the company. Posters 
on the windows continue the story. 

“Grain storage buildings are a 
side line here,’”’ Morgan concluded, 
“but we're striving to make them 
a main line. When we sell a grain 
bin or a quonset building, we don’t 
have to take a trade-in, we can’t 
say that about many equipment 
sales. 

“Our stock consists of catalogs. 
Actually, we sell from pictures, 
with plenty of vigorous work from 
the salesmen. 

“Most customers are interested 
in seeing an erected structure. But 
the best one we can show them is 
a farmer’s own grain bin or quon- 
set building, filled with his crop, 
used for storing machinery and 
equipment, or sheltering live stock. 
We often drive the prospect to the 
customer’s farm, where the cus- 
tomer helps us to sell him.” 





FULLY GUARANTEED 


AS TO QUALITY FIT AND FINISH 





Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or 
No. 2 crucible steel of the highest quality ob- 
tainable. Send today for catalog. 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A (EST. 1873) 


tributor. 


Goulds! 
SH-16 


It’s going places... 
you can get your extra 
profits by ordering today 
from your Goulds dis- 


WATCH this water system! 


and 


Watch the other depend- 
able Goulds pumps ... 
the complete profit-line. 
You get more with 


Scmce renee, [[OOULDS Balance Few JE 


for Shallow Wells 


GOULDS Water Systems 





$915.00 
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MOTOR and 
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PAPEC Money Making 


AUTOMATIC 
KNIFE 
GRINDER 


Sharpens quicker, easier and 

cheaper all straight edge 

forage harvester, ensilage cut- 

ter, chipper, planer and baler 

knives as well as certain types of 
rotary mower knives. Maintains orig- 

inal bevel. Brings in extra business 
which makes greater profits. One deal- 
er reports sharpening over !,000 knives 
last season. Customers appreciate the 
fast and efficient service. Order yours 


PAPEC MACHINE COMPANY 
Shortsville, N. Y. 
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Neu’ WHIZ CHAIN SAW 
FELLS TREES 
UP T0 40” 


Priced from 
$117.50 retail 


Attachments for 
IZ 26” and 20” 


ee on 


SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
SAW AND WATCH SALES INCREASE 
New WHIZ chain saw unit is a real workhorse. 
Tough Disston steel blade cuts trees up to 50”. 
Safe and fast for one man to operate. Powered 
by 2 H.P., 234 H.P. or 5 H.P. Briggs & Stratton 
gasoline engine, v-belt driven. ideal for all 
purpose farm jobs, construction projects, tree 
trimming, etc. 

Other Root-built WHIZ 26”, 20” and 18” inter- 
changeable attachments include: Circular Saw, 
Mower, Cordwood Cutoff, Rotary Tiller, Posthole 
of er, Grinder. 


GRINDER your Jobber cannot supply you—write 


{elo} s MANUFACTURING CO., INC. 


127 East Eleventh St Baxter Springs, Kansas 





Tractor Side-Dresser ~ 
NN Gives Positive Accuracy 


with 
Original “Auger-Feed" 
Easy Adjustment 
Quick Mounting 
Easy Cleaning 
Tractor Axle Drive Units 
For All Tractors 


For Rear Tool Bar 
Type Tractors 
Ground driven 
units extend 

over tractor 
cultivator rig 


1-2-4 Row Outfits 


JOHN BLUE CO., INC. 


Huntsville, Alabama Dependable Farm Equipment Since 1886 


HOTTEST News in Years 














POWER FOR EVERY JOB— Whether it be 
preporing seed beds, cultivating gardens, 
renovating lawns, mulching, or cleaning up 
borders, PLANETILLER with its hefty 2% 
h.p. engine will sail through it with ease 
regardless ot ground condition or size of job, 

, 


Ps 


—" 


. e f . & 

SELF-CLEANING, SELF-SHARPENING TINES—PLANETILLER'S 
10” tines ore the result of years of research and development. 
Heat Treated and Tempered they are self-cleaning and self- 
sharpening and designed to give maximum filth. Adaptable 
for deep tilloge or shallow cultivation; optional gauge wheels 
provide positive control of depth up to 6 inches. Your customers 
will be amazed at the handling of PLANETILLER. Only 2 controls, 
clutch and throttle. Weighs only 79 Ibs. Compact and easy to 
store in a corner of ao gorage. 


IT THLS—IT MOWS: The PLANETILLER con be quickly trans- 
formed into a rotory mower by using Planet Jr. AS2T Rotary 
Attachment. 











THE New Planet Jr. 


PLANETILLER 


You don't have te be « power machinery speciclist te moke mone 

selling PLANETILLER. All you need is a prospect—PLANETILLER will 

do the rest 

Take this opportunity. Get in on the Biggest Money Maker for 

1956. Stock and Display The Brand New Rugged, Dependable, 
Versotile PLANETIULLER 


S. L. ALLEN & CO.., Inc. 

3421 WN. Sth Street 

Philadelphia 40, Po. 

Rush the special story on PLANETILLER to me at once. 
a we Se 
ADDRESS_ sioaiieeantiditimaeepsininiimmennines —— 
a — 
DON’T DELAY—MAIL COUPON TODAY! 
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You Asked ‘For 


Models Available 
688 (Of) + 1008 (10 fr.) © 1208 (12 fr.) 


For More Sales the EZEE Way 


Farmers have made EZEE FLOW America’s No. 1 
because it is built to out-perform and outlast other spreaders . . . 
it gives them guaranteed exact rates of spreading and sowing 


. . « it’s five machines in one. All the features that have made 


EZEE FLOW famous, have been retained . 


NEW STAR FEATURES have been added. 


NEW 
GRASS SEEDER 
ATTACHMENTS 
For All Models—Front 
mounted with 60% greater 
capacity and double the 
seeding rate ... equipped 
with automatic disengag- |» 
ing mechanism... unit can | 
be quickly and easily put 
on or removed. 
REMOVABLE, 
REVERSIBLE 
Covers can be hinged front 
or rear for convenience in 


% 


NEW ADJUSTABLE 


HANDLE—LONGER 


DRAW BAR 


Handle adjusts both up 
and down in length for 
convenient tractor seat con- 
trol for all tractors. Longer 
draw bar allows for 


shorter turns. 
DETACHABLE 


) | BOTTOM 


Hopper bottom can easily 
be removed for cleaning. 
Shutters are also detach- 
able for easy switching 
from broadcasting to band 
sowing of fertilizer. 


NEW 


spreader 


. in addition—these 


y 


More Reasons Why Farmers Like the 
New EZEE FLOW Grass Seeder Attachments 


ibility of 





lL. Front ai __ 


fertilizer contaminating seed. 


2. Larger feed rolls and feed roll h 
allow for more accurate sowing of light 


chaffy seeds. 


3. Front mounting enables operator to see 
whether each port opening is distributing 


Distributed by: 


ALLISON-ERWIN COMPANY 
209 East Sth Street 
Charlotte, N. C 


CONNALLY IMPLEMENT SUPPLY 
COMPANY 


816 Grant Street 
Amarillo, Texas 


operation of spreader, 


Hf =) 
2 





operator to disengage seeder from 
spreader at will. When disengaged, seeder 


4. Seeder engages automatically with 


but locking device 


mechanism does not revolve. 


ground more evenly. 


5. Port openings 6" apart distribute seed on 


DIVISION A DISTRIBUTING CORPORATION 


10 S. LaSalle St. 


H. G. LIPSCOMB & CO 

140 Second Avenue, North 
Nashville, Tenn 

LOVETT & THARPE HARDWARE CO 
Dublin, Ga 

McCUNE & COMPANY, INC 
372! Mahoning Avenue 
Youngstown, hio 

ORGILL BROTHERS & CO 
10 West Calhoun 

Memphis 2, Tenn 


Chicago 3, Il. 


PRICE BROS INC 
Box 1/88! 


Wichita 


EQUIPMENT 


Kansas 


SOUTHERN IMPLEMENT SUPPLY CO 


C/O Lewis Seed Company 
30 North Spring 
Louisville, Ky 
STRATTON-BALDWIN CO 
700 Tchoupitoulas Street 
New Orleans 9, La 


INC 


4 | 


MODEL 120B—For large 
acreage farms. Covers full 12 ft. 
strip. Has hopper capacity up to 
2,400 Ibs. 





MODELS 100B & 88B— Both 10 
and 8 ft. are popular on average 
size farms. Special “88" Olympia 
available for large turfed areas. 


MODEL RW 55—For orchards 
ond vineyards. This rear wheel, 
5-ft. model is perfect for spreading 
between rows. Extreme short turn- 
ing radivs gives top manevvera- 
bility for close-in work. 


MODEL EW 55—For use on 
small acreages with light garden 
tractors. Special EW “55" Olympia 
available for close working on 


turf areas. 


ys 
MODEL SD-50A—Rear 


mounted, side dressing unit for 
Ford and Ferguson tractors 


TODD CO.. INC 
416 Union Street 
Norfolk 10, Va 
WALLACE HARDWARE co., Inc 
orristown. Ter 


WIMBERLY & THOMAS HARDWARE 
co NC 

809 Fi 

Birmingham 


rst Avenue, South 
Alabama 








me )\ You Give Your Customers 


for their money when you sell the 


WISCONSIN LINE 


Dollar for dollar, feature for feature, you offer your customers more good, 
solid value for their money when you sell the Wisconsin line of Heavy- 
Duty Air-Cooled Engines. Shown here are some of the reasons why Wis 
consin Engines deliver “Most H. P. Hours” of on-the-job service . . . longer 
engine life at lowest maintenance cost. 


The Wisconsin Line is the most complete in the engine industry, in a 3 to 36 hp 
power range. 12 different models single cylinder, 2- and 4-cylinder pro- 
vide the “tailor-made” power selectivity to Fit the Job and the Machine. Don't 
overlook the profit possibilities for replacement engines on mechanized farm and 
construction equipment. 


Every Wisconsin Engine, from the small- 

est to the largest, is equipped with file- 
hard, self-cleaning tapered roller bearings at 
BOTH ends of the crankshaft. Radial- and 
end-thrusts are absorbed, providing greatest 
protection against bearing failure 


2 Forged Connecting Rods are over 2% 
times the length of the stroke, thereby 
reducing angularity, with resulting lower pis- 
ton pressures and less wear against the cylin- 
der walls. This also tends to reduce vibration 
to a minimum. Pistons on all models are 
equipped with 4 rings. 


Extremely efficient AIR-COOLING at all 

operating temperatures from sub-zero to 
140° F. is secured through a large capacity 
fan, integrally cast with the flywheel. Nothing 
to get out of order. 


Positive, pump-circulated lubrication is 
provided on all models . constant level 
splash system on single cylinder engines (ex- 
cept model AEN), and individual oil stream 
to each rod on multi-cylinder and AEN mod- 
els, with other parts lubricated by oil spray. 


Gear-driven, rotary type high tension 
5 Magneto, operating as an independent 
unit and tightly sealed against dust and mois- 
ture, is mounted on the OUTSIDE of the en- 
gine both for easy servicing and protection 
against fouling. Magneto is equipped with an 
Impulse Coupling for easy starting in any 
weather, at low cranking speed. 


MOST 12 


‘hous _<@ WISCONSIN MOTOR CORPORATION 


7. World's Largest Builders of Heavy-Duty Air-Cooled Engines 
= MILWAUKEE 46, WISCONSIN 


A 8645-1PC 
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"TIl take 
the @.Red Devil” 


“Glass Cutting’s my business and, like most others in my 
line, I use nothing but Red Devil Glass Cutters. They 
give smoother, cleaner cuts, they last longer, and cost no 





more. They're the only ones with the blue tipped red 
handle. 
“Fellows who work for the. big glass factories tell me 


Red Devil Glass Cutters are the favorite there too. 


“That's why, when I see Red Devil Glass Cutters on dis- 
play in a store, I figure there is a dealer who knows what 
it’s all about—a man whose advice on any tool is worth 
listening to.” 


Rad Devil) makes more glass cutters than anyone else. 


Red Devil’ has made more improvements in glass cut- 
ters than anyone else. 


makes better glass cutters than anyone else. 


IRVINGTON, N. J., U. S. A. 
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Pre Oe 
MASTER PADLOCKS ASSURE 
POWERFUL PROTECTION! 


Countless dollars worth of property ... in homes, 


industries, businesses, and on farms across America... . 
are securely protected by millions of Master padlocks. 
Master’s tough laminated construction . . . exclusive 
patented features . . . wide range of styles and prices 
... have made them America’s number one choice for 
padlock protection. Let Master's popularity keep your 
padlock sales steady and profitable . . . stock them and 


display them. Order from your wholesaler. 


Master Padlocks 





Typical of Master's 
olvagnt conmorten te Master Jock Company. Milwaukee 45, Wis. 
Secret Service" series World's Largest Padlock WManufacturerd 
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